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YOUR BEST BUY: An early order discount on this T1l-52 turnover merchandiser stocked with fastest-selling tools. 


For the surest profit you'll ever make, 


order Grea Thumb garden tools now 


early order discount and full profit margin are money in the bank 
you place a future order for today’s most popular garden tools: 


especially engineered to make gardening fun y ig N J oO | 
modern styling with green and gold trim, clear natural ash handles 


highest quality fully guaranteed in writing on every tool 


GREEN THUM 
and with the magic Green Thumb name that means gardening success RED HAWK Gor md 
Garden Too! 
YARD’ 
ee N GARDEN Promotional Garden Tools 
ZOR-BACK @ RAZOR-LITE Shovels 
FLEX-BEAM Farm Forks 


THE UNION FORK & HOE COMPANY ATLAS-by-UNION Industrial Tools 


500 Dublin Avenue, Columbus 15, Ohio 


An early order entitles you to Spring dating and delivery on the date you 
specify. Order today from your wholesaler. 
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R-W “LOCK JOINT” TRACK AND 
HANGERS 


Designed for doors of all sizes and weights up 
to 3000 Ibs. Finished in long-lasting, weather- 
proof gray enamel. Hangers furnished with rust 
and corrosion resistant Cadmium Plated trucks 
for lifetime service. Track and hangers available 
in a wide range of sizes to meet your exact needs. 


R-W 
WEATHERPROOF 
BARNDOOR 
TRACK AND 
HANGERS 


The favorite of farmers 

everywhere ...R-W 36 

self-cleaning track is 

weather and bird proof. The R-W 423 hangers 
feature roller bearings, lateral and vertical ad- 
justment for easy dependable operation and 
rust and corrosion resistant Cadmium Plated 
trucks. 


R-W “EaR-Way”’ 
TRACK AND 
HANGERS 


For sliding doors weigh- 

ing up to 200 Ibs. Track 

has ears spaced on 12” 

centers for wall attachment. Bosses hold track 
away from building . . . permits air circulation. 
Hangers have Ball Bearings, vertical and lateral 
adjustments, and Cadmium Plated trucks. 
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R-W offers the proverbial “horn-of-plenty’ from which you can 
obtain a complete line of standard hardware items plus a diversified 
line of hardware specialties. Many items you will undoubtedly want 
to stock ... others, because of their special applications, you will 
want to buy only on customer request. In either case, R-W offers a 
prime source for those important hardware specialty items that will 
earn many dollars of “added-profits” each year. The next time you 
receive a customer request for a hard to find hardware specialty 
item, look in your R-W catalog—your ‘‘direct-line”’ 
hardware specialties. 


to ‘‘profit-plus” 


MANY OTHER R-W HARDWARE SPECIALTIES AVAILABLE. 


@ Industrial and commercial doors of all 
types 

®@ Sliding Door Hangers and Track 

®@ Fire Doors and Fire Door Hardware 

®@ Fusible Links 

®@ Hinges of all types 


® Panic Bolts, Door Bolts, Latches, Hasps 
and Catches for doors and gates 


WRITE 


@ Flush Pulls, Bow Handles, Stay Re!lers, 
Floor Guides, Handrail Brackets 


®@ Studding Sockets and Concrete inserts 


@Door Closers, Fire Station Bolts, 
Cremone Bolts 


@ Electric Operators for Doors and 
Gates 


®@ Airplane Hangar Door Equipment 


ichards-Wilcox 


MANUFACTURING COMPANY 


"A HANGER FOR ANY DOOR THAT SLIDES” 


the R-W Catalog No. 
A-400, 


310 W. THIRD STREET AURORA, ILLINOIS 





WHEN IT COMES TO LOCKS... 


YALE MAKES IT AN OPEN-AND-SHUT CASE! 


Yale locks and hardware offer a 
double benefit: A completely re- 
designed line, all new over the past 
six years, combined with the old- 
est, most reliable name in locks 
and hardware. 

In addition, Yale makes the broad- 
est line of locks and hardware any- 
where in the world. And its name 
(an aid to security in itself!) is 
known the world over. Millions of 
doors in homes, schools, factories, 


institutions and hotels have been 
secured by Yale locks ever since 
Linus Yale invented the pin- 
tumbler lock in 1868. Each year, 
Yale issues over fifty million keys, 
which secure full lines of door 
locksets, panic exit devices, pad- 
locks, locker locks, auxiliary locks 
and cabinet locks. Yale also manu- 
factures the most complete line of 
door closers in the world. 

For further information on the Yale 


line of locks and hardware, write 
us direct or see your Yale & Towne 
Distributor. Be sure to ask about 
the Yale Special listed below. 
Product of The Yale & Towne 
Manufacturing Company, Yale 
Lock & Hardware Division, White 
Plains, New York. 


YALE & TOWNE 


YALE REG. U.S. PAT OFF 


YALE FALL 


Nightlatches ¢ Merchandisers 


Padlocks ¢ 
Cabinet locks ¢ Scre 


Sliding door h 


Want more facts? Circle 101, p. 105 


en door hardware 


ardware # Key machines 
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PRIDE 0 OWNERSHIP can be carried too far—even with Black & 


Decker Tools. But the incontrovertible fact is that more people think B&D 


Tools have more versatility, more handling ease, more power, more ability to 
take 2t than any others. And they prove it every day in every way by making 
Black & Decker the best known tool brand in the land. Are you letting pro- 
spective customers slip through holes in your stock? 


Black e Decker: 


— best known tool brand in the land 


—the world’s first cordless electric drill 
Want more facts? Circle 102, p. 105 
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When your American Chain Salesmaker looks like this... 
It's time to order Refill Reels from your distributor 


When your customers want chain, they want it right 
away—and the best way to take care of their needs 
is to have your AMERICAN CHAIN SALESMAKER 
properly filled with an adequate supply of Refill Reels 
of the various types and sizes of ACCO Chains. 

The best way to display chain is on the AMERICAN 
CHAIN SALESMAKER display because from it your 
customers can select just the pattern and size for 
their needs. It puts popular sizes of chain right out 
on your sales floor as a reminder to buy. You sell 
chain “right off the reel.’’ And, when you sell chain, 
you can often sell chain attachments; such as hooks, 
connecting links and rings. 


So, if the reels on your AMERICAN CHAIN SALES- 
MAKER are running low, order Refill Reels now, or 
put a note in your want book for the next call by your 


CONTACT YOUR 
AMERICAN CHAIN 
DISTRIBUTOR | 


for complete information 
about these items or 

write our York, Pa., office for 
free literature DH-377 and DH-79A 


distributor’s salesman. 


If you don’t have an AMERICAN CHAIN SALES- 

MAKER, order from your distributor now. It’s avail- 
able with several assortments of chain. The No. 38, 
No. 42, and No. 43 assortments of welded and weld- 
less chain each offer 7 types and sizes of chain, with 
special assortments available upon request. The No. 
46 assortment features 4 popular sizes of proof coil 
chain (3%", 4", %” and 3%” )—with 3 types of chain 
finish to choose from: (No. 46A) Extra-bright zinc 
plated, (No. 46) Self-colored chain, (No. 46B) Hot 
galvanized finish. 
Optional Feature: The No. 46 SALESMAKER Series is 
now available with the new ACCO Chain Cutter. This 
cutter can be easily attached to any SALESMAKER 
now in use. 


AMERICAN CHAIN 


American Chain Division - American Chain & Cable Company, Inc. 
Bridgeport, Connecticut 
Factories: *York and *Braddock, Pa., *San Francisco, *Chicago ( Melrose Park) 
Sales Offices: *Atlanta, Boston, *Chicago (Melrose Park), *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore. *San Francisco 
*indicates Warehouse Stocks 


TRADE 


Want more facts? Circle 103, p. 105 
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Editorial 


by W. A. Phair 


Whose profitability . .. 


Isn’t it time manufacturers took some of their own medicine? For 
a number of years now they have been urging dealers to look beyond 
margins when appraising a product. The factories have said, “You 
must weigh all the factors surrounding a product in order to deter- 
mine its true profitability to you.” This has been very sound advice. 


Now, as we observe the problems being faced by manufacturers, 
it appears that they need to take their own advice—to consider the 
total profitability of a market, not just one factor. Some factories 
appear to be falling into the trap of measuring profitability by volume 
alone. Their creed seems to be, the higher the volume the better the 
profits. There may be a few lines that behave in this fashion, but 
not very many. 


Volume increases are profitable only when they are enduring, when 
they are the result of actions that are compatible with the long term 
interests of customers, stockholders and employees. An increase due 
solely to new sales to discounters is not necessarily on a sound basis; 
it is a temporary advantage that may disappear in time, leaving 
behind a hole that will never be refilled by normal channels. 


The leading firms in the hardware business have achieved their 
position by offering a quality product, a policy and a price structure. 
If a factory can find new outlets that will buy this full package, not 
just a part of it, then they are increasing their volume on a sound 
basis. But if an outlet buys only a part of the package, then the fac- 
tory is buying trouble. 


No factory ever grew great because of its own efforts alone. It had 
to be helped by others who bought a marketing concept and enhanced 
it by their contributions. Does a discounter buy this total marketing 
concept? Or is he buying a temporary crutch, to be discarded when 
it is no longer needed? 


We often hear the expression, “We must have our products where 
people buy.” This is a happy little phrase, but unfortunately com- 
pletely misleading. If we take a long term look at the marketing of 
a product, and a sales manager must do this, this expression would 
be: “We must have our products where people can buy them and where 
they will be sold at a profit to all involved so that 10 years from now 
we, the factory, will still be in business, making a profit.”’ 


Does the discount house fill these requirements? A discounter does 
not increase the total sale of a product on a long range basis. It is a 
substitute outlet of dubious value for hardware and housewares. They 
will never capture the whole market. No one ever has. Selling to them 
has disadvantages, as well as advantages. The total profitability 
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Editorial 


continued 





picture must be considered. Too many factories are failing to take 
their own medicine. 


Your future competition .. . 


Sometimes it appears that we lose sight of basic facts about com- 
petition. For example, when a national brand moves into a discounter 
and the product is used as a leader at a substantially reduced retail 
price, that brand will slowly move out of normal hardware channels. 


But it will be replaced, and quickly. Hardware wholesalers and 
dealers will never want for merchandise. There are, right now, a dozen 
competitors hungry for the chance to take your place in wholesalers’ 
catalogs, and on dealers’ shelves. When you move into the discounter, 
you will soon find yourself facing new competition in the very chan- 
nels that once made your company profitable. You will find competi- 
tion in 20,000 or more stores around the country, while you tie your- 
self up in perhaps a hundred localized outlets. 


When this happens, and it is already happening, what are your 
prospects for growth and profitability? The factors that made you 
attractive to discounters will no longer exist. Profitable growth will 
not come from selling discounters. It must come from new products. 
And discounters do not pioneer new products. They only bleed estab- 
lished products. 


Certainly no one is so blind as to ignore the effect the discounters 
are having on the distribution picture. In one sense it is a beneficial 
effect. Disturbing, yes; but in the total effect, beneficial. And while 
the discounter is struggling to find his place, and to meet the com- 
petition of other discounters, the hardware dealer is undergoing many 
subtle, but significant changes in his method of operating. It is the 
old story of the interplay of competitive forces. 


When Sears appeared on the scene, the “experts” predicted the end 
of the independent merchant. But look at what has happened. Sears’ 
share of the market has tended to stabilize and we now find hard- 
ware stores seeking locations next to Sears. 


There is nothing wrong with selling a discounter, if he buys your 
total marketing concept. If he offers your product at a price dif- 
ferential that reflects his actual operating cost differential, if he buys 
your full line, and if he reaches consumers that would not normally 
be reached, there are certainly some gains from selling him. But, 
if the discounter makes your product a leader, as is normally done 
with well known brands, and takes only the top of the line, then 
you’ve lost more than you have gained. 


Hardware stores have learned to live with, and to overcome some 
competitive price differentials. It’s not by choice, but it’s being done. 
But they cannot live with the differential that results when your 
product is marketed as a loss leader. The dealer’s alternative is to 
replace it with a competitive product. 


We have heard manufacturers express concern over the health of 
wholesalers. I think that over the next few years, we are going to 
find ourselves worrying about the health of those factories that are 
putting all their eggs in the discount basket. This concern may well 
be shared by shareholders and employees, too. 
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“| didn’t know how important merchandising could be 
until | set up a ZZoxel hardware department” 


says HENRY HESS 
HESS LUMBER COMPANY 
PINE ISLAND, MINNESOTA 








With National’s new Hardware 
Department Sign Kit, you can de- 
partmentalize your standard wall 
fixture into an attractive, sales- 
producing display. Kit includes 
twelve plastic signs, mounting 
clips, layout sheet, identification 
and stock control tags, and a color- 
ful 30-in. hardware sign. Dealers 
and their customers alike can 
now easily locate each item and 
desired size of National Visual-Pac 
builders’ hardware. 


National hardware is packaged for greater 
eye-appeal...buy-appeal. Picto-graphic 
cartons, decimal-packed for easier inven- 
tory control, have a “‘tell-all’’ label that 
shows exactly what’s inside. The Visual- 
Pac line offers you the broadest selection 
of builders’ hardware available anywhere 
in self-service packages. Join the swing to 
National... hardware that is packaged 
for today’s busy, merchandising-minded 
retailer. Write for details on how to get 
this sign kit free. 


a 


* 

ea) 
+ - 
e 


+ * & 
& 


* 
* y * 


NATIONAL MANUFACTURING CO. 


20110 First Ave. Sterling, Illinois 
Want more facts? Circle 104, p. 105 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


An end to sputtering .. . 


Washington economists happily are agreeing that the nation’s busi- 
ness now seems to have stopped sputtering and is moving upward 
smoothly. Latest figures show personal income is up. Unemploy- 
ment, still high, is leveling off. Number of employed is increasing. 
Consumers are beginning to spend. Instalment credit rose $26 
million in August. Although hardware lagged slightly, overall 
retail sales hit $18.5 million, 2 percent ahead of July. Manufactur- 
ers’ inventories jumped about $250 million in August, indicating 
optimism of industry. 


Another number for you... 


You may soon have another number to keep in mind, your income 
tax number. All taxpayers will have such a number by 1963. The 
Internal Revenue Service will switch over to a numbered filing 
system, instead of names, so all individual tax returns can be 
checked quickly through electronic computers. IRS says if you have 
social security, that number, entered on your return, will be your 
tax number. If you have no social security number, you must ask 
IRS to assign you a special number. Checking for numbers starts 
on next year’s returns. 


More controls on gun sales... 


Congress tightened up the Federal Firearms Act this year. Dealers 
must be doubly careful who they hire to sell shotguns, rifles, pistols, 
and ammunition. The new law otitlaws sale by or to persons con- 
victed or under indictment for any crime punishable by a prison 
term of more than one year. In effect, the law increases the number 
of crimes that can disqualify a person from buying or selling 
weapons and ammunition. Penalties for violation now include fines 
up to $2000, and up to five years in prison. 


Tax reform in '62? Maybe... 


Tax reform still has top priority for Congress in January. Some 
lawmakers now say a bill can be ready for a vote by February. 
President Kennedy still wants deductions for earnings plowed back 
by a firm for new income-producing equipment and store moderni- 
zation. If Congress goes along, the next step could be deductions 
for profits spent on build up of inventory and accounts receivable. 
This is proposed in the Curtis-Ikard-Sparkman bill. Outlook hangs 
on world situation. Easing of tensions could speed tax reform. 
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What makes 
Worthington 


different? 


“pride of ownership” 











One reason Worthington is different from the 
average hardware wholesaler is that Worthington 
is 100% employee-owned. 


All common stock in our 132-year-old firm is held 
by the men and women who serve you daily. Stock- 
holders include salesmen who call on our retail 
store customers... buyers who select fine products 
for you to sell . . . warehousemen, office and 
management personnel. 








Every shareholder is active in our daily operations. 
There is no inherited or absentee ownership. 


*This worker-ownership guarantees that Worth- 
ington people all have only one aim—+fo serve you 
better. For, our incomes and our futures are directly 
dependent upon our ability to furnish you mer- 
chandise which you can sell competitively at a 
profit for yourself. To the accomplishment of this 


, goal, we pledge our best efforts and our “pride of 
Warehousemen stockholders have pride ownership’’. 
of ownership. 




















A-5513A 





*86 members of the Worthington organization 
have served the company over 25 years. 240 
others have more than 10 years Worthington 
experience. Worthington, always a good place to 
work, has, since 1829, been a fine firm with 
which to do business. 











—— 


Executives have invested in their company. THE 


) P7GEO WORTHINGTON 
4a 





THE GEO. WORTHINGTON CO. 
CLEVELAND 1, OHIO 


Schaberg-Dietrich Division « Lansing, Mich. 


Want more facts? Circle 106, p. 105 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Substantial retail gains seen... 


The outlook is for better retail sales in the months ahead. Many 
recent predictions point up this possibility. Commerce Secretary 
Hodges, for instance, foresees “rather substantial’ gains in the 
immediate months to come. His prediction is based on gains made 
by manufacturers, wholesalers and retailers in August. The 4-per- 
cent rise in wholesale sales Secretary Hodges points out is a sign 
that business expects a retail buying spurt soon. The secretary 
also cites improvement in the domestic business outlook as an im- 
portant factor in creating a generally better feeling among con- 
sumers toward future spending. 


Your customers’ buying plans... 


Consumer plans for future buying add strong support to forecasts 
of better retail sales days ahead. Latest survey of consumer buying 
intentions by the University of Michigan’s Research Center shows 
more consumers now favor making large purchases like homes, 
cars, appliances as compared to earlier this year. These plans tend 
to reflect intentions for buying all types of household goods, large 
and small. Survey also found consumer attitudes toward business 
conditions improved. 


Selective price increases probable... 


It will pay to keep a sharp eye on prices in the months to come. 
Observers expect that price indexes will show no overall price 
jumps in near future, but that some price increases on a selective 
basis is likely. Prospects of any major steel price increase is 
considered unlikely by many, in spite of Oct. 1 steel industry wage 
boost. However, reports show some manufacturers plan to raise 
price tags whether steel is increased or not, but such plans are 
not widespread. Result could be an upward adjustment on some hard- 
ware items. Watch trend carefully, and adjust your prices as soon 
as your supplier notifies you of an increase. Failure to up-date 
can hurt profits. 


Yardstick of farmer spending .. . 


Things are looking better on the farm, brightening prospects of 
more sales for hardware dealers in farm areas. Higher price sup- 
ports together with rising prices of farm products are fattening 
farmer’s pocketbooks. Indications are that most of this money will 
be spent for farm improvements. Bigger demand for new farm ma- 
chinery already evident. This is regarded as a yardstick. When ma- 
chinery purchases go up, buying of all types of merchandise, such 
as appliances, furniture, tools and materials for repairing or im- 
proving homes and farm buildings, etc., usually follows suit. 


... Turn to page 159 for more news on How’s the Hardware Business. 
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Greatest Invention in Lawn Mowing History: 


NEW peng 
Pan yno- Sie ROTARY MOWERS _ 





with Cyclonic-Vacuum Cleaning Action! 














| ——s use | Grass is thrown 
Suction picks up = by spinning disc 
all loose debris, with great force 

cleaning lawn bed. and packed solidly 


into the catcher. 

















Flexible spinning disc 
Violent suction action propels grass to outside 
pulls grass straight by centrifugal force. 
and rigid for 
uniform cutting. * 
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Here’s a below-deck view of 
- ) Fa the new Pincor Gyro-Vac 

i ; os : showing the cutting action 
| Olu CE 7 y Z which cuts the grass clean and 
spins it on the flexible, load- 














é compensating plastic disc 
with great force into the dis- 
Ay yi) NONANRAAAT_ AKAN IISA SATADIS SANT ifs charge chute. Note baffle 

ma AA NN) AM 


' ' fl der ed f deck t 
I AT | MI prevent windrowing. 


‘The New Pincor Gyro-Vac Rotary Mowers A NEW LAWN APPLIANCE WITH 
had an outstanding reception at the National AMAZING PERFORMANCE FEATURES 


Hardware Show ... Dealers were impressed 
by the many unusual Gyro-Vac features that 1 . 
will give them something genuinely new to No More Raking 


: “Once-over cutting 
offer their customers. The illustration above 


and the performance points at right tell why s No More Sweeping does the job.... 


Gyro-Vac mowers can be the outstanding line Grass, leaves 


for you in 1962. There are these other new @ “ts Wet or Dry 


d loose debris 
plus features, too... like the Silent Impulse ° ° wo 

Starter... Patented Balanced Handle... Lawns in Less Time are packed solidly 
Controls and Height Adjustment... Light- 


weight Grass Catcher with Safety Snap Locks 4 Healthy Groomed Lawn into the grass 
. Underdeck Baffle...Plastic Engine catcher by 


Cover. eee @ self Cleaning by GYRO ACTION! 


Pincor’s New Gyro-Vacs are available in 3 G V A . 
20” models: Gasoline Engine, Push type; Gaso- yro- ac Action 
line Engine, Self-Propelled; Electric with Cord 


. * 
. All with new grass catchers. é@ Improved Safety 


Write for complete details, prices and get ready Blade revelves ebeve het? yo 
to order early for the big 1962 Pincor Gyro-Vac om edge of chassis 


market... be the first in your area with the ® Longer Engine life a 
latest. eae No mulching of grass... requires less power 


In addition to the new GYRO-VAC Models there is also s Durable, All Metal Grass Catcher 
available a complete line of PINCOR standard, con- Easy to empty-with snap locks 


ventional mowers, rotary, reel and electric types. 





New Gyro-Vac Models Pincor Gyro-Vac Electric Ee : New Battery 


Pincor Gyro-Vac push an Pincor Gyro-Vac Selt-pro- oe Powered Model 
¥ Model . . . with rugged, a pelled Model . has LS ney motor with 4 wheel height fi , 

gasoline engine and new . m ; latest designed gasoline “2 , 4 adjustments and new 
grass catcher. af 2] engine and lightweight oe £, grass catcher. J ; Pincor Electric, 

catcher. f 34 S) Battery operated Model 

. . » Powerful motor run 
by heavy duty storage 
battery—home recharge- 
able, 








There’s A Nationwide Network of Pincor Authorized Service Stations 


Pincor-trained mechanics offer a complete mower and engine service throughout the United States and Canada 


t 
| ELECTRIC PORTABLE POWER TOOLS 
r ELECTRIC 
GASOLINE cs) | = 
ara GENERATING 
Sees ay~ PLANTS o- fae? 


Manufactured by PIONEER GEN-E-MOTOR CORPORATION 5840 wW. Dickens Ave., Chicago 39, II!. - Telephone BErkshire 7-4100 





MERCHANDISING 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


AN EARLY SNOW-BLOWER PUSH SCORES WELL. A number of "fair" to "good" 

Sales reactions point to a market with a real future for you, when 
Snow becomes a reality. Many department stores already have run 
big promotions, featuring prices from $88 (3 hp, 18 in.) to $350 
(6 hp, 26 in.). If shirtsleeve weather returns satisfactory sales, 
imagine what will happen when Winter sets in for sure. The memory 
of last year's cruel season, in most areas, has pre-sold thousands 
of suburbanites, farmers, and small town residents. Now it's up to 
you to stock blowers. For when neded, they'll likely be scarce. 


























ATTACK ON IMPORTS AND JUNK GOODS MAY BE IN THE MAKING. Newest 
weapon seen as a strengthening of guarantees on domestic products. 
A major new survey shows most name-brand firms are lengthening 
time, covering more items and features (including labor as well 

as parts), and beefing up service to make guarantees workable. 
You'll see more and more evidence of this as you unpack new prod- 
ucts. Some suppliers now request that you give the warranty to 
customer in person, to dramatize its value. 

















SOME DEALERS TAKE EXTREME STEPS TO PUSH CREDIT. Perhaps their method 
has merit for you. Some credit bureaus report dealers seek lists 
of "good" credit risks, re-check their status, then mail unsolic- 
ited cards to those persons who seem to offer least risk. A big 
Atlanta department store will send some 4000 such cards this year. 
The idea could work for you, but with this caution: There's some 
doubt about legal sanctions for customers who won't pay bills be- 
cause "We didn't ask for credit cards." 




















MORE CITIES SEEK LAWS TO SHACKLE SHYSTERS. A greater awareness seen 
for local level attacks on spurious retailers. Asked "why?" one 
Eastern mayor said “every fake fire sale, ‘lost-our-lease'" sale 
takes traffic and volume from honest merchants." Some stores are 
known to go “out of business" annually. Many cities have strict 
laws requiring licenses for such sales, others are working on 
problem. But some have no control over shysters preying on gullible 
consumers. You can do something about this situation with aid of 
the local Chamber of Commerce or an editorial campaign in the 
press. It will help every honest merchant on Main St. 
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MORE STRAIT- LINE 
SELLING POWER 


Still retails for only 


makes © perfect chalk tine every time 


5 ee. = 

* . 

Sy 
ai! 





STRAIT-LINE CHALK LINE REEL & PLUMB BOB 


new design...new easy-to-sell features 
new packaging ...best value pricing 


Precision made ... fewer parts 
Self-chalking ... easy action reel Stock: No. 125-50 — 50 ft. line 
Durable aluminum alloy box Reversible line guides No. 125-100 — 100 ft. line. 


e Lifetime nylon slide-fill opening e New self-serve hang-up box 
* 
- 

Leak-proof ... practically damage-proof e Self-locking plated handle 
eo 
* 


Easier to fill without spill 


, Packaged: One to Hang-Up display box, 
Hold-tite plated anchor ring 144 to shipping container. 


Doubles as plumb bob Weight: 5 Ibs. per dozen. 


Fits the pocket... fits the hand 
Sure-grip design ... easier to hold 





STRAIT-LINE MICRO- FINE CHALK New all the way through 


for all reel type chalk line boxes Now build extra volume and profits with 
Packaged in new easy-fill cylinder this new line-up of Strait-Line products. 
type containers, 12 to display carton. Made by Irwin. Made to Irwin’s high 


Gives up to 5 times more marking . ° 
vg: Ae | 2 ( rs ards. \ sier to sell 
power. Choice of 4 colors: Dark blue, quality standard lade easier t 


dark red, yellow and white. .- with new designs, new packaging, new 
Stock: No. 125B — Blue, No. 125R — Red, <— display cartons, new merchandising 


No. 125Y — Yellow, No. 125W — White. support. Big and growing market 
Packaged: 12 one ounce cylinders per display 


carton; 48 cartons to shipping container. | . : eA includes the home handyman, floor 
Weight: 1 Ib. per display carton of 12. =  @) covering and tile installers, painters, 


os . 4 
Also Available in 2 |b. cylinder containers __ ad ig carpenters, paper hangers, roofers, con- 
and 5 Ib., 25 Ib., and 50 Ib. fiberboard drums. tractors, builders, lathers and plasterers; 


brick. mortar and stone masons. 


STRAIT-LINE TITE-SNAP CHALK LINES 
for all reel type chalk line boxes e 50 ft. and 100 ft. lengths Order from your Irwin wholesaler today 


Tight and true snapping action. Highest The Irwin Auger Bit Company 
tensile strength cord. Extra resilient, ce at Wilmington, Ohio, USA, Since 1885 
longer lasting. Individually packaged : ; . | 

in durable polyethylene bag, 6 lines 
to display carton. 


Stock: No. 50 — 50 ft. line, we | OE y ie NE ~~ 
No. 100 — 100 ft. line. - at Se a STR Al | - Li 
Packaged: 6 per display carton; 5 fey, eo » ; ry time 
24 cartons to shipping container. & . meee Cog rfect chalk line eve y 

Weight: 1 Ib. per dozen : Sa makes @ pe 
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CHAN yyjc; LOCK ff 


No. 420 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 
“round usefulness. 


That’s why it will pay you to put the Channellock No. 420 plier 
out front for your customers to see...“‘heft’’... buy. You'll 

be profitably pleased how many times they’ll tell you 

to “‘wrap it up’. Let us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


i 
MEADVILLE, PENNSYLVANIA 


POST 





It’s easier to 2 stock just ONE line of. pliers 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. 


a 
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: a COASTAL : 
“a “a Ducleity 
rn | POWER TOOL 
\_. ACCESSORIES | 

CIViaeAB the Board! A 2 > : 


\ __ 34 PIECE ACCES ORY SET | ; 











Shelf- 3 
Stock | 
the 
Kit! 











————atiey Set Ce x ELIMINATE PILFERAGE 


34 pIECE ACUeo on © ag j\) WITH THIS HIGHLY PROFITABLE COASTAL 


Ric 
erect 
oR ait . 


panes oh | QUALITY PROMOTIONAL ITEM 
Regular List Price *12.50 


: 7 Only 10. 


LIST PRICE 





34 Pc. Kit Consists of: 
1—4” Grinding Wheel 
1—3” Wire Cup Brush (1/4” Shank) 
1—Paint Homogenizer with Nylon Blade 
1—Rotary Rasp (1/4” Shank) 
1—Countersink (8-Flute; 1/4” Shank) 
1—3” Grinding Wheel 
1—4” Muslin Buff 


IT’S TERRIFIC! The most complete and useful electric drill 1—4” Wire Wheel 


accessory kit anywhere. Board (for wall and counter display only) 1—5” Rubber Backing Pad 
comes completely assembled with items anchored on to prevent we ” 
pilferage. The actual kit comes in an attractively designed, sturdy 3—Mounted Stones (1/4" Shanks) 


display carton. 1—Rotary File (1/4” Shank) 

1—Heavy Duty Arbor for 1/2” Bore 
ITEM PACKAGING WEIGHT Accessories 

NO. 34-34 PC. SET In a Boxed Kit 6PERMASTER | 24 LBS. 2—Arbors for 1/4" Bore Accessories 

17—5” Sanding Discs in Assorted Grits 


1—Knife and Scissors 
Sharpening Attachment 











NO. 34B - 34 PC. SET On Display Board 1 PER MASTER 5 LBS. 

















AT YOUR JOBBER OR ORDER DIRECT (WITH BILLING THROUGH YOUR JOBBER) 


mm COASTAL ABRASIVE AND TOOL CO., INC. 


TERMS: 2% 10 DAYS, NET 20 DAYS © FREIGHT ALLOWED ON ALL SHIPMENTS OF 150 IBS. OR MORE 
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FULLER’S 
ever-flo trp 


sparks all-purpose glue sales 


Long a favorite in the home, the office, the school 
—Fuller’s All-Purpose Glue sticks wood, paper, china, 
leather, cloth, and other materials. And now it’s so | 
easy to work with—no more pin-poking or scissor ; 
snipping to open the spout and keep it open. The FU a i E 7< S 
new fool-proof Ever-Flo Tip adds even greater sales ALL-PURPOSE GL 
appeal to this fast moving all-purpose glue. Order | 


this high-profit item from your distributor today— SETS QUICK— 
or write Fuller direct. DRIES CLEAR 


‘OR WOOD, PAPER, 
PNA, LEATHER, CLOTH 
(‘OTHER MATERIALS 














Pull up cap to open. Push cap down to close. 





2 OZ. 
RETAIL PRICES—3 SIZES ..... . 40z. 


8 oz. 


RESIWELD 
EPOXY 
ADHESIVE 


Fuller Co. 


1150 Eustis Ave., St. Paul 8, Minnesota, Dept. 728 


e. Retail Price 98c 


Want more facts? Circle 111, p. 105 A 
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WITH A TOTALLY 
NEW KIND OF 


SKIL SAW 


FOR THE HARDWARE INDUSTRY... 





aline 


ideal for contractors, tradesmen, 
and homeowners, too 


Skil introduces a revolutionary new kind of saw for 
the hardware industry—the Model 577 Recipro Saw. 


A } Cutting capacity is 
virtually unlimited. Cuts anything from heavy lum- 
ber to the thinnest plastic sheeting. Makes tough rip 
cuts or does the most intricate scroll work. And it’ll 
cut any material from soft wood to steel or plaster. 

What’s more, it has features of saws costing twice 
its price. Double reduction gears, canted blade for 
faster cutting, multi-position foot, 3-position auxil- 
lary handle and many others. 


Home craftsmen, handymen, 
carpenters, plumbers, electricians, contractors—any- 
one who uses a saw professionally or as a do-it-your- 
selfer—is a prospect for this revolutionary new tool. 


to offer one of the 
most exciting and profitable tools introduced in the 
past 10 years . . . the new Skil Recipro Saw Model 
577. Get your order to your wholesaler today! 


Flush cuts—even into corners Makes miter and bevel cuts ‘Rou 
_—without attachments. in heavy lumber, beams. 


i, AIL I TN + 


ee eR neoee emai  eemmmemms * 


ghing-in’’ cuts in walls, 


ron -D ii tale Mr tale Mmalelels-@ 





CUTS ANY MATERIAL 
FROM WOOD TO STEEL 


(Uses Skil Jig or 

Recipro Saw Blades) 

e Corrugated or 
sheet metal 

e Pipe, conduit, 
tubing 
Steel and 
aluminum 
Plaster, wall 
board, tile 
Wood (even 
with nails) 
Brass, copper 
Fiberglass, 
plexiglass 
Masonite, other 
compositions 
Formica, other 
plastic laminates 
Asbestos, other 
abrasive materials 


= Sle Month adlale Mor: ter tol ha eet a Asta 
saws 6 fence posts, logs. 











“49° 


Complete with 
3 blades 











ae ke Sher’ - $> ~ 

per aaes “ 

ae de Ses, a 
wad 
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Cross-cuts wood, angle iron, Pocket cuts are easy—even Scroll, pattern cuts made Rip cuts most materials 
pipe and compositions. makes its own starting hole. with standard jig saw blades. including corrugated steel. 





Selling the new Skil Recipro Saw is just the 
beginning of a highly profitable repeat business. 
Your customers need and want a wide selection of 
blades too. Top quality Skil blades are of standard 


recommended use 


= 
] 
~ 


design that fit not only Skil Recipro Saws, but 
also industrial tools including Milwaukee Sawzall, 
Stanley All-Purpose Saw, and Porter Cable 
Multi-Saw. You’ll get real turnover, for sure! 


Pele} om ce,eici aii, ichil, ma-) ae) 2 


aig AS Rh ie a 
Eds oa 


recommended use 








Steel, other ferrous metals {%” or 





Fast cutting, long-life blade. 


thicker. Aluminum, other non-ferrous 
metals 4%” or thicker. 








Fast cutting, nail resistant blade; 
smooth cutting in hard wood, plastic 
and hard composition board. 








Ferrous metals ." to 4” thick. 


my +9 Ww 
ee ee 
Sets aan 


D SCROLL CUTTING BLADES 


Ferrous metals ie" to 6” thick. a 








Non-ferrous metals less than ‘”. 





APikrigni sal @igi = 


Fast scroll cutting in wood, plywood, 
plastics, fiberboard, compositions. 





ee s Ferrous metals less than ¢”. 
ETAL SCROLL CUTTING BLADES 
BOS ee Steel, other ferrous sheet '4” or thicker: 


aluminum, other non-ferrous sheet '%” 
or thicker. 








Blade is hollow ground for smooth, 
finish scroll cutting in plywood, plastic 
laminates, and veneers. 











MULTI-PURPOSE BLADES 


Ferrous sheet /¢" to 4" non-ferrous Tn a eee 


sheet under %%”. Tough, economy blades for fast rough- 


ing-in, in most material. Excellent as 
general purpose blade (for electricians, 
plumbers and maintenance men). 





Ferrous sheet metal 6" to %.”. 











PLASTER CUTTING BLADE 


: nee 4 Plaster and wood or metal lath, build- 
state adie ing tile, other abrasive materials. 


FREE! NEW BLADE 
MERCHANDISER 


With the purchase of Skil’s new No. 25660 Blade Assort- 
ment—just 8 packages of top turnover blades— you'll 
get abselutely FREE this attractive, all-steel Blade 
Mercha); jiser. Compact—only 64%” wide, 12” high, 2” 
deep. Special ‘‘3-way’’ design for use on counter, between 
shelves, or on wall. Front lid gives complete blade in- 
formation, lifts up for easy access to blades inside. Holds 
up to 34 blade packages. Call your Skil wholesaler and 
get started in this profitable blade business today! 


NO. 25660 RECIPRO SAW BLADE ASSORTMENT 


(Includes one each 10-blade package of Blade Nos. 
20541, 20542, 20544, 20545, 20546, 20547, 20572 and 
23606 plus FREE display). 

Total Retail (8 packages of 10 blades) 


Your Cost (at full 334.4% margin) 
Your Profit (at full 50% mark-up) 


Ferrous sheet metal less than “e”. 


Tough, economy blades for roughing- 
in where nails will be encountered, or 
for smooth cutting in almost any mate- 
rial including soft metals. 



































Between shelves ‘Wali Counter 


SKUL 











PLUS Free Blade Merchandiser 


POWER 9 TOOLS 


Printed in U.S.A. 








Na 


BASIC MEASURING TOOLS 
it hitmen 


FILLER 
| Ae 


to keep sales moving fast on all items 


“We have to refill our Lufkin Turnover Target 
every week,” reports Tennant Bros., Tampa, Florida. 
Lufkin measuring tools are that popular. And a 
well-stocked display keeps sales moving. Other 
dealers report: 


“It’s doubled our business. . . proved that stuff 
kept under the counter is wasted money.” 


‘Turnover up 70% ... and I’m using less space.” 


“‘My turnover has more than doubled.” 
LUFKIN’S EXCLUSIVE SELF-SERVICE CENTER for 


all types of popular measuring tools sells them on 
sight. Join the dealers who are now cashing in. If 


you don’t have a Lufkin volume-building Turnover 
Target, call your wholesaler for information. If you 
do have one, keep it stocked. You’re losing sales 
when you don’t. 


WHY STOCK TWO 
WHEN ONE WILL DO-/F IT'S... 


UFKIN 


SAGINAW. MICHIGAN 


Want more facts? Circle 113, p. 105 


HARDWARE AGE, October 19, 1961 © 23 








Are you the 


dealer out of 5 | 


who consistently makes 





full profit}on power mowers? 





You know that in any product line 
you handle it is not the volume alone 
that is important, but the profit dol- 
lars you make on that volume. 


Narrow margin merchandise, ficti- 
tious list prices, and the cut rate 
merchandising methods spawned 
when hundreds of would be manu- 
facturers climbed on the bandwagon 
of the mushrooming mower market, 
have made profit making a fine art. 


Moto-Mower recognizes that to stay 
in the mower business you as well as 
the manufacturer needs a Full Profit 
Margin. 


THEREFORE, MOTO-MOWER OFFERS 
YOU A TOTAL MARKETING PLAN. 


TO GIVE DEALERS YEAR IN YEAR OUT 
POWER MOWER VOLUME AND PROFIT. 


Backed by over 40 years of experi- 
ence in the manufacturing and sell- 
ing of power mowers . . . supported 
by the largest and most modern pro- 
ductive facilities of any power mower 
manufacturer . . . Moto-Mower now 
offers Moto-Mower Preferred Dealers: 


® Leadership in Product Design and 
Development 


@ Quality Controlled Efficient Volume 
Production 


© A Complete Line of Fast Turnover 
Models 


Consumer Appeal Features 
Planned Purchasing Profit Bonuses 
Seasonal Products 

Multi-Level Merchandising 


The Only Manufacturer Administered 
Dealer and Consumer Credit Program 


HERE’S HOW THIS TOTAL MARKETING 
PLAN CONSISTENTLY MAKES MORE 
MONEY FOR MOTO-MOWER PREFERRED 
DEALERS — 


® Design Leadership — for better com- 
petitive selling — reduced obsolescence 


This is one of the extras that is stand- 
ard with Moto-Mower. The out- 
standing research and development 
facilities in the industry are your 
guarantee of new design and “sell” 
features on every model . . . no follow- 
the-leader merchandise. This leader- 
ship keeps Moto-Mower Preferred 
Dealers in a top competitive position 
every year. Be sure to see the “proof 
of the pudding” in the NEW features 
on 1962 MOTO-MOWER MODELS. 


@ Quality Controlled, Mass Production 
assures you of the lowest cost consistent 
with quality. 


Two large modern plants equipped 
with the latest automotive type as- 
sembly lines and complete machining 
and fabricating facilities enable Moto- 
Mower to rigidly control cost, produc- 
tion and quality every step of the way. 


® Balanced Inventory for Fast Turnover 
— increases your profits on every dollar 
invested in inventory 


As in 1961 the 1962 Moto-Mower line 
is designed in models and prices to be 
a fast turnover line. Moto-Mower’s 
marketing department has available 
recommended inventory charts to 
guide Moto-Mower dealers in selec- 
tion of the best inventory for fast 
turnover. 


® “Sell up” features for “‘Stepped up’”’ 
profits 


The 1962 Moto-Mower line has “‘step 
up” models in each product category. 
Not just a price range in mower mod- 
els — this “step up” line has been 


carefully planned so each model has 
“step up” features that make “selling 
up” logical. 1961 sales proved the 
logic of this program with substantial 
increases in sales of deluxe units. In 
addition, Moto-Mower’s long margin 
discounts create extra profits for 
dealers who “‘sell up.” 


e Extra Profit From Planned Purchases 


Moto-Mower’s early buy discounts, 
quantity price brackets and special 
demonstration discounts create the 
opportunity for extra profits on every 
unit you sell all season long. Ask 
your distributor to show you how you 
can increase your profit on Moto- 
Mower as much as 50% through 
planned purchasing. 


@ Around the Calendar Selling — for year 
round profits 


Moto-Mower Preferred Dealers have 
a single source of supply not only for 
mowers but all lawn and garden pow- 
er equipment. Such seasonal items 
as Tillers and Snow Throwers add to 
this total program and create extra 
profit opportunities by qualifying for 
extra discounts when brought under 
Moto-Mower Planned Purchases 
Program. 


e 5-level Merchandising Plan Moves 
Merchandise 


Moto-Mower’s “Impact” Promotion 
and Merchandising Plan for 1962 is 
designed to move prospects in and 
merchandise out for Moto-Mower 


Preferred Dealers. 


® Moto-Mower’s Credit Program — in- 
creases your sales, relieves you of in- 
vestment in inventory 


Now Moto-Mower offers the first 
dealer and consumer credit program 
sponsored and administered by a 
mower company. 





... IN POWER EQUIPMENT INVENTORY — Until you 
investigate MOTO-MOWER’S CREDIT PLAN. 


Yes, in most instances, without investing a dime of 
your own dollars you can take in a full line of MOTO- 
MOWER power equipment, earn full profits and anti- 
cipation discounts... offer your customer time payment 
terms and pay nothing for financing. It will pay you to 
check with your MOTO-MOWER distributor today 
or write for full information. 


MOTO-MOWER offers You the only Completely Factory Coordinated & Sponsored Credit Plan 


You take in your full inventory You can display and sell a full Display and advertising materials You approve customer’s credit on 
early — don't tie up a dime of line early in the season. help invite those “extra” cus- the spot — close sales faster. 
your money. tomers who want to buy on time. 


NMOTO-MOW ER, INC: nichmono, inoina A Subsidiary of the DS dura Corporation 


Want more facts? Circle 114, p. 105 
HARDWARE AGE, October 19, 1961 © 25 










The Grabgrass 
~ Dring em 
‘THANKS’ NOT 


have . Re wiciiass 
2) 














~ , LIFE, LOOK, THE SATURDAY EVENING 
have th ol rr At wos a 
and t0Cai 


Unday editions 
Of daily Newspaper 


h 
greatest number of et E 
back of them... 








‘Killers that 
back with 
COMPLAINTS 


...have these features you can talk 
about...and be 100% truthful 


DACTHAL is the sure-to-kill ingredient in the 
g best brands of crabgrass killers. 


DaAcTHAL kills crabgrass seeds in the early 
= Spring as they sprout. 


DACTHAL is the crabgrass-killer ingredient 
3 g proved 95 to 100% effective on the first applica- 

tion. (Certified by university and government 

experiments stations from coast to coast.) 


CONTAINS 


OY, Of 45 Pad Be 


DACTHAL herbicide is safe-——-doesn’t poison pets 


g doesn’t sterilize the soil— doesn’t harm the hands. 


DACTHAL will be widely publicized and advertised 

g before the season starts. Crabgrass killers contain- 
ing it and showing the emblem on the package will 
be the best sellers. Stock the right kind. Don’t 
get stuck with the wrong kind. When you order, 
ask, ‘‘Does it contain DACTHAL?”’ 


What your customers will be asking is, ‘Does this 
crabgrass killer contain DACTHAL?”’ 


Oo) Diamond Chemicals 


Diamond Alkali Company, Cleveland 14, Ohio 


DACTHAL is a registered trademark of Diamond Alkali Co. 


Want more facts? Circle 115, p. 105 
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NOW... CAN START GASOLINE 


™~ 


ENGINES ss WITH 50% LESS 


PULL... GET 5% MORE HORSEPOWER 


AND SAVE 20% ON FUEL. THIS IS 
THE RESULT OF A COMBINATION 
OF EXTRA-VALUE FEATURES THAT 


ARE STANDARD EQUIPMENT ON 





THE COMPLETE LINE OF NEW 


TECUMSEH ENGINES 


| —— 
7 For Complete Details on 


a TECUMSEH PRODUCTS COMPANY 


LAUSON POWER PRODUCTS COMPANY 








Grafton, Wisconsin 
Want more facts? Circle 116, p. 105 
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Christmas Time 
ee 


Suggested 


Retail a. y ; 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished aluminum bell, 


¢ 
with satin black ship's wheel bracket. qe ' 











© A Complete Line SuMMEF wx 
® A High Profit Line 


® A Big Volume Line cates: , 
BARBECUE >, — 


Good luck horseshoe bracket, polished brass bel! with a clear, lasting tone. 


NOW... Bells that Sell ina complete price 
range! Beautiful gleaming bells that almost sell 
themselves .. . display packaged for a quick trip off your 


counter. And, a price to fit any customer's pocketbook. FALL 
These bells are perfect for Barbecue, Patio, Garden, | 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or “back to the country” gifts for 
friends. All year-round sellers . . . 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. 


Suggested 
Retail 


— 6% 4 (' , e v\\§ *6.98 
no & } : 


—— 


PATIO-GARDEN BELL 


: Ad , A beautiful, fully polished brass bell. . . a big seller 
> / f| everywhere, anytime. 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


Please send me more information on Bevin Patio Bells, Home Bells 
and Barbecue Bells. 





ry ‘ee . 

EVIN BROS. 

MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
~—= 105 Duane Street, New York 8, N. Y. 


EEE 





Name 











~_ — 


Be it 





—EE EO EEE —<—_— —— 


Ask your jobber about BEVIN BELLS THAT SELL! 


Want more facts? Circle 117, p. 105 
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-HERE’S HOW TO MAKE MORE MONEY! 





Stock THE COMPLETE LINE of 
Eagle cans and oilers and you'll 
cash in on extra sales... fast! 











fence 


VYELDED S$’ 
— 














One Eagle sale leads to another! Each oiler, safety can, k for th 
oil or gasoline can you sell brings your customers Ask tor the Fee 


back .. . satisfied . . . for more! Complete Eagle itt roe Flag 





Display the ONE COMPLETE LINE . . . an Eagle : 
oiler or can for every purpose. Catalog i 


Order the Complete Line NOW from your supplier. IT’S FREE! eae a a 


tine on ee 


ie eos 
oe ee want PI 
- = 


Or write to us for information. 


Eagle products are stocked by leading suppliers LE oe! 
in the U.S. and Canada. | 


Serving the Trade Since 1894 


MANUFACTURING CO., Weilsburg, West Virginia 





Want more facts? Circle 118, p. 105 
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Tea {+e WRARD-MAN LINE 


» -- America’s 


LONGER LASTING, BETTER PERFORMING BECAUSE... 
SAF erty FT) 
oa SS 
operation, ; ; 
easier starting. Pee ‘ AUSTEMPERED F 
Raise to ie laa rc ee | SUCTION LIFT BLADE 
Stop Slade \ , | ; resists dulling, 


% won't shatter. 
Lower to me, a 
Start Blade Al a ' A customer's first look tells him these bronze Yard-Man power mowers have the rugged 
oy = efficiency to mow lawns easier, faster and for more years. Folks recognize the reputation 


ore Se ca ears of these mowers for outstanding quality. They appreciate the features engineered to make 
cushions shock, for positive blade support, lawn mowing easier and safer. 





protects engine crankshaft. minimum wear. 


Yard-Man mowers offer you these selling advantages: 


¢ good profit margin « trouble-free performance « lifetime guarantees * complete product 
UNIQUE SAFETY CLUTCH is only one of information * hard selling literature * eye catching displays * 50-50 newspaper ad pro- 
many exclusive features found on Yard-Man rotary gram * 10 year part ilabili 
mowers. parts availability. ; ' ’ 
Is it any wonder our dealers report that Yard-Man is America’s SELLINGEST line of lawn 


a HAND and POWER REELS + SELF-PROPELLED and PUSH TYPE ROTARIES + RIDING 


YARD-MAN, INC. 1410 W. Ganson Jackson, Mich. 














YARD-MAN, INC., JACKSON, MICH. 

GENTLEMEN: 

Please send me your complete dealer kit, including catalog, litera- 
ture samples, price list and dealer program. 

STORE 


SNS STREET 
FAST-SET wheel and roller adjustment em | city 


control makes cutting height selection a “flip of a 
wrist.” 














Oe 
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Boost Your Profits With 


PLYMOUTH ROPE 


MERCHANDISING UNITS 


Time Tested...Field Tested...Sales Tested 


Plymouth merchandising units supply all the answers to all 
your rope-selling requirements. 


You make only a modest initial investment .. . as little as 
$31.40. 


You keep your inventory small but complete, with swift 


service on re-orders through your Plymouth wholesaler. Your 
stock turns over faster. Up goes your profit! 


Plymouth merchandising units offer great flexibility. You 
choose exactly the unit or units that fit the needs of your business, 
whether your store handles a small, medium or large rope volume. 


Rope buyers know and depend on the Plymouth name. It’s 
positive assurance of highest-quality rope, backed by a 137-year- 
old reputation for integrity. 


Plymouth merchandising units put these famous, trusted 
ropes on view where your customers can see, examine and buy. 
You get maximum display in minimum space. 


Ask your Plymouth distributor about all the merchandising 
units that Plymouth provides to improve your profits. He’ll gladly 
give you full information, reliable advice and prompt delivery. 


PLYMOUTH 


CORDAGE COMPANY 


Plymouth, 
Massachusetts 


New Orleans, 
Louisiana 


Want more facts? Circle 120, p. 105 
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PLYMOUTH 
ROPE RAK 


takes little space, holds lots 
of rope in handy square car- 
tons, displays Plymouth pack- 
aged ropes in top basket. 
Plymouth Ship Brand Ma- 
nila, Yankee Pure Manila, 
Plymouth Sisal are available 
by the carton in all popular 
sizes from %¢”" to %” in diam- 
eter, measure-marked every 
10 feet, in lengths from 600 
to 2,000 feet. Free Rope Rak 
when ordered with three 
cartons. 








PLYMOUTH REELRAK, 


designed especially for retailers selling the small boating field, 
is yours without charge when ordered with a $100 dealer 
rope purchase. It holds manila and synthetic ropes on plywood 
reels or SalesRak spools, occupies only six square feet of floor 
space, and includes an attached rope cutter. Rear section 
holds extra SalesRak spools or folds into back of rack. 
Plymouth ropes available on reels for ReelRak include Ship 
Brand Manila, GoldLine, Nylon, “Dacron” and 
Three-Strand Polyethylene in diameters from 4” to 
*%4", and Diamond Braid Polyethylene in diameters 


, ww ed ” 


from 4” to %s” 





fan 74 teee 
‘ RGrs 


Ye | COUNTER 


| DISPENSER RACK 


for fast-selling Nylon braided 
rope takes less than a square 
foot of counter space. It displays 
and dispenses four spools of 
Plymouth Solid Braid Nylon 
Rope, made in diameters of 4%”, 
346", 4” and 5”. Rack is free 
with order for one spool each 

of four sizes. 


7 


€ Le 
“ee 


Bi t-je) FW a t-te ¢ 


FREE 


iis Mm ot-t-j(em ge) el-Melgel-la- 


~,. Pie 
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Se PLYMOUTH SALESRAK, 


a compact sales-maker that dispenses 4”, *44 
and *s” diameter ropes from 100’ spools 


— > 7 * 
: ~ . — <<“, a ~ 
ve i ye =" 
: ne 7 
= rm 
, le ‘ , em ‘ ig ite i 
wd ~~ a ——~—~™ 
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HANDYPAK COILS 


make attractive self-service display, each coil neatly 
wrapped in polyethylene with distinctive Plymouth 
label. 50’ and 100’ lengths in diameters from 4” 

to 4%”. HandyPak coils of Plymouth Ship Brand 
Manila, Puritan Rope, GoldLine, Nylon or “Dacron’’* 
come packaged in a display carton. Special HandyPak 
“starter unit” of 13-coil assortment provides 
sale-tested assortment of best-selling sizes and 
lengths, as low as $31.40 per unit. 


(3-connected) and 4%” diameter rope from 100’ 
spools (2-connected). Free SalesRak when ordered 
with 11-spool unit, available in Plymouth Ship 
Brand Manila and Puritan Rope only. SalesRak 
also may be ordered with Plymouth GoldLine, 
Nylon, “Dacron” and Diamond Braid Polyethylene 
SalesRak spools. 


* Registered trademark for DuPont polyester fiber 


Want more facts? Circle 120, p. 105 
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j 
YOU'LL MAKE SWEET SALES MUSIC 


with a 


TORO PROGRAM DEALER PLAN 


KR eR RR RARE 


Here’s A Program Of & Smash Hits! 


(Some all-time favorites and a couple of new- 
comers that add up to a symphony of sales. ) 














ees 





I} TORO PRODUCTS scientifically stocked to match 
your market. Whirlwinds (3 models less than $100— 
bag included) eSportlawn Reels « Sportsman, Pony, 
Colt Riders « Power Handle (Lift-off engine). 


o) TORO LOCAL ADVERTISING PROGRAM planned 
and timed to build maximum traffic. Local news- 
paper, radio or TV eLocal Co-op plan e Phone direc- 
tory listing. 


5 TORO MERCHANDISING MATERIALS to turn 
lookers into buyers. Spring display kit e Other display 
materials. 


G\ LOOK MAGAZINE LUCKY NUMBER PROMOTION, 
a unique and intriguing sweepstakes, will bring thou- 
sands of prospects into Toro dealerships all over the 
country. (Just one part of the biggest national adver- 
tising campaign in the industry.) 


TRADE UP COUPON PROMOTION, a $10 trade-in 
deal, promoted through national and local advertising, 
is another big traffic builder. 


@) TORO ACCESSORY MERCHANDISING PLAN to 
give you those ‘“‘extras’’ to snare bargain hunters. 
Dealer accessory merchandiser e Accessory kit e Lawn 
Vac Kits e Leaf cleaning kit e Leaf bag kit. 


7) TORO AUTHORIZED SERVICE DEALER PROGRAM 
to keep ’em sold after they’re sold. Parts program « 
Promotional program. 


TORO CONSUMER FINANCE PLAN to make you 
easy to buy from. Toro time. 





Strike up the music and start selling to beat the band. Sign 
up with the sales-building Toro Program Dealer Pian today. 
For full information contact your Toro distributor or write to: 


TORO 


TORO MANUFACTURING CORPORATION + 3055 Snelling Avenue, Minneapolis 6, Minn. 








Want more facts? Circle 121, p. 105 
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i “Belt sales up 10 times with Gates 
3 tens our bank account” 





Says Charles J. Hamiter, 
owner of Farm & Home 
3901 E. Hillsborough, Tampa, Florida 


“During the six years we have been selling the Gates Line, we have averaged 

75 to 125 Truflex Belt sales per month. That’s 10 times what we used to sell 

before we had Gates. They not only show a fine profit in themselves, but also are 
responsible for bringing in other profitable business. 


‘“‘We honestly believe Gates is the best merchandiser in this industry . . . Gates 
suppliers carry complete inventories, and seldom, if ever, do we experience a lost 
sale...sales aids are 100% practical, and we use every one of them.” 


CO GATES for profits! Call your wholesaler today 


ae itiae = 4 Your nearby Gates Wholesaler will have a factory-trained Gates 
x Representative install attractive belt racks or merchandisers, and 


| V-BELI supply you with a complete set of Gates store-tested sales tools. Call 
your wholesaler today. Let him show you how to put your stock in 


shape for maximum profits — without losing a penny on your present stock! 


TPA S73 


Want more facts? Circle 122, p. 105 
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0 
OTOW.... 


NOW THE POPULAR FERRY- 
MORSE GRO-KIT AND PACKET 


SEEDS GO NETWORK TV ON 


THE TODAY SHOW (NBC) 





a o i . ape 2. Px. ." — ean & 26 a ee 3 
a ee Pi i a Bos, 
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Want big profits from a small space... in a short 


Selling season? That’s what Ferry-Morse Garden hn NBC’S “TODAY” SHOW WITH JOHN CHANCELLOR 
Products Division gives you. It's the nation’s , —OVER 147 STATIONS 


best-known seed line . . . with original money- 


back guarantee on seed packets... and promoted % — REACHING APPROXIMATELY 


for you at gardening time on the popular TV 35,000,000 HOMES 
Today Show. Experience proves Ferry-Morse : 
products combine high profit with established DURING OUR 


product appeal. You can't miss! CAMPAIGN 
NEW FERRY-MORSE GRO-KIT—These ie 


tested, proved indoor and outdoor piant starters 
are sure-fire impulse sales items. Each GRO-KIT 
contains a planter, enriched planting material, 
and a packet of seeds ... easy to plant, sure to 


grow. Regular Ferry s guarantee on seeds applies. SEE YOUR LOCAL 
FERRY’S SEEDS—Compact, attractive dis- ; TV LISTINGS 

plays hold a complete selection of flower, vege- FOR TIME AND STATION 
table and herb seeds. Line includes both regular 

and giant-size packets. You pay only for what 


you sell—after the season is over! 


Watch for other Ferry-Morse home and garden FERRY 
products that are sure to make profits grow! 


Write to Ferry-Morse Seed Co., Fulton, Ky., for additional information! 
Fulton, Ky. © Mountain View, Calif. 


Want more facts? Circle 123, p. 105 
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the biggest and the strongest 
vi, \ WHEELBARROW 
ver built for the price! 


ae 
oat 
oe" > 
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RADIO LINE presents 


A NEW Home Owner’s WHEELBARROW 


Revolutionary in style—in construction—in pack- 
aging! Sells itself! The Radio Home Owner's 
Wheelbarrow will turn over fast... it’s priced 
low for high volume sales! Check these features! 
Order yours today! 


e Exclusive rolled-under flange—heavier gauge 
steel tray 

¢ Special tubular handles insert into legs 

¢ Handles inset into tray for lifting ease 
Radio Garden Carts are top sellers! Their exclusive ¢ Massive puncture-proof tire of exclusive Radio 
recessed wheel desian... the fe atner-l|i nt handling design 
and maneuverability make these Carts the most pop- , 

“tl ie i . + > \C(j— > — 

ular in the country. Write for more information on Ccago Graphite Bearing—never needs oiling 
this outstanding profit maker! never rusts 


e Packaged for Self-Service—All trays protected 


; y a carton 
World's Largest Manufacturers of Wagons, Scooters, Garden Carts Dy Sar 


RADIO STEEL & MFG. CO., 6515 W. GRAND AVE., CHICAGO 35, /LLINOIS 


Want more facts? Circle 124, p. 105 A 
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NEW, HARD HITTING SALES AIDS 


provided free with 
your first order. 
Handy file folder 
keeps promotional 


oe matter at ur fin- 
RAY OF EXTRA CHARGE = =< a 
. with first $39.00 order (dealer cost). CONTENTS: 


Current newspaper mats, envelope stuffers, color 


Thi Ch | lee a cards, radio and TV commercials, window ban- 


ners, store streamers, literature samples, etc. 


DISPLAY NO. 126 (a1s.) ond 208 pts.) cauTl or: s Sih eeu actente 


CURRENT AD SERVICE 


New sales material, constantly being developed, 

is rushed to your distributor as soon as avail- 

a able. You can order directly through him. Poly- 

. 2 Aqua’s ad campaign is constantly providing you 

COMBINATION DISPLAY NO 333 — a with current, fresh selling ideas. Through this 

. 

service, you are able to keep your advertising 

tied-in with the Nation's most aggressive marine 
finish ad campaign. 


a ep) OF EXTRA CHARGE GENEROUS AD ALLOWANCE 


To help you with your own promo- 
tional program, D. J. Peterson Com- 
pany offers you a generous co-op 
advertising plan. Through this -cw 
plan, up to fifty per cent of your ad 
costs can be rebated. 





. with first $99.00 order (dealer 
cost) for any combination of Poly- 
Aqua colors or other Poly-Aqua prod- 
ucts. An unusually attractive counter 
display containing both pints and 
quarts of finish plus Thinner-Cleaner. 
Full color metal background sign 
brightly displays basic colors. 





THE INDUSTRY’S BIGGEST AD CAMPAIGN 





A big, BIG national advertising pro- 
COMBINATION DISPLAY NO. 412 A bg, 6G national advertising pro 
ads will help you sell Poly-Aqua. All 
ads, illustrated by nationally known 
artists, will create interest in Epoxy 
finishes for multiple uses. Dealer 


tie-in ads and posters are provided. 
TURR) or extra CHARGE 


ri Ads will appear in: 
. with first $400.00 order (dealer cost) for VAT TD | Outboard, Sea and Pacific 


any combination of Poly-Aqua colors or other VBA Motor Boat, Yachting, Rud- 
Poly-Aqua products. Pints, quarts, and gallons oo der, Popular Boating, Motor 
plus Thinner-Cleaner may all be handsomely ‘AO ‘i \" G rat Boating, Sports Afield Boat- 
displayed on this compact floor display. Suf- q ~ ing Annual, True’s Boating 
ficient space is available for full color line and Fieig Magazine, Sports Afield Boat 
important back-up stock. Colorful metal back- <> Building Annual, Sports Iilus- 
ground sign brightly displays basic colors. trated, Field and Stream, plus 


on = mae inany more. 
Gee at OATING BOAT SHOW CO-OP 


To help se unin shows, the 
- Yachting =" wiionts pace cont _ Diplay and 
booths provided charge 

















LITHO INU SA 


D. J. PETERSON COMPANY, INC., SHEBOYGAN, WISCONSIN, U. S. A. 


: ' ’ > . srateol 
Research and Manufacturing Specialists in Epoxy Resin Products: Form 231 — Printed in the U.S.A 
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FIBERGLASS 
AND 





iABLE gePain' 
FIBERGLASS ‘mM! 


better than Weld! ng! 
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& 
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D. J. PETERSON 
COMPANY, INC. 








0-J. PETERSON 
COM PANY, INC. 














AUTOMOTIVE 


) 


Repair wood siding, window sills, Boat hulls, decks, free boards, inte- Repair and fill-in dents, gouges and Poly-Aqua fiberglass patches and put- 
furniture, rain gutters, downspouts, riors, use confidently above or below scratches on metal and fiberglass auto- ty are available in large quantities 
toys, garbage cans, pails, buckets, the water line. Use for oars, paddles, mobile bodies. Repair radiators, muf- for industrial uses. Use for mending or 
wash tubs, tanks, pipes, plumbing, water skis, surf boards, gas tanks, flers, tail pipes, rustouts, broken as a filler for wood, metal, plastic 
radiators, swimming pools, sports battery cases, piers, accessories, etc. chrome, radio aerials and accessories and concrete. 
equipment, etc. quickly, easily and permanently. 


Poly Aqua 


Research and Manufacturing Specialists in Epoxy Resin Products. FORM NO. 250, Printed in U.S.A. 





Springtield@ 


POWERFUL 
NEW PRODUCTS 


FOR 


POWERFUL 
EASY PROFITS 


Here you see the shape of things to come from 
Springfield for 1962 ... and all of them fore- 
shadow more and easier profits by selling 
Springfield powered lawn and garden equipment. 


RIDING MOWERS 

Revised styling, greater riding comfort, and a completely 
new Springfield Compact that will enjoy the advantage of 
Springfield design and engineering, yet be priced as low 
as a quality Riding Mower can be. 

GARDEN TILLERS 

The top-selling Springfield Model 425 will be joined by 
three new vertical-drive tillers ... one with a 3 h.p. engine, 
and other higher-powered models in 442 and 54 hop. 
Designed to do man-sized jobs, yet handle like a baby. 
SUBURBAN TRACTORS 

More power! The Springfield Suburban Tractor in ‘62 will 
offer a choice of 6 or 7 h.p. engines .. . and a full line 
of attachments including one that’s brand new and 
exclusive. 

TAILOR-MADE PROMOTION 

The 1962 Springfield promotion program will be more 
potent than ever .. . with local-level advertising patterned 
to your specific needs. And an enlarged co-op advertising 
program that will set a pattern for the industry. 

GET SPRINGFIELD POWER IN YOUR PROFITS 

No doubt about it! More powerful Springfield 62 products, 
more powerful promotion will make sales . . . and profits 
... powerful easy to get. 


Sprinegtield® 


uick Manufacturing, Inc. The House of Power ° Springfield, Ohio 
Want more facts? Circle 126, p. 105 
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Standard Magnetic Can Opener 


from $3.49 


Automatic - Electric Can Opener 


and Knife Sharpener 





Deluxe Automatic 
Can Opener 


from $6.95 


Crusher 


$7.95 








Budget Can Opener 
from $1.98 
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Automatic - Electric 
Can Opener 
$14.95 


(counter stand extra $3.98) 





ee AIM 
sr om 


c 


ee 


Standard Can Opener 
$2.49 





Portable Can Opener 
from $1.98 


Portable Knife Sharpener 
$1.98 














Want more facts? Circle 127, p. 105 





EVERYONE 


LOVES 


4 [Sune aU] * 
She'll love the way 
SWING-A-WAY opens 


cans... electrically, 
or by hand. 





He'll appreciate the ease 
in which SWING-A-WAY 
crushes ice...on the 
counter, or on the wall. 


And, when it comes time to 
sharpen the family knives, 
nothing does it so well 

as the SWING-A-WAY 
Portable Knife Sharpener. 


For the biggest Christmas 
you've ever had, order now and 
keep your stocks complete 

all through the season. 


You can sell more, make more 


SWING-A-WAY 
MFG. CO. 
ST. LOUIS 16, MO. 


in Canada: Fox Agencies, Port Credit, Ont. 





TWO 
cREAT lew sPRINKLERS from 2227 


The Seert isin the Head! «=, RECO TANGLESPRAY ":: 


NS ' Uo other sprinkler on the market 
Sox comparable in price OL performance ! 


poral le i 
“2 ; ee 
ZA Sprinkles from as low as 2’ x 4 up to 20’ x 40’ in perfect rectangular 
patterns! Gets all four corners! Completely and evenly saturates the 


area being sprinkled. Body-and base of metal with long lasting red 
baked-on enamel finish. Impact resistant black nylon vane. Superior 
.. like its famous parent — the ~) 22) 
“Squarespray’’ — the secret is in : 
the patented Proen Head. Note 
the difference in the size of the 


holes, angle of vane, etc. This List Price: $1 95 each 
is what makes Rectanglespray > - . . 


: Bulk packed: 6 units to ship case 
nner — z : ra TN Shipping Wt. 4 Ibs. per case. 


construction throughout. 


2’ x 4 up to 20’ x 40’ Approx. 


The okape of the base distinguiskes the spray patton 


,. ROUNDSPRAY =: 


UE TES Sensational low cost circular sprinkDor ! 

Up to 40’ Dia. Waters up to 40’ diameter! Like all Proen sprin- 
klers gives complete, even coverage . . . quickly. 
All metal base and body with red baked-on 
enamel finish. Black nylon vane. Will give years 
of complete trouble-free use. 


List Price: $1.95 each 
Bulk packed: 6 units per ship case 
Shipping Wt. 4 Ibs. per case. 


To prove Proen’s claim of complete, 

even water coverage we invite you to os 

make the “Can test”. Simply space — [4/7,7- 

at even intervals — empty cans, and TOL/7 

turn on water. When finished you will 

note that each container will have al- contributions to Finer Gardening 
most the exact same amount of water! 

Proof that Proen sprinklers are de- PROEN PRODUCTS CO. 
signed to give you the most value for 9th & Grayson 


the money! 
Berkeley 10, California 


Want more facts? Circle 128, p. 105 
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2k! 


Pittsburgh 


Three of TV’s outstanding shows are going 
to help you sell more Pittsburgh Paints 
starting this fall! 


These three star features will be working 
for you—reaching practically everyone liv- 
ing anywhere near your store with con- 
vincing proof-of-quality commercials that 


TUESDAY 


Laramie 
(s ing 


4 ) 


Paints backs its 


really sell Pittsburgh Paints—and other 
high-profit items you carry, too. 


Like money? Then, if you’re not already a 
Pittsburgh Paint dealer, mail the coupon 
at right and get in on all the extra sales 
and profits this big, nationwide Pittsburgh 
Paints TV drive can win for you! 


> PITTSBURGH PAINTS 


PAINTS + GLASS « CHEMICALS « BRUSHES «+ PLASTICS + FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
Want more facts? Circle 129, p. 105 
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VEDNESDA Ye FRIDAY 
David | The 
Brinbley’s Detettives 


Stz ) 


dealers with three star 
features on national TY! 


SOS SS SSS SSS eS aeesee eon w es 


Get on the 
BANDWAGON ) 


Become a PITTSBURGH Paint 
dealer and get real 


Pittsburgh Plate Glass Company 
Paint Division, Dept. HA-101, Pittsburgh 22, Pa. 
I know a good thing when I see it, so naturally want to 


get in on Pittsburgh’s big network TV drive. Please 
rush details! 


NAME 





ADDRESS 





CITY COUNTY STATE 


advertising support! na a co ats UE GRE Cenal 
Want more facts? Circle 129, p. 105 
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| 
| 
“QUERYTHING HINGES ON HAGER/.” 


| 





C. Hager &2 Sons Hinge Mfg. Co. © St. Lovis 4, Mo. 
in Canada, Hager Hinge Canada Limited « Kitchener, Ontario 








| : Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
ees eae 


Se ——— 


Want more facts? Circle 130, p. 105 
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You get a solid, true-driving nail every time you reach into a Bethlehem carton. 
Heads are cleanly made. Points keep their ‘‘bite.”” And, thanks to the strong, top- 
quality steel, they drive straight and true. 

Bethlehem nails come in a complete range of styles, sizes, and finishes: bright, 
blued, cement-coated, and galvanized. They are packed in handy, 50-lb cartons. And 
they’re also available in 1, 5, and 25-lb packages. 

Bethlehem makes prompt deliveries of nails, staples, farm fence, steel fence posts, 
barbed wire, baling wire, and bolts and nuts; just call the nearest Bethlehem sales 
office. Or check with your regular distributor. Either way you'll get fast service. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Sales: Bethlehem Steel Export Corporation 


Want more facts? Circle 131, p. 105 


for Strength 
. Economy 
Versatility 
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Myers dealers have proved you can sell more, make more profit with 
wintertime selling. 


In two previous winter programs, Myers dealers actually sold more 
pumps, made more profit than the same winter period in previous years. 


Myers dealers who sell pumps and water softeners this winter (Novem- 
ber through February) will be awarded attractive business clothing 
. . » personalized shirts and jackets, unionalls, shop coats, hats and 
trousers. Rules are simple. There’s nothing to do but sell and install 
Myers pumps and water conditioners. 


Want more information on how you can Sell Up, Dress Up this win- 
ter? See your nearest Myers wholesaler or fill out the coupon below. 





LEAL SD 


WINTER PRIZE HEADQUARTERS 
The F. E. Myers & Bro. Co., Ashland, Ohio 
Gentiemen: 


Please send me at once complete information on how | can Sell Up for more Profit, Dress Up with 
new Business Garments this winter. 
(Please check) 


() | am presently a Myers dealer. C) ! am presently selling other lines of pumps. 1)! am not now selling pumps. 
NAME: 

FIRM: 
TOWN: 











ADDRESS: 














STATE: 


[iyers) The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 
SUBSIDIARY OF THE MCNEIL MACHINE @ ENGINEERING CO 


Want more facts? Circle 132, p. 105 
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LEARN HOW WSK 
“DIAMONDS 


for DEALERS” PLUMBING BRASS 
hands you more profit! 


Here is the complete line tailored for Hardware Dealers! 
Modern styling, top construction and value packed to 
insure customer satisfaction and highest profit! Call your 
Wholesaler or send coupon. 


STERLING vaca company 


“Where Quality is Produced in Quantity” Morgantown, West Virginia 


STERLING FAUCET COMPANY 
Morgantown, W. Va. 


Please send folder “Hardware Group of 
Plumbing Fittings” 


NAME........... | 
|) Ree es 
ADDRESS... 





G> GD Ge GD SS SO a Ge GP a a 
Bags cue ce ce ee ee ee ee ee ee ee ee ee oe 
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Yes TiInGuoe™” 


ONE IS THE FASTEST SELLING 2 


The bulb on the right— Westinghouse New Shape Eye 
Saving Bulb! Sales figures for 1960 show it’s the coun- 
try’s fastest selling bulb . . . retailers prove that it out- 
sells old-style bulbs by more than two to one. Proof 
that New Shape Bulbs look better, light better... 
will sell better right from your display. 

Doesn’t it make good sense to get your share of the 
profits from this best seller? Carry and display the full 
line of Westinghouse New Shape Eye Saving Bulbs. 








You also get a premium profit (16% more) on every 
bulb that you sell. 

New Maximum Profit Plan! Whatever size store you 
have (or brand you carry), there’s a Westinghouse 
Maximum Profit Plan that will help boost sales of all 
bulbs for your biggest profit potential yet! aes 

For more information call your local authorized 
Westinghouse Lamp Agent or nearest Westinghouse 
Lamp Division Sales Office. You can be sure . . . if it’s 





Westinghouse 


Westinghouse Lamp Division, westingnouse Electric Corporation, Bloomfield 2, W.J. 
Want more facts? Circle 134, p. 105 
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FLEXIBLE FLYER® .. . For boys and 
girls, these are the most thrilling 


een words in English. For you they are a 


golden opportunity to increase your 


\\_ season’s business with America’s 
best-known sled, with best 
profit margin. 


qi a > ae The fastest thing on wheels... moves 
x: fast off your floor, helped by 
dynamic point-of-sale 
material. 


GET YOUR ORDER IN NOW...S. L. ALLEN & CO., INC., 5TH & GLENWOOD, PHILADELPHIA 40, PA. 
Want more facts? Circle 135, p. 105 
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“A real profit-making winner!” 


Our dealers tell us 


In every Family-Fun set there’s a world of 

baseball games, dozens of Scoop Ball games, 
touch football and passing games... 

something for every member of the family, every 
age, every day of the outdoor season. Perfect 

for picnics, beach, backyard, confined area play. 


A BIG-PACKAGE BARGAIN 


Attracts Customers, Builds Net Profits 
This unit pays well for the space and time devoted 
to its sale. It’s a fine buy for the customers and 
money-making item for you, with several average 
sales wrapped up in one transaction. 


IN STEP WITH THE TIMES 


Bigger families, bigger incomes, more outdoor recrea-. 
tion for all the family; these potent influences are 
reshaping the whole recreation market. The Family- 
Fun Set sells well because it is in step with the times. 
And it’s the big, handy bargain package that Ameri- 
cans prefer today. Fun for the whole family and 
the whole outdoor season in one compact package. 


STOCK NO. S-110. SET CONTAINS: 


2 Scoops, with book of games. 1 Safe-T-Bat, 30-inch. 
1 Funball, softball size. 1 Fun Football, official size. 
1 Little Funball, baseball size. . 


ae RETAIL VALUE 
DISCOUNTS $7.50 


figured from $7 OO 


ASK YOUR JOBBER OR WRITE US FOR INFORMATION 


Want more facts? Circle 136, p. 105 
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HOUSEWARES FESTIVAL - 1961 


Ames is the Name in Kitchen and Juvenile Furniture 


Y 


WAY 
Neh, 


u 


plpADY FACE SETTER 


Here’s the Deluxe Step Stool that's featured and promoted 
throughout the year... the steady pace setter that leads the 
way to soaring sales. Features Ames tension tight construc- 
tion, Glide-A-Steps and tapered steel legs, finished in lus- 
trous chrome. Vinyl upholstered in 5 decorator colors, 
CHARCOAL, AQUA, WHITE, YELLOW and RED. ORDER 
FROM YOUR DISTRIBUTOR NOW! 


, 


“=. 


a 











a 


9C Deluxe =a! Sf a 


TOOL 15 6 4° -¥ > 
CTEP 5 f 


Rea . Retail 


$1495 / RED HOT SPECIAL 


Boost your sales with this proven leader... now 
featured as a FALL FESTIVAL SPECIAL you can’t 
afford to miss. Features removable top which can 
be used as a serving tray. Legs and handles 
chrome plated tubular steel... 3” casters... 
enameled top and shelves. Cart is 291%” high, top 
and bottom shelves measure 17” x 24”. Available 
in YELLOW, WHITE, TURQUOISE and PINK. 
See your distributor now to share in this 
FESTIVAL OF VALUES. 





These FESTIVAL items as well as other Ames products will be 
backed by the biggest Ames selling campaign ever with MAIL- 
ERS, DEMONSTRATIONS, DISPLAYS, CONTESTS anda COM- 
PLETE CONSUMER SCHEDULE in House & Garden, Living, House 
Beautiful, Vogue, Mademoiselle, Sunset and Saturday Evening Post. 


0. AMES COo., Parkersburg, W. Va. *Slightly higher in the west. 
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CAN-O-MAT® 


Most 
Beautiful ~" 
Can Openers |? 


PROTECT-O-MATIC™ 


ie, Tm Te 


these beautiful All 
Chrome Food Slicers. 


a | ICE-O-MA 


- 


Combination Table 


and Wall Ice Crusher Portable Electric 


Ice Crusher 


Enjoy new high-power 
OT MT 
‘fashion styling! 


JUICE-O-MAT® 


z Se 4 — | i 3 e 


i F ] Juices six oranges 
: , in only 90 seconds. 
CAN-O-MATIC” 


Portable Electric 


Can Opener 
WRITE 


FOR 


FREE 


CATALOG 


Nationally Advertised 


RIVAL MFG. CO., KANSAS CITY 29, MO. 


Rival Manufacturing Co. of Canada, Ltd., Montreal 


= 
Portable Electric Py 2 = , 
Grinder and 
Food Chopper 


* ay 


GRIND-O-MAT® 
America’s Most Complete 


@ Disc and Cone Type 
AT Line of Grinder-Choppers 


Salad Makers. 
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No “ifs” or “ands” 


about these Butts... 


BRAINERD’S VEW 8400 XC 
Blister Pak Display Sells 
Solid Brass Butts Like Crazy! 


% 


4 New, attractive two-color display 
hE board No. 8400 XC (1534” x 2234”) 


available at no charge with initial order. 


IF YOU THINK WE’RE EXAGGERATING, put up one of these new “self-service” display boards 
and watch the results. It features an assortment of fifteen of the most popular sizes. Like 
thousands of dealers, you’ll discover that BRAINERD’s Solid Brass Butts in the new Blister Pak 
sell on sight . . . create quick turnover . . . produce steady profits! 





REASONS WHY TO TRY THE 
NEW 8400XC ASSORTMEMT 


Steps up impulse sales . . . increases 
turnover 3 to 5 times. 


A complete “in-view” Butt department 
. . - featuring 15 fastest selling sizes. 


Self-service feature eliminates costly 
“selling expense.” 


No screw-Stocking problem . . . the ex- 
act size and quantity of screws in 
every card. 


Visual stock control reduces inventory 
requirements to a minimum. 


© 
7) 


Blister Pak protection provides perpet- 
ual new look. 


No obsolescence .. . no dead stock. 
Guaranteed turnover, or stock replace- 
ment. 


Conserves valuable counter and shelf 
space. 


Your jobber maintains stock for prompt 
fill-in service. 


RRAINERD MFG. CoO., 


EAST ROCHESTER, N.Y. Qua//ty Hardware Since 1900 


MADE WY USA 


Ne. 7200xC 


a | 
04 ; 
a Ki i ’ 
s eee 


~~ ~ 


ASK YOUR JOBBER 
about BRAINERD’S Special 
No. 8400 XC Introductory 

Offer. 
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You'll find rt will pay 
to stock and display 





Display No. GT-62 


Gi A 


wwiss SNIPS 
HOT DROP-FORGED 








Display No. HD-104 


Your customers know the wiss brand better than 
any other! This is a fact because Wiss has been the 
world’s largest advertiser of shears, snips and 
scissors for over a century. 

And Wiss is first with dramatic display material and 
point of purchase aids! The compact selling 

units .hown above are typical of the displays that Wiss 
is famous for. These self-selling displays increase 
sales, yet help to take the sales job off your shoulders. 
Every Wiss product is of unsurpassed quality. Each 

is made of the finest steel, with keener edges 

for easier cutting. 

Next time you order, be sure to specify Wiss! 


Display No. 
A-60 


Back the brand that backs you with result-getting promotion and advertising support— 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, 
Wy 4 e hoo Skalloping Shears, Metal Cutting Shears, and Garden Shears. 
For further information, see your distributor or write 
J. WISS & SONS, NEWARK 7, N. J. 


Want more facts? Circle 140, p. 105 
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for “do it (oi 
yourself” families 


for easier work around the house 


Rid-Jid Steel ’n Wood Stepladder. 50% 
stronger side rails—no grooves or cut-outs 
for steps. Crack-proof steel steps. ‘‘Work- 
shelf-designed”’ steel top holds paint can, 
etc. Steel pail shelf 

holds 50 lbs. 4-way 

steel spreader. Double 

riveted steel back 

braces. Greatest 

advance in stepladders 

in 50 years! $7.95 

suggested retail, 5’ size 


; 
Ny 
\ 


Rid-Jid an'Suect 

Platform Stepladder, 

Model 600. 

Large steel platform 

allows work in 

any direction. 

No-pinch hinge. Automatic locking action. 

Treated for all-weather durability. $12.95 
suggested retail, 5 14’ size 


THEIRS 


pX<S 
D2) HERS 
for easter vroning 


Rid-Jid SpredWing Knee Room Ironing 
Table, Model 1. Just turn handle and 
tapered end “‘squares off’’ into ideal iron- 
ing surface for tablecloths, curtains, other 
flatwork. More Knee Room than any other 
ironing table for maximum sit-down com- 
fort. Twelve instant height adjustments. 
Ventilated, open-mesh top for cooler, faster 
ironing. Stop-or-Go wheels. Most modern, 
feature-packed ironing table ever designed! 
$19.95 

suggested retail, with pad and cover 


Stock ...display...profit with these 


for easier entertaining advanced design, quality-burlt products by 


Rid-Jid Card ’n Party Table and Chairs. Set up 
4 times easier, because exclusive Center Pedestal P's 

design lets you open and close all 4 legs together. 

Vinyl or fiberglass table tops—in beige or white 
—are stain and alcohol resistant. Exclusive con- fj 

€5a, tour- design chairs give snug, 

= ‘“‘bucket seat’’ comfort. 

Tables, $14.95 and up; 

chairs, $9.95 each. 

suggested retail 


THE J.R. CLARK COMPANY Spring Park, Minn. - Reading, Pa. 


For over 80 years creators of convenience in quality household products. 
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KENNER’S POWERFUL 


1,000.000 
TELEWIS |) 


TO REALLY HELP YOU SELL THESE 


FABULOUS NEW KENNER TOYS! 
OVER 15,000 ONE-MINUTE COMMERCIALS ON 
TOP-RATED KIDS’ SHOWS—OCT. 9TH ‘TIL CHRISTMAS 
will send millions of children (and adults) looking for 

these exciting KENNER toys. Tie-in and cash-in—by ordering 
now—and displaying America's fastest-growing toy line! 





ae 





mam 
A 
t 


Fi 


¥ 
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Tn 


vo presto Paints 


KENNER PRODUCTS CO., CINCINNATI 2, OHIO 
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TWO SIZES 


EVEREDY specializes and concentrates in a group of high-quality, fast- 
turnover items. Now, EVEREDY adds two new groups of items, designed and 
packaged for immediate sales. See these new items, and all the other outstand- 
ing EVEREDY items, at the Housewares Show. Learn how you can multiply 
sales by ADDing EVEREDY. 


Gleaming chrome on heavy gauge 
steel makes this Cookie Sheet a real 
value. Giant-size, full-color label de- 
signed for impulse sales. Heavy, 
chrome-plated steel won't warp or 
bend out of shape. Cooks and bakes 
evenly... no sticking... cleans easily. 
In two convenient sizes — No. 9814, 


10” x 14”; No. 9817, 114%” x 164”. 


NEW 
TRAY 
GROUP 


A family group of contemporary 
designed serving trays elegantly 
gift packaged for impulse sales and 
big volume. 


Each piece individually gift car- 
toned, and crafted of heavy-gauge 
steel, chrome-plated, with modern 
die-cast polished brass finish 
handles. 





Two New Item Groups 
Two New Profit Makers 





No. 5510 
Circular Serving Tray, 9%” dia. 


No. 5530 
Rectangular Serving Tray, 15” x 6” 


No. 5520 
Circular Serving Tray, 134" dia. 








INDIVIDUAL 
GIFT BOXES 


No. 5540 
Rectangular Serving Tray, 15” x 8%” 


ey 











LOOKS LIKE MORE... GIVES YOU MORE... EVEREDY 


The Everedy Co., Frederick, Md. 


@ Craftsmen in Chrome and Stainless 


Want more facts? Circle 143, p. 105 


HARDWARE ACE, October 19, 1961 © 59 























ee 


SPRING SEAT BUILDS SOFT SAFETY BUMPERS SAFE... UNTIPPABLE! STURDY TUBULAR STEEL 
STURDY LEGS! ON WHEELS! Thanks to Evans design with CONSTRUCTION! 
Spring seatletschildbounceup Plastic bumpers will not damage low center of gravity and wide- Built rugged, of sturdy steel 
and down in sheer pleasure, walls or furniture, protect tot spread front wheels, Baby tubing to take the ‘‘hard 
strengthening leg muscles ali by absorbing shock! Scoota doesn't tip over! knocks" of daily play. Will out- 











the while! last other baby vehicies, thanks 


to sturdy construction. 














ee 


You'll love the way these low-cost Evans Baby 

Scootas come in little packages for BIG” 
PROFITS! Compact cartons take 

up little space, make colorful dis- 

plays. The Baby Scoota is a hot —allmark of Quality Products 
seller—a natural for economy- 4 
minded young parents. It’s a fast- 

turnover specialty for high-volume 

profits! ORDER TODAY .. . wheel ta 

goods for every demand... EVAN 
FROM EVANS! | Sear 


gs PLYMOUTH MICHIGAN 4 
Permanent Showroom, — 
1107 Broadway, NYC “ 


WRITE FOR FREE CATALOGS ON EVANS BICYCLES! VELOCIPEDES! WAGONS! SCOOTERS! OTHER WHEEL GOODS SPECIALITIES! 
Want more facts? Circle 144, p. 105 
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““Clear selling- weather tn all seasons” 
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WEATHER INSTRUNENTS 


— help you cash in on everyone’s year ‘round interest WIDE SELECTION AVAILABLE 
in weather and comfort. Airguide Barometers, Thermom- ® Over 30 beautiful models in a price range that covers 
eters and Humidity Indicators are always “in season” your market: $2.50 to $115. 
as delightful and welcome gifts. © Wide choice of models for wall or desk. 
® In traditional or contemporary styling. 
@ In single and combination units. (A few shown here.) 


BAROMETERS — most important instruments used in weather fore- 
casting. They indicate the presence of high and low pressure areas 
which influence weather conditions. Many people find their own 
barometers most dependable in forecasting local weather trends. 
Weather Bureau reports usually cover a larger general area. 


THERMOMETERS — basic weather instruments which play an essen- 
tial role in our day to day comfort. Airguide offers three types: the 
popular indoor-outdoor which is mounted indoors but shows both 
indoor and outdoor temperatures, outdoor tube type, and outdo:. 
dial type. 


RELATIVE HUMIDITY INDICATORS — direct reading instruments 
which show the percentage of moisture in the room air. Since comfort 
depends on the relationship of humidity and temperature, most Air- 
guide humidity indicators are combined with thermometers for maxi- 
mum utility. 





COMBINATION INSTRUMENTS — barometers combined with ther- 
mometers or with both thermometers and humidity indicators provide 
a convenient and decorative home or office “weather bureau”. 


Gift shoppers are prime prospects for Airguide Instruments — and this 
year we are using Reader’s Digest —— famous for its widespread 
influence, to pre-sell the GIFT IDEA of Airguide Weather Instruments 
to its 35 MILLION READERS. 


Here is a potent promotion that is sure to bring CLEAR SELLING 
WEATHER to dealers prepared to deliver Airguide. 


Let us send you our full color catalog and further information. Com- 
plete this coupon and mail today. 


AIRGUIDE INSTRUMENT COMPANY, 2210 WABANSIA AVE., CHICAGO 47, ILL. 


Airguide Instrument Company, 2210 Wabansia Avenue, Chicago 47, Illinois 


Gentlemen: Sounds interesting. Kindly send further information immediately. 
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Listen to these two 
a G-E electrical 


See how one good sale 
you display a complete 








Cae 


“Harry, you know we've been looking for a place “It’s easy, too. I can put these outlets where 
to plug in the new lamp and the children’s we want them... run the cable to the outlet 
record player. Wouldn’t this General Electric behind the sofa. Put on the attachment plug, 
Surface Extension Wiring be just the thing? and we’re in business! We get the safety of 


It’s nice and neat . . . much better looking permanent wiring for much less than the cost 
than loose cords.” of built-in circuits.” 


Want more facts? Circle 146, p. 105 
62 «© HARDWARE ACE, October 19, 1961 





homemakers shop 
supplies counter 


leads to another, when 
General Electric assortment 


“For Christmas lights, we need 
extension cords, especially for 
those window candles. And I’m 
going to buy this heavy-duty cord 
for the outside lights — it’s safer. 
I can use it in the summer, too, 
for the hedge clippers, and my 
other tools.” 


“Say! Get this! A High/Low Con- 
trol for lights. Like a switch, but 
changes brightness. UP, lights are 
‘High’ . . . DOWN, dims them to 

. - in the middle, they’re 
‘OFF.’ Let’s buy two... for ceiling 
lights in the living room and 
dining room.” 


“Aha! Here’s the little beauty 


that’s going to save us crawling 
under the Christmas tree to un- 
plug lights. Controls them from 
up to 15 feet away ...see... 
with this switch on the end of 
the cord. ‘G-E Step-Saver’ they 
call it. ‘Back-Saver’ it is, for me!” 


“Here’s the G-E heating cable 


that I told you will stop that leak 
in the roof. It runs along the edge 

. melts away ice, so water 
won’t back up under the shingles. 
There’s a soil-heating type, too, 
that we’ll get for your seed hot- 
bed, next spring.” 


ag %, 2 
ee 4 


“Wouldn’t the house look nice 
spot-lighted? You know .. . like 
the Smiths did last Christmas? 
These G-E spotlight holders are 
weatherproof . .. point just the 
way you want them. We can use 
them to light up the patio or 
driveway, the rest of the year.” 


Be sure to 
display these 
G-E favorites 
for fall and 
pre-Christmas 

Sales! 


General Electric Company 
Wiring Device Department 
Providence 7, Rhode Island 


Progress /s Our Most Important Product 
GENERAL @® ELECTRIC 


Want more facts? Circle 146, p. 105 
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“‘We’ve garnered many profitable new accounts since we started 
advertising in the Yellow Pages,” says H. W. Pearson, Vice Presi- 
dent, Builder’s Hardware, Inc., Minneapolis, Minn. ‘‘There has been 
a marked increase in the number of new business calls since we 
enlarged our ad—proving to us the drawing power of Yellow Pages 
advertising. Now, the largest percentage of our advertising dollars 
is spent in the Yellow Pages. Because the directory works so well, 
we advertise under 6 Yellow Pages headings.” 


folie. as ¥ 


Find Us Fast 


in The Display ad (shown at right reduced) 
Pages runs under HARDWARE—WHOL. Call 


’ ‘ the Yellow Pages man at your Bell 
Display this emblem. It builds your business! Telephone Business Office to plan 


your business-building program. 
Want more facts? Circle 147, p. 105 
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ALCOA LOADS 
THEM UP 
WITH 10 MAJOR HOUSEWARES PROMOTIONS! 


Here’s what Alcoa gives you: 
Ten tested and proven ideas that 
sell your stock! Traffic-building 
“saturation” radio spots in key 
market areas! Two full-color 
pages in the magazine your best 
prospects read! Buy-appeal com- 
mercials on Alcoa’s popular net- 
work TV show, “Alcoa Pre- 
miere”! Colorful pennants and 
counter cards—the works—to 
establish you as “headquarters” 


Entertainment ot its Best .. 


. ALCOA PREMIERE with Fred Astaire as 


for houseware products and in- 
formation! 
SEND TODAY 
FOR YOUR FREE 

PORTFOLIO of Alcoa’s Market- 
Maker promotion materials. 
Write, wire or phone . . . or simply 
clip the handy coupon at right! 


SQ eee Sr ee ee 


Si tt I a tt tes — 


ee eee a 


Aluminum Company of America 
1646-X Alcoa Building 
Pittsburgh 19, Pa. 


Please send me a 1961 Market-Maker 
Planning Guide ... to help me sell 
more houseware products than ever 
before! 

Store Name 

Address 

City ___ lone State 
Ordered by 

















Vac OA ALURINU AA 





ALUMINUM COMPANY OF AMERICA 
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. Tuesday Evenings, ABC-TV 
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DISSTON’S Se 
CHRISTMAS 2 
SPECIALS G2 


Specially selected tools...ideal for Christmas Gifts 


FULL MARGIN, MORE VOLUME, EXTRA PROFITS 


, “DAGGER” SABER SAW—Cuts wood, metal and plastics. 
Exclusive Disston features: hand saw-type handle, “Life 
Saver” detachable lock-in plug and “Orbite” blade action 
to prevent drag and backcut. 115 ac-dc, 2.75 amps. 


“DISCUS” CIRCULAR SAW—The most powerful 614” saw 
on the market. Exclusive Disston “Life Saver” detach- 
able lock-in plug and hand saw-type handle. 1% hp 
motor. 115 ac-dc, 60 cycle, 10 amps. 


DISSTON D-23 HAND SAW—Hard working, rugged hand- 
saw ideal for the prefessional or handyman. Finest hard- 


Special Christmas 
Suggested List Price Dealer's Price 


D-20 Saber Saw 
D600 Circular Saw 
D-23 Hand Saw 
#416 Rule 

#368 Hack Frame 


ened and tempered steel blade with uniform tooth edge. 
Weatherproof, fully carved handle of cover-top hard- 
wood. 26” long. Available in rip and crosscut points. 


“SUPER CHIEF’ TAPE RULE—16’ long, %4” wide, stays 
rigid over entire length for vertical measurements. Ex- 
clusive Swing-Tip end hook. Graduated in 16th’s, black 
on white. 


DISSTON HACK FRAME—Sturdy, gleaming nickel-plated 
frame with steel handle faced with black plastic. Takes 
8, 10, 12-inch blades. 4 cutting positions. 


Backed up with national ads 
in TRUE, SPORTS ILLUSTRATED, 
POPULAR MECHANICS and POPULAR SCIENCE 


There’s plenty of buying power in a combined 
circulation of over 54% million copies. So get set 
for plenty of sales dollars coming your way dur- 
ing the Christmas season. Contact your hardware 
jobber to place your order at these special Diss- 
ton low prices. Call him today! Or write Disston. 
Porter Building, Pittsburgh 19, Pa. 
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FROM 
DISSTON | i a 
TO BROADEN YOUR LINE—BUILD SALES 


NEW DISSTON D-1 DRILL NEW D-100 HANDSAW 


First really new handsaw in 20 years... 





meets competition in price... 


beats competition in features Truly the world’s finest 


= 


e BUILT-IN BUBBLE LEVEL 
e BIT STORAGE in shockproof handle 
e 3-WIRE SAFETY CORD 


Here’s famous Disston quality at a budget price—ticketed 
low enough to satisfy your most economy-minded customer. 
The Disston D-1 has a geared chuck and a 2200 rpm, 2.0 
amp motor. Powered just right for the home workshop with 
plenty in reserve for those occasional heavy-duty jobs. 
Loaded with features no other comparable drills have. Stock 
the new Disston 4,” D-1 power drill for quick turn-over, 
steady profits. Retails at $16.95. Contact your hardware 
jobber or write Disston, Porter Building, Pittsburgh 19, Pa. 


FOR CUSTOMERS WHO WANT THE 
BEST...THE DISSTON “DIRK” 


or_ 


Unmatched in power 
and quality in its price 
class. Put the new 
Disston 4” DIRK into 
customer’s hands and 
you've made a sale! 
Fits into tighter spots 
than conventional 
drills. Has a full 3- 
amp, offset motor; the 
most powerful drill in 
its price class. Exclu- 
sive stand-up base. Re- 
tails at $30. 








We sincerely believe the 
new D-100 to be the 
“world’s finest handsaw.” 
Prime, solid walnut hand- 
grip combines comfort with 
beauty, matched with the 
permanence and structural 
strength of aluminum dlie- 
casting. Superbly balanced 
for easy, effortless work. 
The 26” blade is Disston’s 
finest special steel exclu- 
sively formulated for the 
D-100 handsaw. Available 
in 8 and 10 points. All of 
Disston’s 121 years of 
craftsmanship and know- 
how are built into the 
D-100 to give it quality un- 
matched by any other saw. 
Distinguish your handsaw 
line with the new Disston 
D-100. Retails at $13.95. 
Contact your hardware 
jobber or write Disston, 
Porter Building, Pitts- 
burgh 19, Pa. 


BIER DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
Want more facts? Circle 149, p. 105 
HARDWARE AGE, October 19, 1961 © 67 





Featured above are two of the new line of high performance Jacobsen power mowers. . . and their durable, 
functionally styled MARLEX components—(1) grass catcher, (2) grass chute, (3) cowling, (4) wheel hub 


Tough, lightweight parts of MARLEX* 
increase sales appeal of 


Jacobsen reel and rotary mowers 


Jacobsen Manufacturing Company of Racine, 
Wisconsin, chose components made of MARLEX 
high density plastic to dramatize the superior 
performance . . . and add increased sales appeal 
to their new line of high performance power 
mowers. 

On reel mowers, grass catchers thermoformed 
from MARLEX sheet are lightweight, tough, 
and more durable. They will never rust, rot, or 
tear . . . should normally last the life of the 
mower. On Jacobsen rotary mowers, discharge 
chutes, wheel hubs and engine cowlings of 
MARLEX —functionally styled with integral 
color—offer the same advantages of resistance 
to abrasion, toughness, freedom from rust and 


Look for the MARLEX label! It’s your assurance of durable, high quality, faster selling products. » 


PHILLIPS CHEMICAL COMPANY 


long service life. Engine cowlings of MARLEX 
have the added advantage of protecting hands 
from accidental burning. 

Alert retailers recognize the increased sales 
appeal of Jacobsen power mowers .. . in part due 
to their use of MARLEX. There are many other 
attractive and functional products using these 
superior plastics—fertilizer spreaders, furniture, 
rope, tote boxes, trays, dishes, ice cream freezers 
. . . housewares and sporting goods. Because of 
outstanding physical properties, MARLEX items 
have extra sales appeal . . . can be either rigid or 
flexible. They are tough, colorful, light . . . un- 
affected by most acids, alkalies, oils, greases, 
rust, rot, heat and cold (250°F to —180°F). 


*MARLEX is a trademark for Phillips family of olefin polymers 


= 
MARLEX 


Bartiesvilie, Okiahoma 


A subsidiary of Phillips Petroleum Company 
Want more facts? Circle 150, p. 105 
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Rigid Plastics 
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SPECIAL 
=» INTRODUCTORY 
OFFER. FULL 


+* Od 


ZB 50% DISCOUNT. 
ORDER TODAY! 


UNITED STATES PLYwoop 


New from Weldwood... First Epoxy glue 
that's almost foolproof to use 


Weldwood® Epoxy has been designed with a mixing 
tolerance so great that even the most careless user 
can't fail to make a good bond. Stock Weldwood 
Epoxy and you get customers that come back for 
more —instead of customers that come back with 
complaints. 

It bonds anything. Supports the weight of tons. 
And is waterproof. 

With performance like this, Weldwood Epoxy 
gives you a real jump on competition. So add it to 
your line of Weldwood adhesives — the most highly 
advertised family of glues in the United States, year 
after year! Mail the coupon at right today for special 
introductory 50% discount. 


United States Plywood, Dept. HA 10-19-61 
55 West 44th St., New York 36, N. Y. 


Weldwood Epoxy Glue Retail value—$10.68 
(12 units containing two tubes each) 

Dealer Cost 5.34 
(Full 50% discount) 


YOUR PROFIT 5.34 
[} Bill me |} Bill my jobber 


Company 
Address 


Jobber’s Name 


Jobber’s Address 
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Want more facts? Circle 151, p. 105 
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INTRODUCING FOUR"I962-NEW” 
TOASTMASTER TOASTERS! 





A great new selling 
opportunity for 
every distributor and 
retailer! 


NEW, FIRST-OF-THEIR-KIND 
SELLING FEATURES 





& NEW DESIGN concave styling, square clas- 


sic shape, distinguishing gold color control panel. 





2 NEW CONTROLS “Up Front’”’ where they 


belong. Equipped with new toast release lever. 


NEW FINISH Rich, satin-finish chrome front 


and back, highly polished chrome top and ends. 


NEW “Current-Free’ CHASSIS 


Completely eliminates the possibility of accidental 
electric shocks. A great new safety feature! 


.».!ncluding a great new 4-slice 
model with dual heat controls 


TOASTMASTER’ CHlastess 


@ Independent lever controls for @ Toasts 1 or 2 slices on half of 
each 2 slots total wattage capacity 





® Independent timers for each @ Only 4-slice toaster with 8 
2 slots matched toasting elements 


@ independent color controls for ® Push-in color control dial 
each 2 slots “pops up" toast at any time. 


Toastmaster’s New Toasters to be Introduced by Full Page, 
Four Color Ads in Leading National Magazines 


Quality is a Toastmaster tradition *Recommended Retail Prices 


vOnemnemn WGRAWE 
ee COMPANY aun Ne 


“TOAST MASTER" is a registered trademark of McGraw-Edieson Co., Elgin, it). and Oakville, Ont. 
Want more facts? Circle 152, p. 105 
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How to tap a growing market 
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A 9-week crash program for 


The weeks ahead spell profit or loss for most 
dealers for this year. Let this Guide help you 
plan a stronger holiday effort. 





HARDWARE AGE 


How to use... 


9 weeks to more profit 


Your year’s profit hangs in the balance in the critical days 
ahead. This is the time to recoup the year’s slow start, 


with aims geared to the prospect of better consumer sentiment. 


Your Christmas 
weeks: The critical 
weeks for profit this 
year. 





You’re facing the critical time of year. It’s a nine 
week period, during which you normally will make 
about 20 per cent of the year’s sales, and perhaps a 
larger percentage of the year’s profit. 

This year, as in all years that are earmarked by a 
bounce-back from a recession, the holiday season takes 
on much added importance. 

For many dealers, it offers an opportunity to move 
from red ink to black. And it is a concentrated oppor- 
tunity, one that requires a hectic pace if the full profit 
potential offered is to be realized. 

Here is where this HARDWARE AGE Christmas Mer- 
chandising Guide becomes important. A special section 
pinpoints the weeks ahead with a schedule for plan- 
ning that will lead to more profit through better man- 
agement. This timetable is augmented with a series 
of HA-designed merchandising aids that gives you 
working tools to get the job done. 

Profit making ideas are offered in words and pic- 
tures. Bonus services that enhance your store image 
are spelled out in detail. Ideas for stronger advertising 
are suggested. And a new phase of the Christmas-toy 
market will interest every dealer. 

Thus the Guide offers a wide range of last minute 
suggestions, ideas, and aids to help you get the most 
out of the days and weeks ahead. 

The state of the economy bearing on this period is 
fully explained in this Guide. But in a word, the econ- 
omy is strong and getting stronger. 

The potential to encourage a tighter management 
effort is not lacking. In fact, the prospects for a record 
selling season have never been brighter. Unfortu- 
nately, every competitor you have is well posted on the 
bright outlook for this Christmas. 

Each competitor will seek a way, through stronger 
promotions, novelty in merchandising, or better as- 
sortments, to get a bigger slice of the increased spend- 
ible income in most consumers’ pockets. 

What method will you seek? 


There are no built-in guarantees 


Will you let the ideas in this Guide influence your 
thinking and planning? The fact that a healthy holi- 
day selling season is in sight does not guarantee you a 
share of it. You need fresh ideas, tighter stock control, 
and tighter all around management if you are to get a 
larger portion of the local consumer dollar. 

Will you sell replacement bulbs for tree lights, while 
others sell whole sets? Will you sell padlocks for new 
bikes, instead of the bike itself? Will you get the 
scraps while discounters and others skim off the 
cream? 

It’s largely up to you. 

Never has the public been so discount conscious. 
Yet, there is a growing suspicion, and awareness, that 
many discounters offer the bait of bargain prices on 
only a limited few items. They quickly recoup on un- 
branded, run-of-the-mill merchandise that is bought in 
the rush of a shopping trip. 

Customers are also getting smarter in the areas of 
service and reliability. They are, for the most part, 
willing to pay the small premium required in exchange 
for credit, gift wrapping, or delivery of bulky items. 

These customers are learning that you make ex- 


changes and refunds without miles of red tape. They’re 
learning that your advice and knowledge of products 
sold is an invaluable aid. 

In short, many consumers have found that the local 
hardware store offers reasonable value for a dollar, 
plus convenience that also carries much importance. 

But consumers have to be told and then steadily re- 
minded of many of these values. Your ads, and win- 
dows, and conversations have to reiterate that credit 
is available, delivery is free, returns are accepted, and 
product knowledge saves time, fingers, and expense. 

As a booster, why not take the discounters’ pet trick 
for your own use? Why not whittle the prices on 2 
few key items as a lure for heavier traffic, then move 
in with add-on and step-up sales to compensate? 

Surely, the discounters are tough competition, but 
you can be just as tough if you will sell the many 
values of your service type of operation. These values 
are too often taken for granted by dealers who think, 
“everybody knows I have revolving credit,” or make 
deliveries, etc. But the fact is, everybody does not 
know it. 


The discount image is well delivered 


The discounter image of bargain prices is well de- 
livered to the average consumer. Why? Because that is 
all that is stressed in every promotion. Price, price, 
price. It is driven home because it is the sole center 
of attention in every ad. 

Your image can be price, service, reliability, or what- 
ever you choose. Better still, it can be a combination 
of many values that appeal to the trade. You can pound 
home the image in ads, window displays, and signs. 
But it is suicide to ignore building an image. 

The store that shouts the loudest and most con- 
sistently builds the biggest image and gets traffic in 
proportion. 

A big factor in your favor is location. In a neigh- 
borhood store or shopping center, you have a built-in 
buying public. The discounter 2 miles or 10 miles away 
has to shout pretty loud to entice the tired wage- 
earner to pile the family into his car and make the 
trek out of the neighborhood, especially during the 
busy holiday season. 

Also in your favor are the broad selections that are 
the basic reason for hardware stores in the first place. 

Discounters offer one or two of a kind of power and 
hand tools, fishing rods, or housewares specialty. 
Smaller tie-in hardware such as hang-up hooks and 
standard accessories are often missing altogether. 

In your store, an assortment of reasonable depth, 
plus all basic accessories, is offered as standard operat- 
ing procedure. This is in effect a customer service, a 
selection of styles and prices. 

But this service has value only if you make it known. 

In sum, it may be well to say that hardware dealers 
in general may immediately become more competitive 
to discounters, chains, and all other forms of booming 
competition by merely tooting their own horns a little 
louder. 

“Acres of diamonds, right in your own back yard.” 
That’s what your customers have got, now you have to 
let them know about it. 
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The Christmas outlook ... 
Good—possibly very good! 


Restrained optimism describes the outlook for this season. 
Key economic barometers are very favorable; the consumer 
has been cautious for some time. And thus, this Christmas 


could be very big. Here’s the background. 


The nine weeks ahead will not be a business boom, 
but some of the earmarks of a boom will be seen. 

The economy has rebounded from the 1960-61 slump 
with steady strength. And the business experts see 
that strength growing, well into next year. 

This can mean much to every dealer. 

Normally, the November-December rush of business 
brings the average hardwareman 19 to 20 percent of 
his year’s volume. This year’s slow beginning can be 
amply recouped with a strong management effort dur- 
ing the holiday season. 

Some dealers may do 25 percent of the year’s sales 
in the weeks ahead. 

The trade is in a buying mood. It will buy many 
hardware items that were needed but put off in the 
slack first half, as Christmas approaches. Great gains 
in employment and income substantiate this argument. 

Wages and salaries and farm income are now sig- 
nificantly ahead of last year. Total income, annually 
adjusted, is more than 4 percent ($17 billion) higher 
than 1960. Unemployment may well dip below four 
million as the November rush begins. 

All retail sales, home construction, and just about 
all other business barometers are safely ahead of 
last year. 

Personal savings are approaching a new record. 
Payoffs on old debts have put the average consumer 
in a buying mood, and with credit to spare. 

If management takes the reins firmly now, many 
dealers may experience the best Christmas volume in 
memory. A concerted effort for more sales and profit 
faces a rich potential this year. But it will be effort, 
not luck, that produces a better season than last year. 

With shopping centers, discount stores, and other 
forms of hardware competition mushrooming, luck has 
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less and less to do with showing volume gains in a 
growing economy. 

Customers have jingling pockets. In a few weeks, 
their cash on hand will be swelled by Christmas Club 
payoffs. Record Fall harvests and marketings will put 
farmers into the best buying position in years. Nor- 
mal holiday overtime and anticipated year-end bonuses 
will also go a long way to put the trade in a buying 
mood. 

Now it’s up to you. 

What are you going to do this year to share in a 
market that is lush? You cannot lean back and wait 
for eager buyers. They won’t come without urging, 
for too many other stores will woo them as never 
before. 


And when they do come, will they find an attractive 
store that is amply stocked? Will there be bargains? 
Will there be salespeople who know their merchandise? 
Will there be services that make customers want to 
come back after Christmas? 


You need a broader kind of image 


It is a question of store image. 

Discounters have created, and often falsely, an 
image of price .. . bargain price. You must create an 
image of depth of stock, informed and helpful sales- 
people, price plus services, and real interest in the 
customer. 

With these things in mind, discounters are no more 
of a threat to your survival and growth than other 
so-called menaces of the past. Remember when chain 
stores began to grow? Everyone decried the end of 
the neighborhood hardware store. 

When cut-rate stores flourished some years back, 
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Set for a busy season without “outs” is Ernst Hardware, Bellevue, Wash. 


the hardware store was called “doomed”. The popular 
word now is discount store. But it is nothing new, 
merely another force to be reckoned with in terms of 
management and merchandising. 


One key to getting more sales in the bustling market 
this Fall and Winter is the same secret so well em- 
ployed by discounters: The bargain image. 

Take key departments in your store. Single out a 
couple of well known items in each. Take a little less 
profit from these items. Make ’em bargains, then 
shout the fact in signs and ads. You’ll get back your 
reduced margins in better turnover in the products 
being pushed, and, more important, in the many tie-in 
and step-up items at full price. 


Wide assortments likewise are important to your 
thinking. Customers with money to spend can afford 
to be choosy. They want, and will seek, assortments. 
They won’t be satisfied with skimpy selections, so 
often offered as the basic stock in discount and chain 
stores. 


Credit’s role in the weeks ahead also will be a big 
one. More than half the retail sales of hardgoods in 
the next nine weeks will be made on credit of one 
form or another. And credit is a potent anti-discount 
weapon. 

It is always easier to move big-ticket items when 
there is a credit plan to make selling simpler. Also, 
credit relieves the urgency for cheap goods and bar- 
gain prices. Push credit for all it’s worth in the weeks 
ahead. 


The Christmas outlook in a nutshell: 
— Some 69 million workers will be drawing pay- 


checks, a record. That’s nearly 2000 wage earners 
per hardware store. 

— Total personal income is headed for the $422 
billion mark for the year. 

— Gross national product (value of all goods and 
services) likely will top the $550 billion mark by 
year’s end. 

With the economy in high gear, you'd better be 
sure you have the merchandise to support a strong 
buying surge. There’s still time to check your stocks 
and fill holes, but time is running short. Suppliers 
will be the first to feel some shortages of popular 
staple products as the holidays draw nearer. 

Certain kinds of cookware, flatware, power tools, 
sporting goods, and the like will become scarce on 
suppliers’ shelves as Christmas Eve approaches. This 
kind of merchandise does not fall flat after the holi- 
day. It seems thoughtless to let it run low or out 
when its potential is at peak. 

If you will take five steps now, you will find this 
Christmas offers unusual profit opportunity : 

(1) Houseclean and decorate the store. 

(2) Establish price “leaders” in key sections. 

(3) Promote credit and services, build an image. 

(4) Drum courtesy and new-product knowledge 
into the sales staff. 

(5) Fill the gaps in inventories. 

Each of these things will help make your store more 
attractive to every customer, and more competitive to 
every chain and discount outlet. 

Each gives you a better chance to get a bigger 
share of the abundant dollars that will be spent in the 
next nine, critical weeks. 
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PAawonung Guido, 


How advertising builds image 


J 
D ON T advertise just to fill space... 
DO advertise with a set purpose... 


How important is advertising right now? 

When it comes to getting more volume and build- 
ing an image, advertising is your only link with the 
many, many customers who have never shopped your 
store. And since this is the biggest volume season 
of your year, you should plan to advertise now even 
though you don’t as a rule during the rest of the 
year. 

What kind of advertising? 

Picture yourself as a new customer. You are 
comfortably settled in your favorite chair with the 
evening newspaper. You turn the pages and note the 
barrage of ads. 

Some will catch your eye, others will discourage 
readership. What makes the difference? No one 
knows a pat formula to answer this. It varies with 
people, locale, timing, and a hundred other things. 

But when an ad does stop the reader and make 
him study it, an immediate image is formed. It may 
be one of price, unusual services, unusual mer- 
chandise, or an air of dignity that comes through. 
The same ad may well affect 10 different readers in 
10 different ways. 

Each dealer has to set his sights to concentrate on 
one point of view as the feature of each ad. That is, 
one principal focal point for the reader’s eye. 

When a dealer advertises just to fill a space com- 
mitment, or to match last year’s space, he is wasting 
dollars that could be profitably invested with very 
little more effort. 

Every ad needs a purpose. Want to feature toys 
this season? Make toys (and layaway) the big part 
of the ad. 

Want to use price as bait for traffic? Use sensible, 
believable price comparisons on the right staple 
merchandise. 

Want to talk up services? Stick to institutional ad 
copy. 

The point is, don’t try to mix all of these aspects 
in one ad that attempts to tell the trade: “We are all 
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things to all people.” The result is always a hodge- 
podge that makes readers turn the page quickly. 

A single theme or idea can be played to the hilt, 
and produce a genuinely interesting ad. Some ex- 
amples are illustrated on these pages. 

What about the ad budget for Christmas? 

The next nine weeks should bring you about 20 
percent of total retail sales for this year. So, wet 
your pencil and do some figuring. 

A normal ad budget is calculated on about 2 per- 
cent of gross retail sales. If your store does $80,000 
a year normally, you'll likely ring up $16,000 in the 
weeks ahead. 

Figuring 2 percent of $16,000, your ad budget 
from now through mid-December should be $320. 
This covers all promotion such as newspaper ads, 
broadsides, postcard mailers and the like. 

How to schedule the budget? 

The week before Thanksgiving is always produc- 
tive when cooking and serving staples are featured 
items, and when the spice of leader prices is used 
as a lure. 

This, too, is a good time to push indoor paints and 
sundries for a “spruce-up-for-the-holidays” cam- 
paign. This period is worth 20 percent of your ad 
budget. 

The week after Thanksgiving is the time when 
most folks feel the first real Christmas spirit, and 
shopping begins in earnest. Higher priced and 
quality goods set the pace at this time. Credit’s a 
factor here. 

Services such as layaway and gift wrapping also 
are good points to stress for the early buyers. An- 
other 20 percent of your ad kitty will be well in- 
vested at this time. 

The first days of December begin the mad rush of 
gift buying. Wide merchandise selections (“a price 
for every pocketbook, a gift for every member of 
your family”) should be featured now. Credit is still 
an awfully important factor. Invest 25 percent of 





DON’T 
RUSH With That Last-Minute 
CHRISTMAS SHOPPING 


Even though you have left a lot more to do in the very * 


DAVIS HARDWARE has 
g big stock in all depart- 
g ments where you'll find 
w everything you need in 
gw cift items for the whole 


few days left, you don't have to be frantic if you'll just , 


TRY DAVIS FIRST 


a 
DAVIS HARDWARE has 8 
the gifts they'll open first ® 
and cherish longest. All ® 
departments are chock- ® 
full of gift suggestions ® 


MIAMI COUNTY 
HARDWARE 


TO¥S- FIREPLACE FIXTURES 
HANO & POWER TOOLS 
ELECTRIC APPLIANCES 


USE OUR LAYAWAY PLAN 


Timing: Early November. 
Theme: Highway reminder, layaway featured. 





gw family. you ll be proud to give. 


@POWER TOOLS @ HARDWARE 
_ @APPLIANCES @ HOUSEWARES 
@GARDEN SUPPLIES @ PAINT and SUPPLIES 


COME IN TOMORROW 
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Spot These Gift Ideas From 
BABCOCK’S SPORT SHOP 


Unusual practical gifts—with a high standard of 


Timing: Ist week of quality at this store—make them so desirable 


December. 
Theme: Wide _ assort- 


H A R DWA R | ¥ ments of specialized 


* 
=» WAL 27-4215 


line. > 
% WASHINGTON AT SUSQUEHANMA S2* 
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Timing: 2nd week of December. 
Theme: Big selections, offered in “institutional” 


your promotion money in ads the first week of 
December. 

The second full week of December is historically Whatever the Sport. you'l fird 4 leroe supply of Sporting Equip. 
the biggest sales week of the year. Put 30 percent ment here. A gilt from BABCOCK'S SPORT SHOP is sure to plecse. 
of your budget into promotions for this week. Variety B= HINDS & UNDERWOO 
and wide price ranges in selected categories will -=——- HARDWARE = 
pay off. 

Certain departments such as toys find special! 
favor at this time. Equally good: Sporting goods 
and pure giftwares. 

The third week of December is the time to run 
smaller clearance ads, worth the remaining 5 per- 
cent of your budget. Even classified ads will do. But 
real values have to be apparent. Small price cuts 
are seldom worth the expense of promoting. 

You can often stretch your 2 percent ad budget 
significantly by investigating co-op allowances that 
are available. 

Most wholesalers know which firms offer co-op ad 
terms, and if these can be worked into your planning, 
a good deal more value per ad dollar may be realized. 

Finally, keep a formal record of how much money 
you spend for promotions. It’s a legal cost-of-doing- 
business expense for your tax statement, providing 
it stays within reason and if you have proof of use. 














USE OUR LAY-AWAY PLAN 
BUY NOW WHILE THE SELECTIONS ARE 
COMPLETE. PAY LATER. 


WELCH Hardware 


129 E. WISCONSIN AVE. 











Timing: Thanksgiving week. 
Theme: Toys in quantity, with layaway as sales wedge. 
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Christina Galo 


Planmung Guide 


Holiday services 


Holiday services carry with them a special sales 
potential. The profit from some services may be 
measured right away in dollars and cents. With some 
services the benefit may be a long-range one, such 
as an improved store image or an increase in the 
return customer rate. 


Service may make the difference between a custo- 
mer buying at a hardware dealer’s or a discount 
store when the prices are not too far apart. 

Gift-wrapping is a good instance of a small invest- 
ment that yields a handsome return. Gift-wrapping 
increases traffic, boosts sales, creates goodwill and 
circulates traffic through more sections of the store. 


Hardware dealers have found this customer ser- 
vice helpful through the years. They suggest dealers 
promote gift-wrapping service in Christmas ads. 
Signs about the service around the store and in 
windows pay off. Be sure salespeople mention the 
gift-wrapping service to customers, dealers suggest. 

A Hardware Age survey shows that nine out of ten 
dealers offering gift-wrapping service do so free 
of charge. Others make a nominal charge of 15 or 
25 cents per article. 


Most dealers offer at least two kinds of wrapping 
paper, ribbons, and tapes. Dealers advise against 
putting advertising messages on gift-wrapping 
paper. It tends to neutralize the Christmas spirit. 
The store name, conservatively printed on gift 
boxes, however, is usually considered in good taste. 

About 20 percent of the netion’s dealers hire 
extra help for gift-wrapping on a part-time basis. 
Only about a qtiarter of the dealers find they need 
extra counter space for wrapping gifts. 

The pressure of competition helps most dealers 
decide in favor of gift-wrapping service. 


Santa’s Store Room is one feature parents will 
thank you for, and one that will cost little in time 
and effort. Apartment dwellers who find space of any 
kind at a premium, and even parents with large 
houses, find it hard to keep prying little children out 
of Christmas home storage areas. Offering customers 
a safe place to stash away presents until just before 
Christmas will prove a big goodwill booster. 


Santa’s Mail Box is a sure-fire traffic builder and 
can be installed at a focal point of the store. 
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MORE 
SALES 





More sales and profits, 
and a better store image 
are possible by featuring 
special services that pull 
holiday shopper traffic. 


The youngsters will make sure Mommy and Daddy 
brings them in to mail their letters to Santa. 

Be sure you make arrangements that the letters 
get back to the parents, however, or this service 
could backfire. 

Santa Claus himself presents a bit of a problem. 
Dealers may decide to have a full-time, or a part- 
time live Santa in their stores at hours of peak 
child traffic. 

A second method is to join up with other mer- 
chants who sponsor a centrally located Santa. The 
backdrop of Santa’s platform can be used for signs 
bearing dealers’ or store names and brief Christmas 
messages. 

Free testing service for Christmas light sets can 
improve the image of your store as a friendly place 
to shop than many more costly promotions. And 
free testing service is a big factor in replacement 
bulb sets. 

Prompt deliveries, as promised, will boost your 
store in the shoppers’ minds any time, the more so 
during the Christmas rush. 

Gift suggestion lists spotted throughout the store 
as a shoppers’ aid make another small but helpful 
service customers will appreciate. 

Gift certificates for the undecided shopper is 
another worthwhile service. 

Christmas shopping spans many months for a 
number of early shoppers, the kind who like to get 
things done ahead of time. It is with this kind of 
customer that dealers usually are best able to push 
their credit and layaway plans and services. Most 





early shoppers also are looking for ways to ease the 
holiday strain on their budgets. 

Dealers find, too, that these customers, relieved 
of the burden of total cash outlay, are less price- 
conscious and more susceptible to the quality ap- 
proach. Step-up selling techniques can be used more 
successfully with these shoppers, too. 

Layaway plans have a decided edge during the 
Christmas season over most forms of credit, for 
dealers and customers. The shopper doesn’t feel he’s 
adding to his already heavy installment load. The 
dealer is spared lengthy credit check-ups and the 
loss risk is nil. Layaway plan users often turn into 
regular customers after the Christmas season. 

The “buy now—pay as you go” psychology induces 
a freer spending mood because the shopper is not 
limited in his purchases by the amount of cash in 
his pocket. He’s apt to buy more and better goods 
this way. 

Dealers like layaways because they can extend 
this form of credit to all shoppers, without bad 
credit risks, costly investigations and delays. 

All goods are paid for before they leave the store, 
so goodwill is fostered on both sides. This mood 
tends to make return customers out of many Christ- 
mas shoppers. The big-volume, high profit season in 
this way can be used to lay the ground-work for 
better year-round business. 

Just a few basics are needed for the dealer to 
set-up a layaway program for his store: Adequate 
storage space, advertising and promotional material, 


AW n\\y 


\ 
a 


Lay-away plan signs or streamers in store windows can boost 
holiday business, particularly on the big-ticket items. 


a simple three-section card bookkeeping system. 
A separate room, or a section of a larger storage 
space, may be set apart for storing items. Different 
size shelves should be provided for various items. 
Dealers find it good practice to assign the running 
of the layaway storage room to one person who will 
keep track of in-coming and out-going purchases and 
check up on items that may be over-due for pick-up. 
To promote the layaway plan, dealers suggest ad 
inserts or special boxes for newspapers, window 
cards or streamers and instore signs. Sales people 
should mention the service to shoppers who express 
interest in either quantity or big-ticket purchases. 
Layaway bookkeeping is reduced to a minimum 
with the three-part cards. One section goes to the 
customer; another is attached to the item purchased 
and stored, while the third, with spaces for payments 
and dates, clerk’s initials, etc., is kept for store 
records. 
Seldom is merchandise bought through layaways 
forfeited for lack of payment, dealers report. 
Dealers find it best to set-up firm layaway plan 
policies and to make sure salespeople know all about 
the system. Among the things to include are the 
amount of down payment; time schedule for pay- 
ments; policy on extensions and the forfeit clause. 
Special holiday services or regular services given 
extra push under the Christmas guise give dealers 
powerful ammunition in the seasonal struggle for 
sales. 
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PHOTO 
ANGLES 


Pictures show vividly 

the ways and means used by 
dealers to bolster traffic 

and profit potential in the 

nine crucial weeks ahead. 

Let these ideas guide you 

to new approaches of your own. 
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A brightly colored mail box is fixed 
to a piece of 2x4 in. lumber, then 
“planted” in a Christmas tree stand 
just inside the doorway at this store. 
The letters to Santa are delivered to 
parents of children who "mail" them. 
A solid promotion idea that costs 
little, pays off heavily in new traffic. 


4 


If you're using a full or part time 
Santa, why not put him in the win- 
dow? It will stop traffic among the 
young, and young at heart, as it has 
at Coast Hardware, Studio City, 


Highly technical toys require a lot of product 
knowledge to sell up to potential. Management at 
Nankin Hardware & Supply, Garden City, Mich., 
has regular staff meetings to keep this knowledge 
up to date. 


There's a lot you can do with Christmas tree orna- 
ments as the basis of displays, as proven here by 
Lysek's Hardware, Chicopee, Mass. There is color, 
light, and beauty. And the display provides sale- 
able goods as the season draws fo a close. 
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Photo angles... 


(Continued ) 
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NEW YEARS 
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Christmas . . . what better time to 
play up fireplace fixtures? ‘'None,” 
says this West Coast dealer. Each 
year this torrid sign is painted in 
bright colors; can scarcely be missed 
by foot traffic within eye-range of the 
store. 


Cardboard cutouts and an appro- 
priate sign just inside this display 
window make attractive setup for 
customers in the store as well as 
passersby. At the Heabel Store. 
Cedar Rapids, lowa, build-it-yourself 
items are stressed as giftware each 
yeor. 
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At Walters Hardware, Portland 
Ore., the checkout clerks wear Santa 
hats for conversation pieces. It's a 
low cost way to build atmosphere, 
and the hats are available at most 
variety stores. 


The highest priced tool in the store 
is featured as the focal point for dis- 
play at Palo Alto (Calif.) Hard- 
ware. This $354.50 luxury tool chest 
cannot be afforded by many, but 
every passerby wants a look. Gift 
packages are empty cartons. gift 
wrapped for display purposes. 
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Adults... 


Growing market : “”"“ = 


for hobby lines { 


Have you been pitching your hobby line promotions 
exclusively to children? If you have, you may be miss- 
ing out on a large and growing segment of the market. 

Today more and more assembled kit type toys, quiz 
and strategy games are being bought by adults. Sur- 
veys by some major toy and games manufacturers 
show an impressive sales growth in recent years to 
the over-21 market. Sales are up nearly 50 percent, 
some manufacturers report. With a toys and games 
annual sales volume of almost $2 billion, this growing 
adult segment represents a lot of money. 

Sales analysts and psychologists offer several rea- 
sons for this adult sales upsurge. Some point out that 
assembling scale model planes, cars, boats, or trains is 
excellent therapy, often prescribed by doctors. Others 
contend that some corner of the grownup heart re- 
mains forever young and that this proves it. 

Whatever the reason, the fact remains that here is 
a relatively untapped market. The market has been 
pre-sold to some extent by articles in consumer publi- 
cations. The Wall Street Journal not long ago reported 
a survey among manufacturers showing the large and 
growing market among adults for this type of amuse- 
ment. 

Hardware dealers interested in getting a bigger 
slice of this market or in setting up a hobby section 
may find the following program helpful: 

First, make sure customers know you are in the 
hobby business. 

Special newspaper ads or inserts in regular ads, 
spot radio announcements and mail pieces can be used. 
Signs or displays in windows, plus in-store cards and 
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Adult market for hobby lines is pre-sold by articles 
in consumer publications, such as this report in the 
Wall St. Journal. 


displays also should play up the hobby section. 

Second, appoint one person to take charge of the 
section, preferably a hobby fan. He’s more likely to 
know what’s new or in demand in the hobby line and 
what’s waning in vogue. 

Third, vivid, eye-catching displays are a must. 

Hardware dealers in the hobby lines compete with 
department, discount, specialty, drug and variety 
stores, gasoline stations for the hobbyist’s dollar. 

The toy and games section today must please a 
divided market: juvenile and adult. Although there 
will be some line-crossing, keep in mind that what ap- 
peals to the teen set won’t always appeal to the adult 
hobbyist. The adult often may pretend he’s buying 
that scale model assembly kit for Junior when he 
really wants it for his own amusement. 

It’s wise for dealers going into the hobby field to 
start with a small section. If sales prove satisfactory, 
a bigger section can be developed. The cautious start 
that led to a bigger hobby line later is illustrated in 
the case of a mid-West hardware dealer. Starting with 
just a few items in 1959, this dealer found the busi- 
ness so profitable he soon invested more heavily. His 
annual volume built up to $30,000, a good portion of 
his over-all sales. 

Dealers often find the best advertisers for their 
hobby lines are the hobbyists themselves. If a hobby- 
ist finds what he’s looking for in a store, or new items 
to intrigue him, he’ll be sure to pass the word along 
to his friends. 

The business of selling hobby lines today isn’t kid 
stuff. 





What about that year-end bonus? 


Bonus payments and tax regulations are tightly interlinked 


and must be thoroughly understood to avoid pitfalls. 


One of the most widely accepted ways to provide 
an incentive through extra compensation is with an 
employee bonus. Management has discovered in the 
past that this type of an incentive will accomplish 
the objective—increase sales or reduce costs—or 
both. 

However, when it becomes necessary to make the 
income tax reporting for these payments, there are 
several problems that may arise for your hardware 
business. 

Here are several points to consider to be sure 
bonus payments to your employees will be allowed 
as a regular and necessary business expense, a tax 
deduction. 

As you know, if the money received is a gift, the 
person receiving it does not need to report it as in- 
come. Some employers are inclined to call the bonus 
payment a gift and thus save their employees the 


necessity of paying income tax on the amount re- 
ceived. 


Don’t call it a gift! 

A payment to an employee cannot be both a “gift” 
and “additional compensation.” It is one or the other. 
If it is a “gift,” your employee does not have to pay 
income tax on the amount, but you cannot deduct it 
from your income. 

If it is “additional compensation,” you can deduct 
it as a regular and necessary expense of doing busi- 


ness, but your employee must report it as taxable in- 
come. 

Generally speaking, it is better to call it “addi- 
tional compensation” and to take the deduction from 
the business. For instance, $10,000 in bonus pay- 
ments to employees would result in an income tax 
saving of $5,200 for a corporation in this tax bracket. 
If the $10,000 is distributed to 10 of your employees 
in the amount of $1,000 each as a gift, it will prob- 
ably amount to an income tax saving of only $2,500 if 
your employees are in the 25 percent income tax 
bracket. 

There is, however, one exception to this general 
rule on gifts. Revenue Ruling 55-555 indicates that 
the value of a gift such as a ham or a turkey dis- 
tributed to employees at Christmas is a non-taxable 
gift to the person receiving it. And, it can be con- 
sidered a regular business expense and be deducted 
by the employer. 

If you are under legal obligation to make the pay- 
ment to your employees, it is not a gift. It is con- 
sidered additional compensation. 

For instance, if you announce to your employees 
that you will pay a year-end bonus of 10 percent of 
your net profits, this is a legal obligation to make 
the payment. 

On the other hand, even if you are not under a 
legal obligation to make the payment, you may still 
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What about that year-end bonus? 
(Continued ) 


consider it “additional compensation” and take the 
deduction from your income as an expense of doing 
business. Call it “additional compensation” and take 
the regular deduction as a business expense. 

The Internal Revenue Service may investigate your 
income tax return when the amount distributed in 
bonus payments is not considered reasonable. This 
rule in the Internal Revenue Code brings up the 
question of what is reasonable compensation? 

In the Internal Revenue Code (Section 1.162-7), 
reasonable compensation is the amount that would 
ordinarily be paid for like services by like enter- 
prises under like circumstances. Obviously, this 
does not boil down to any mathematical formula and 
each case must be considered on the facts that relate 
to it. 

Generally, it has been held that these factors 
should be considered in determining whether or not 
the compensation is reasonable: 

Profitableness to the employer for the services. 

Number of people capable of performing the serv- 
ices. 

Living conditions where the services are per- 
formed. 

Technical training required to perform the serv- 
ices. 


Degree of difficulty of handling the work. 

Working conditions where the services are ren- 
dered. 

Amount of responsibility involved in the perform- 
ance of the services. 

One area often investigated by the Internal Reve- 
nue Service is the relationship between the bonus 
payments and the stockholdings of the person re- 
ceiving this additional compensation. 

Compensation (regular and extra) is paid for 
services rendered. It must not be based on invest- 
ment and in reality be a disguised dividend. 

Be sure there is little or no relationship between 
the investment of executives and their compensa- 
tion—salary plus bonus payments. 

Here again the Internal Revenue Service will in- 
vestigate bonus payments you make to your em- 
ployees. Even though the dollar amount is not large, 
it must be carefully evaluated to be in line with other 
bonus payments you make. 

For instance, if your minor child works during a 
vacation period and earns $300 at regular hourly 
wage rates this would be considered fair compensa- 
tion. But, if at the end of the year you decide to give 
all of your employees a bonus of $100 and include 
your minor child in this bonus payment, it may not 





“You've gotta get traffic... 


Does a maximum promotional ef- 
fort really pay off in seasonal lines? 
A Southwestern dealer says yes. 

By arranging a special sales pro- 
motion well in advance of the hunt- 
ing seasons, La Junta (Colo.) 
Hardware Co. has been leading 
many local stores in the sale of 
guns, ammunition, hunting supplies 
and licenses. And this specialty 
traffic buys many other hardware 
lines. 

The hunting promotion takes in 
numerous spot announcements on 
radio and large newspaper adver- 
tisements. But the best gimmick 
is a large store display which is set 
up a week or two before the hunt- 
ing season opens. 

In preparing the display, R. L. 
Click, secretary of the company and 
the store’s gun expert, takes a 
couple of men to the nearby Ar- 
kansas River. They spend a day 
selecting and cutting down various 
types of tree limbs and brush. 
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Then usually they need another 
day to set up an elaborate display 
just inside the store’s front win- 
dow. When finished, it features a 
small log cabin, outdoor pictures, 
natural vegetation and _ various 
kinds of guns, decoys, and camping 
equipment. 

This window display attracts a 
large part of the townspeople, in 
addition to out-of-town sportsmen 
and tourists. Young hunters and 
campers are especially attracted. 
The unusual window starts every- 
one thinking and talking about 
hunting. Naturally a good many of 
them come into the store where Mr. 
Click has spent many more hours 
arranging his wide selection of 
merchandise to augment the win- 
dow. 

This outdoor department covers 
an area of about 25 x 40 ft. It is 
filled with leading brands of guns, 
ammunition, hunting clothes and 
hunting accessories. 


“This is the most profitable pro- 
motion we have ever tried,” says 
Dean R. Kendall, a founder of the 
company and now the chairman of 
the board. 

“Mr. Click is an avid hunter and 
fisherman. As a salesman for many 
years and traveling throughout the 
state, he knows every fishing and 
hunting spot in Colorado.” 

This wide acquaintance with 
sportsmen has also enabled Mr. 
Click to become acquainted with 
many out-of-state hunters who 
often write or telephone him con- 
cerning hunting conditions. He 
knows the various laws and regula- 
tions, camping costs, where to go 
and can recommend guides if re- 
quested. 

“We sell guns for ~<sh or on the 
instalment plan,’ Mr. Click says. 
“If a man is unknown to us, we 
ask him to fill out an application 
and have his reference checked 
through a Pueblo credit firm.” 





be allowed. 

Compare the ratio between salary and bonus for 
your minor children carefully to avoid income tax 
problems. 

Bonus payments earned by your employees this 
year can be paid next year and deducted from your 
income this year under certain conditions. 

When you cannot determine exactly what the 
amount of the bonus will be until the end of the year, 
and when it cannot be paid until next year, there are 
certain rules you must follow to be able to deduct 
it from your gross income this year: 

(1) You must be on an accrual accounting basis. 
If you are on a cash accounting basis, the amount 
of the bonus paid to your employees must be de- 
ducted from your gross income in the year paid. 

(2) Your total bonus payment must be determined 
by some type of formula in effect before the end of 
the year. For instance, if you intend to pay out 10 
percent of your net profits in bonus payments when 
the year-end profit is determined, this would serve 
as a formula in effect before the end of the year. 

(3) You should notify each employee orally or in 
writing of the percentage of the total bonus payment 
to be awarded to each employee. This notification 
should be a firm obligation on your part, and only 


the exact amount will be left open depending on the 
final profit figure for the year. This is based on the 
Internal Revenue Ruling 55-446. 

However, in a recent ruling (Revenue Ruling 61l- 
127), you can notify the employees as a group about 
how much the bonus will be. For instance, you could 
say that the bonus payment will be between 4 and 
5 percent of profits. 

You can deduct an amount equal to 4 percent this 
year (you are legally bound to pay this amount) even 
thought you do not make the actual payment until 
next year. If you pay 5 percent next year, the over- 
age will be deducted next year. 

(4) You should make the bonus payments as soon 
after the close of the year as is possible. Generally 
two and one-half months is considered the maximum 
for this delay. However, you might get special con- 
sideration from the Director of Internal Revenue if 
your case is presented with reasons why it is not 
possible to make the distribution sooner. 

A bonus program for your business can increase 
sales or reduce costs, or both. 

However, to be sure that it does not have any profit 
pitfalls, you should check or have your accountant 


check your bonus program against these income tax 
regulations. 





When a customer inquires about 
sporting goo’'s, he is referred to 
Mr. Click who prefers to con- 
centrate on this type selling. Many 
times a customer doesn’t know what 
kind of gun he needs, or he asks 
about some extra attachment. A 
short talk and demonstration not 
only makes a sale, but the cus- 
tomer leaves with something that 


will please him. 

“No other hardware line depends 
so heavily on product knowledge for 
increased volume. 

“T suppose selling guns and am- 
munition is about like selling any- 
thing else,” says Mr. Click. “The 
seller should know and believe in 
his product. 

“Tf he tells the customer the ex- 


act truth and doesn’t try to sub- 
stitute something else just to make 
a higher-priced sale, the trade will 
come to rely upon him, and eventu- 
ally make the store his hunting 
headquarters. We catch a lot of 
new customers, but a large part of 
our sales are to the same people 
who come back to the store month 
after month.” —End 


La Junta's annual window, a surefire trattic maker. 





Basic hardware: 
“It's my bread and butter” 


A dealer says: ‘“‘Too many hardwaremen are drifting away from 


basic lines that started them in the first place. We aim 


to stay in the hardware business and keep right on prospering.” 


“Il believe there is a tendency for 
many hardware dealers to drift 
away from basic hardware lines,” 
says Elwin Miller. 

Mr. Miller owns Roswell (N. M.) 
Hardware. He opened shop in 1954. 
“Sticking to hardware gave us our 
start, and has paid off ever since,”’ 
he said. 

This dealer thinks it’s a mistake 
to be wooed by glamour lines, if 
those lines begin to replace the 
bread and butter hardware lines 
that every customer expects to find 
on your shelves. Mr. Miller saw 
stores going out of business in the 
late ’50’s for this very reason. 

Roswell Hardware has built its 
reputation on being in-stock always 
in basic lines. This thinking has 
brought and maintained a loyal fol- 
lowing for the store. 

Basic hardware such as heavy 
chisels and builders’ tools, unusual 
sizes in machine screws, bolts, and 
other fasteners, specialty knives, 
and a good plumbing department 
are responsible for building good 
volume and profit for this dealer. 

Horseshoes provide a good exam- 
ple. 

Harley (Jack) Jay and Mrs. Jay, 
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Owner Elwin Miller 


manager and co-manager respec- 
tively, say, “Horses are popular in 
this area. Walker Air Force Base 
has a large riding stable, riding 
clubs are numerous, and ranchers 
buy equestrian supplies in large 
amounts. They may buy 45 pounds 
of horseshoes at one time. 

“It makes good sense to stay well 
stocked in this line.” 

Roswell Hardware aims to main- 
tain stocks of items not to be found 
elsewhere in the area. When man- 


ager Jay hears anyone say, “No 
one in town has it,” he gets busy 
at once. Special orders out of the 
catalog, or maybe new basic stock 
items are the result of such follow- 
ups. 

Consistent with the older type 
of hardware store, Owner Miller 
tries to maintain a family store 
atmosphere in spite of modern fix- 
tures and equipment. 

“We're not fancy. We want shop- 
pers to feel free to shop here in 














a. 
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Manager Harley Jay keeps hardware bins brimming full. 


Heavy stocks of specialties such as these horseshoes pays off. 


jeans or shorts .. . even hair curl- 
ers if it suits them. We can meas- 
ure the reaction to this relaxed 
atmosphere in sales each year. 

“We're weak in some depart- 
ments, strong in others, on pur- 
pose,” Mr. Miller says. “While we 
don’t carry appliances, we maintain 
a‘ large warehouse stock of paint 
and sundries. Which is the more 
basic hardware line?”’ 

This dealer prides himself on be- 
ing able to match paint for any 
color scheme. It is a great rarity 
for him to lose a paint sale. He 
has remained a specialist in this 
basic hardware line. 

Other hardware, considered some- 
what seasonal by many dealers, is 





kept on display and pushed year 
round at  Roswell’s. Fireplace 
screens, fixtures, and wood burn- 
ers are a good example. 


Manager Jay thinks nothing of 
ordering a custom-firescreen in 
mid-August, or of going to a cus- 
tomer’s home to take measure- 
ments. 


“We will even lend a hand to 
help with the installation,” Mr. 
Jay says. “It’s a sales clincher 
that always pays off.” 


Specialty hardware that some 
dealers won’t bother with is impor- 
tant in New Mexico. Irrigation, 
for example, is very important in 
the Pecos Valley. Dealer Miller 


has good stocks of irrigation sup- 
plies and plumbing of all types. 
And merchandise here is backed by 
plenty of product knowledge vital 
to its use. 

This is Mr. Miller’s philosophy 
in a nutshell: The right basic hard- 
ware, in good supply, to satisfy par- 
ticular local needs. And it must be 
coupled with product knowledge for 
the many customers who need help 
in using it. 

“Maintain your reputation as a 
supplier of basic hardware, and be 
known as a friendly store. You 
will, as we have, be glad you stayed 
with it. You will be all the more 
convinced to keep it that way.” 

—End 
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"Glass" is a part of all of Sherrick's signs and promotions. 


How we sell more glass 


W hile we cut and fit glass for 


home owners, we also branch ou? 


in mirrors and in plate glass 


for churches and store fronts. 


by Paul Sherrick 


proprietor 


Sherrick Hardware and Glass Co. 


Fort Myers, Fla. 


Selling glass is a business many 
dealers take for granted. Even with 
half an effort, glass can be prof- 
itable merchandise. 

But if you will make a fuller 
effort and carry ample stock and 
handling equipment, you will find 
glass a major source of sales and 
profit. 

I'll give you an example. While 
“hardware and paint” is the slogan 
you normally see hanging over 
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truck. 


dealers’ stores, our business is 
called Sherrick Hardware and Glass 
Co. 

We began in Fort Myers, Fla., 
in 1948, principally as glass re- 
tailers. Out on the Tamiami Trail 
where we located, hardware stores 
were scarce, and gradually we took 
on hardware lines. 

Now we have a fine hardware 
business, but glass remains our 
strong specialty line. We recently 


Won 


Paul Sherrick (left), proprietor, and Bard Williams, a 
glass specialist, get ready to load the specially fitted 


took on a $10,000 window glass job 
for a school. Now, this is far above 
an ordinary job for us, but it il- 
lustrates the kind of unit sale 
possible in the glass business. 

While most dealers cut and sell 
some window glass, we have 
branched out into glass items such 
as mirrors, plate glass for store 
fronts, and church glass. 

We deal principally in smaller 
jobs, for this is our best market. 





But the big jobs come our way 
sometimes. 

It takes good facilities to be big 
in the glass business. We have 
equipment to cut and grind glass 
on a cutting table that’s 10 x 12 ft. 
It has a felt inlay on top and it is 
built to tilt, so that plate glass may 
be transferred easily to a dolly. 

From the dolly, glass is shifted 
to our especially outfitted truck for 
delivery. We also have steel storage 
racks that hold up to 80 panels of 
plate glass in large sizes. We have 
separate racks for window glass in 
a number of stock household sizes. 

Our best profit stems from 
special glasses such as_ replace- 
ments for medicine chests and bath- 
room enclosures. We do very well 
with glass for picture windows, 
picture frames, patio doors, and 
jalousies. Jalousies are very popular 
down here. 

Two categories in the glass de- 
partment are showing good prom- 
ise: Cathedral glass for churches, 
and plexi-glass for boats. Plastic 
glass with many different designs 
is stocked for bathroom enclo- 
sures. 

When you sell glass in quantity, 
you sell a lot of related merchan- 
dise. This would include items such 
as aluminum molding for plate 
glass windows, door and window 
hinges and fasteners, paint, and 
other trim items by the score. 

How to reduce breakage in han- 
dling glass? 

It isn’t easy, but it is possible. 
We have a saying, “have respect 
for it.” Just keeping in mind that 
glass is very fragile reduces sloppy 
handling. 

Another precaution, keep glass 
away from other merchandise and 
tools, when handling in the store 
or on a delivery. 

We like the glass part of our 
business, and it is natural for us to 
specialize in it. The profit is good, 
if breakage does not get out of 
hand. And related sales can deliver 
big ticket volume with ease. 

Although many hardwaremen 
consider glass a somewhat seasonal 
line, we have been fortunate in 
spreading our volume pretty well 
throughout the year. —E'nd 





No doubt about it: this dealer 
thrives on customer services 


“Want new traffic and goodwill? Play up the service 


angle to your trade,” says dealer who knows it pays. 


Signs stress services. 


Customers have no doubts as they 
pass Handy Hardware in suburban 
Birmingham, Ala. This is a store 
that aims to please customers who 
need service. 

The prime service is locksmith- 
ing, but others are stressed. Lawn 
mowers and tools are sharpened, 
glass is cut, pipe is cut and thread- 
ed, tubes are tested and sold for 
radio and TV sets, and old lock 
hardware is reconditioned. There 
are other services offered by pro- 
prietor T. F. Rogers, but these 
form the nucleus. 

“We've got a regular fix-it shop 
for folks with problems,” says Mr. 
Rogers. “The public expects these 


services of its hardware dealers. 
And these services give us some- 
thing to do between busy sale 
periods.” 

The biggest service. in terms of 
units and dollars, is key making 
and locksmithing. Foreign car keys 
and lock repairs are a specialty 
that add greatly to volume. 

Dealer Rogers ties in a lot of 
builders’ hardware with lockset 
transactions. 

“But basically, customers have 
a service image when they think of 
the local hardware dealer. We have 
to measure up to it to get a full 
measure of straight sales poten- 
tial,” Mr. Rogers says. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 105, and mail 


Item 1 
Skin-packed nylon mop 


Du-All’s new gold-handled nylon 
mop is packaged to promote impulse 
sales. The light beige mop is 
wrapped in clear polyethylene, with 


a large display card showing fea- 
tures. An unwrapped gold-handle 
is attached to the mop. Mop can be 
washed in warm water and dries 
quickly and soft. Du-All Mop Mfg. 
Co., Dept. HA, 111 N. Eagle St., 
Geneva, Ohio. 


Item 2 
Carded scissors assortment 


Acme’s All American scissors as- 
sortment consists of 34 pairs of 
scissors, with nine scissors mounted 
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on merchandising card. Assortment 
includes sewing scissors, kitchen 
shears, barber shears, trimmers, 
embroidery scissors and paper 
shears. All have nickel-plate blades 
with enamel or nickel plate han- 
dles. Acme Shear Co., Dept. HA, 
100 Hicks St., Bridgeport 1, Conn. 


Item 3 
Versatile fastening kit 


Here’s a fastening kit that has 
many uses around the home such 
as repairing wire fencing, to train 
and support vines, trellises, etc. 
The kit contains a fastening tool 
and 120 galvanized clips. To oper- 
ate, clips are loaded into fastener, 
squeeze handles, and you have a 
clasp, loop, hinge or hangar. Clips 


are clinched smoothly, hold securely 
and have no sharp points. Can be 
removed with a wire cutter. Avail- 


able on a colorful display card to 
retail at 98¢. Republic Fastener 
Products Corp., Dept. HA, Box 536, 
Saddle Brook, N. J. 


Item 4 
Paint brush merchandiser 


The Brush-A-World merchan- 
diser contains a paint brush for 
every household painting need in a 
complete range of sizes and types. 
Brushes are individually packed 
along with a complete information 
card. Available in assortment of 
natural bristle fortified by Chinese 
bristle and in Dupont tapered 
Tynex. All bristles are set in an 





Here is a quick Check 
List of items described 
in the following pages 


epoxy resin for bristle retention. 
Baltimore Brushes, Inc., Dept. HA, 
2 Northhampton St., Boston, Mass. 


Item 5 
7-inch edging machine 

This Super Spinner 7-in. edger is 
useful in areas too small for a floor 
sander. Features long life brushes, 
improved dust pick up, heavy duty 
ball bearings. Machine weighs 
27-lb, comes with built-in head- 
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[] Skin-packed nylon mop .......... 94 [] Boat trailer lighting kit .. 

[] Carded scissors assortment ...... 94 [] Two chain saw models .. 
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[] Table-top game for family 96 [] Non-stick frying pan 
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CC) New paint roller tray 97 [] Carded contact cement tubes 
[] Merchandiser for cord sets 97 [] Pre-measured hardware cloth 
[] Packaged floor mats 97 [] Home and auto lubricants 

[] Improved outboard motors 97 [] Fishing rod guides . 

[] New cold-weather faucet 98 [] Quick-dry spray enamel 

[] Nylon expansion anchors 98 (] Safety hooks for cups . 

[] Extinguisher counter display ..... [] Electrical heating tapes 

[] Impulse scraper-sqeegees [] Safety chest for valuables 

[] Seat cushion for boats [] Electrical tape catalog . 

[] Slide-action air rifle ..... [] Price marking equipment book 
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[] Three flashlight lines [] Rug shampooing stuffer 
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[] Greaseless gun spray [] Plumbing specialties catalog 
[] Improved target rifle [] Weather instruments catalog 
[] Refrigerator container set [] Relief valves bulletin 

[] Metal cleaner display unit 
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[] Splash guard on tank filler ....... [] 155 cu # delivery truck . 
[] Tape and knife gift set ........... [1] Optional swivel seat .. 
[] Rider with floating mower ........ [] Color mixing machine . 


NEW EQUIPMENT FOR STORE 





light, 25-ft cord, sandpaper disks, 
dust bag and wire support and 
wrench for attaching disks. Amer- 
ican Floor Machine Co., division 
of American-Lincoln Corp., Dept. 
HA, 518 St. Clair St., Toledo 3, 
Ohio. 


Item 6 we 
Blister-pack radio batteries wa 


Eveready flashlight and radio hang-up displays. No. 915, size AA 
batteries are now available in penlite batteries are packed two per 
blister packs on 4 x 5 in. cards for card. No. 1015, size AA, transistor 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


radio batteries come four per card. 
No. 216 and No. 226 9-volt tran- 
sistor radio energizers are packed 
one per card. Union Carbide Con- 
sumer Products Co., Division of 
Union Carbide Corp., Dept. HA, 
270 Park Ave., New York 17, N. Y. 


item 7 
Economy aluminum levels 


Mayes’ economy line of aluminum 
levels are 2% in. wide, finished in 
bright colors. Closed-end models 
range from 24 to 48 in. long; open- 
end models from 18 to 48 in. Body 
is made of I-bar extruded alumi- 


a 
— 


num. Plastic vial assembly, with 
two-point mounting on each side, 
can be rotated 90 or 180 degrees to 
interchange plumb and level vials 
as desired. Merchandising rack is 
also available. Mayes Brothers Tool 
Mfg. Co., Dept. HA, 104 Ashe St.., 
Johnson City, Tenn. 


Item 8 
Table-top game for family 


Carrom Deluxe Skittles, Model 
No. 28, will appeal to customers 
looking for a quality family game. 
Spinning top whirls through open- 
ings in partitions to knock down 
tenpins. Size of board is 16 x 40 x 
4 in. Play surface is dark green. 
Sides, ends, top and tenpins are 
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natural grain hardwood. Packed 
individually, shipping weight 14 
lb. Retail price is $16.95. Carrom 
Industries, Inc., Dept. HA, 1202 N. 
Rowe, Ludington, Mich. 


Item 9 
Leaf and lawn rake display 

This leaf and lawn rake display 
holds 12 Gardex rakes, Model No. 
403. Display has no-tip feature, 
won’t topple even when all but one 
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be ee 
rake has been removed. Display 
comes with each order of 12 rakes. 
Gardex, Inc., Dept. HA, 500 N. 
Carroll Ave., Michigan City, Ind. 


Item 10 
Picture hangers in color 


Jiffy picture hangers are now 
available in seven pastel colors to 
match wall decorations. Colors 


available include blue, brown, gray, 
yellow, pink, green and white. The 
hangers come in cellophane wrapped 


packages to retail at 19¢ each. 
Jiffy Enterprises, Inc., Dept. HA, 
146 N. 13th St., Philadelphia 7, Pa. 


Item 11 
Three brush assortments 


This motion merchandiser fea- 
tures a complete assortment of pure 
bristle pain brushes. Unit fea- 
tures brush in action, is stocked 
with 1 to 3% in. brushes. Other 
assortments include revolving dis- 
play with 3 dozen each of three 
grades of color - coded handle 
brushes from 1 to 4 in. wide, and 


a home and patio assortment of 
household brushes, wire brushes, 
coating and dusting brushes. Pitts- 
burgh Plate Glass Co., Dept. HA, 
3221 Frederick Ave., Baltimore 29, 
Md. 





ITEM NUMBER ON FREE POSTCARD, P. 105 


Item 12 
Compact portable saw 


The C/Saw is powered by a com- 
pact %4-hp engine complete with 
gas tank and reduction gears. Total 
weight is 11-lb. It will operate for 
l-hour on one pint of fuel and can 


be used in any position. Throttle 
governor, factory set to run 6300 
rpm direct shaft speed, raises rpm’s 
above normal to accommodate sud- 
denly applied loads. An 8-in. blade 
is standard equipment on the saw. 
Comet Mfg. Co., Div. of Siegler 
Corp., Dept. HA, 875 S. Arroyo Pky., 
Pasadena, Calif. 


Item 13 
Fastener line expanded 


Types 1, 23 and 25 Thread Cut- 
ting Screws have been added to the 
Southern Screw line of fasteners. 
Cutting edge and chip cavity in 
tapered entering threads allow re- 
moval of material to form a close- 


fitting mating thread. Screws re- 
quire minimum driving torque and 
withstand loosening from vibration 
and temperature variances. Come 
in all standard sizes, head styles 
and finishes. Southern Screw Co.., 
Dept. HA, P. O. Box 1360, States- 
ville, N. C. 


Item 14 
New paint roller tray 


Here’s a paint roller tray made 
of high density polyethylene in a 
variety of colors. It has a separate 


recess for holding the paint brush 
used in touch-up work. Pant will 
not stick to surface. After paint 
has dried, it is quickly cleaned by 
tapping outside surfaces of the pan 
with handle of roller or paint brush. 
Comes in 7-in. size to retail at 98¢, 
and 9-in. size to retail at $1.29. 
Stylette Plastics, Inc., Dept. HA, 
148 S. 25th St., Pittsburgh 3, Pa. 


Item 15 
Merchandiser for cord sets 

This merchandising display for 
Carol cord sets and extension cords 
requires less than 3 sq ft of floor 
space. The line includes power sup- 
ply cords, range and dryer cords, 
cord sets for heater appliances, 
vacuum cleaners and indoor and 


outdoor extension cords. All items 
packed in see-through vinyl! and are 
marked for easy identification. 
Merchandiser is free with initial 
assortment. Carol Cable Co., Div. 
of Crescent Co., Inc., Dept. HA, 
Pawtucket, R. I. 


Item 16 
Packaged fioor mats 


Akro’s carpet-to-rubber Mr. In- 
side floor mats are now available 
in a handy new 6-pack container- 


display. New packaging gives a 
complete selection in assorted col- 
ors with each order unit. Buxrbaum 
Co., Dept. HA, 1212 Seventh St. 
S.W., Canton 1, Ohio. 


Item 17 
Improved outboard motors 


Clinton’s EJ-9 Chief outboard 
motor features an electrical set up 
capable of providing current for 
running lights, spotlight, trouble 
light or cigarette lighter. Motor 
weighs 30-lb, delivers 5-hp. Elec- 
trical system is tapped by plug-in 
attachment on control panel, sup- 
plies enough power for 6 or 12- 
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volt AC light. Outboard extension 
column for propeller shaft is op- 
tional. Model EJ-9 lists at $147.50. 
A similar motor, Model J-9, lists at 
$138. Both are F. O. B. factory. 
Consumer Products Div., Clinton 
Engines Corp., Dept. HA, Maquo- 
keta, lowa. 


Item 18 
New cold-weather faucet 


Mansfield’s Frost-Proof faucet 
looks, is installed and works like 
any other faucet except for its 
water shutoff feature. This unit, by 
means of an extension tube and 
valve seat shuts off the water in- 





side a building. No water reaches 
the freezing zone. Available in 4-6- 
8-10-12-14-16 and 18-in. lengths. 
Individually boxed and furnished 
with complete instructions. Mans- 
field Sanitary, Inc., Dept. HA, 
Perrysville, Ohio. 


Item 19 


Nylon expansien anchors 


Tap-It nylon anchors hold fast in 
concrete, cinder block, brick or 
steel. Anchors can be _ installed 
easily, and are removable and re- 
useable. Anchor will not conduct 
electricity and wil not pull out or 
fracture under vibration or shock. 
Come in round or flat head designs 
in three sizes: 3/16 x 1, %& x 1 
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and 4 x 1% in. They’re packed in 
boxes of 100, with 100 boxes per 
case. U. S. Expansion Bolt Co., 
Dept. HA, York, Pa. 


Item 20 
Extinguisher counter display 

A 3-color counter display is avail- 
able for use with Kidde’s Kompact 
21% lb dry chemical fire extinguish- 
er. Display is 17 in. high, 14 in. 
wide, with sleeve to hold one Kom- 


New! Kidde Kompact 
LOWesr. 


HIGHEST-RATED 
FIRE EXTINGUISH 


far heat | : . 


a pier Mann paage ont tg 


Me piel BBP ax.& <“* 3 
OB (99: ae a 
o.. —i PF « 


ot! 


pact portable. Display headlines 
price and features use in homes, 
cars, boats. Walter Kidde & Co., 
Dept. HA, 675 Main St., Belleville 
OD: es ws 


Item 21 
Impulse scraper-squeegees 


This clear plastic counter display 
unit is to stimulate impulse sales 
of Osrow’s Giant Windshield Serap- 
er-Squeegees. Scraper has clip for 


car visors; rubber squeegee and 
row of teeth quickly removes snow 
and ice. Scraper-Squeegees are 
packed 24 per plastic display car- 
ton. Shipping weight is 2°54 ib. 
Osrow Products Co., Dept. HA, 
Hazel St., Glen Cove, N. Y. 


Item 22 
Seat cushion for boats 


This Tapatco seat cushion for 
boats illustrates water ski safety 
signals, printed in red and black on 
white background. Cushion is made 
of cloth-backed vinyl leatherette 











with Kapok floating material sealed 
in vinyl envelopes. Size is 15 x 15 
x 2 in. Comes packed in a re-use- 
able plastic bag. American Pad & 
Textile Co., Dept. HA, S. Washing- 
ton St., Greenfield, Ohio. 


Item 23 
Slide-action air rifle 


Crosman’s V-350 slide action BB 
air rifle makes shoulder cocking 
quick, easy and safe. Gun features 
350 ft per second muzzle velocity, 
built-in visual loading magazine, 
heavy-duty drawn steel barrel, non- 
slip hand grip for cocking, hard- 





CHL AY 
Original Creations 
from the World’s Largest 
‘Manufacturer of Transistors 


RG? 


A 


6 Transistor Baseball Radio 





Model 6TP-515: A Toshiba Original with unlimited 
gift sales appeal. Styled and sized like an official 
big league baseball. Can be utilized as a trophy 
showpiece or portable. 2” PM speaker. Ferrite core 
antenna. Complete with three bat pedestal, battery 
and earphone. Gift boxed. 29.95 








Low Priced Shirt-Pocket 

6 Transistor Portable 
Model 6P-15: A miracle valuel 6 transis- 
tors and one diode. Drift transistor locks 
in tuning and increases amplification. 
Two-tone Turquoise with Ivory, Red with 


Ivory. Radio Only 19.95 
Battery, earphone, case ... 2.50 


TOSHIBA DISTRIBUTORS SERVING THE HARDWARE TRADE 
BOSTWICK BRAWN CUTLER HARDWARE CO. L. 4. KURTZ CO. 
Toledo, Ohio Waterloo, lowa Des Moines, lowa 
MILLER JACKSON 
Oklahoma City, Oklahoma 


PHILLIPS HOWRE. & SUPPLY CO. 
Anderson, South yg 


EDWARD K. TRYON C 
Philadelphia, Seiamtvente 


ACE HARDWARE DEPOT 
Dearborn, Michigan 


ALBANY a & IRON CO. 
Albany, New York 


WEED CO. 


CLARK HARDWARE CO. DRAKE HARDWARE CO. 
Nashville, Tenn. Burlington, lowa 


WALTER H. ALLENCO CORPUS CHRISTIE FAIRLANE DIST. 
Dallas, Texas Corpus Christie, Texas Billings, Montana 


BELKNAP ——_ - MFG. CO. CORPUS CHRISTI HARPER McINTIRE 
Louisville, Kentuck Corpus Christi, Texas Ottumwa, lowa 


BLISH, MIZE & ete COTTER & CO. KNAPP R VAN 


ZORKE HARDWARE 
& SPENCE 
Atkinson, Kansas Chicago, Hlinois Sioux City, lowa 


CAMP HARDWARE E! Paso, Texas 
A Indiana 


Want more facts? Circle 153, p. 105 


Buffalo, New York 
WICHITA HARDWARE 
Wichita Falls, Texas 
WOODWARD WICHT & CO. 
New Orleans, Louisiana 
GEO. WORTHINGTON 
Cleveland, Ohio 


2 Band 7 Transistor Models 
7TP-352S: AM/Short-Wave 


7TP-352M: AM/ Marine Band 
Both models feature pysh-button band 
controls, 2%" PM speaker, Ferrite core 
and external telescoping antennas. In 
Blue or Gray. Complete with battery, 
earphone and leather case. 39.95 


7 Transistor Hi-Fi 


Wall Radio Model 7TH-425 


A Toshiba original that revolu- 
tionized home radio design, No 
unsightly cords, wires or plugs. 
Two 3” PM speakers. Push-pull 
output. Gives up to 500 hours of 
reception on 4 “D” cell batteries. 
Black or White with Gold trim. II” 
in diameter. Complete with bat- 
s and mounting bracket. 


lz aaihial in ari “ne 

; Circulation Magazine 
LOOK © PLAYBOY © HOLIDAY 
. PORT ILLUSTRATED 
STRATEC 


} ' ES RL 
y . EVENTE ou o 8 NY 


Albuquerque, New Mexico 
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McGILL 


TRADE 
MARK 


7 MOUSE TRAPS 


PRE: 
BAITED 


.. - FEATURING A FLAVORED 
PLASTIC TRIGGER WITH 
AROMATIC “LOCKED-IN” 

BAIT SCENTS 


New pre-baited trigger offers special 
laboratory-tested lure scent XS-127 
that works like magic in attracting 
mice .. . scent will last indefinitely. 
Special jaw-type trigger will also hold 
additional bait if desired. Traps fea- 
ture easy-set, four-way action. 
Packed in eonvenient, self-service 2- 
PAC with large eye-catching capper 

. Stops traffic . . . builds sales. 
Your customers know about and want 
“BEST” Mouse Traps. . . now's the 
time to order your supply. 


METAL PRODUCTS 
M cG ak C OM PANY 
VMARENGO. ILLINOIS 
Want more facts? Circle 154, p. 105 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 105 


wood stock, adjustable rear sight, 
gun blueing on all metal surfaces. 
Also carries a 90-day unconditional 
guarantee. It’s priced at $12.95. 
Crosman Arms Co., Dept. HA, Fair- 
port, N. Y. 


Item 24 
Decorated candlewarmer set 


This Well & Tree candlewarmer 
set features a large Anchorwhite 
heat-resistant platter trimmed in 
22-K gold. Frame is finished in 


brass and has genuine walnut han- 
dies and two candle wells, complete 
with candles. Set is gift-packed to 
retail for approximately $4.98. Set 
No. W100/88. Anchor Hocking, 
Dept. HA, Lancaster, Ohio. 


Item 25 


Low-priced bow for archers 


Budget-conscious archers will be 
interested in the Ben Pearson No. 
958 laminated Fiberglas-and-wood 


bow retailing at $12.50. Featuring 
semi-working recurved limbs, the 
bow has a comfortable spiral-wound 
grip, double-loop Dacron string and 
plastic arrow rests for right or left 


\ 
% 
¢ 


Fj 


f 


/ 


hand shooting. The 5-ft bow is 
available in 20, 25, 30 and 35 pound 
weights at 26 in. Ben Pearson, Inc., 
Dept. HA, Pine Bluff, Ark. 


Item 26 
improved ball valve seat 


A nylon seating material has 
been added to the Petro ball valve 
line. Floating ball-type valves now 
feature interchangeable seats of 
Teflon, neoprene, buna-N and nylon 
to meet a broader range of needs. 
The nylon seat is rated at 2500 psi 
for 1-in. thru %4-in. size valves and 
2000 psi for l-in. thru 2-in. valves. 
Clayton Mark & Co., Dept. HA, 
1900 Dempster St., Evanston, Ill. 


Item 27 
Packaged sprinkler systems 


Rain Jet’s pre-packed assortment 
of flexible pipe and fittings is for 
underground sprinkler systems. 
Tee, ell, adaptor, couplers and % 
and %4 in. risers need no clamps, 
cement or threading, yet give leak- 
proof seal. Fittings are individually 
packed in plastic bags with instruc- 
tions. Flexible polyethylene pipe 
comes in 100 and 200-ft coils. Basic 





assortment consists of 37 fittings 
and 200 ft of pipe. Rain Jet Corp., 
Dept. HA, 301 S. Flower St., Bur- 
bank, Calif. 


Item 28 
Economy spincasting reel 

This Target spincasting reel, 
Model No. 990, is an economy model 
that features dual-range drag, mul- 
tiple line pick-up, and is easy to 
disassemble. Reel weight is 5% oz. 
Unit has star-type drag in handle 


to eliminate line twist. Also fea- 
tures case-hardened gears, is non- 
corrosive and withstands rugged 
use. Comes in black and silver, lists 
at $4.95. Langley Corp., Dept. HA, 
810 Euclid Ave., San Diego 12, 
Calif. 


Item 29 
Three flashlight lines 


Bright Star’s new flashlight and 
spotlight lines feature new design 
and detailing, improved perform- 
ance and popular pricing. Con- 
stellation 2-cell spotlight has multi- 
colored lens ring and switch, and 
chrome plated steel case, retails, at 
$1.15. Two Trailblazer models are 
available: Model 216, 2-cell, has 
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Marked at each foot... 








Eliminates Tedious 
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Measuring 














Here’s something new in Hardware 
Cloth that will save you time and money. 
Each foot is marked with an easily seen red 








spot on the selvage. No need for a tape or 





rule . . . just unroll and cut to desired 











length. Waste is reduced . . . no need to 





estimate amount to be cut. E-Zee measure 








is furnished in both woven or welded Hard- 








ware Cloth with the heavy galvanizing 








given all Sterling Wire Products. 
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HARDWARE POULTRY BARBED WIRE FIELD FENCE WELDED-WIRE 
NETTING FABRIC 


NORTHWESTERN 


STEEL AND WIRE COMPANY 
Since 1879 


Sterling, IMinois 
Want more facts? Circle 155, p. 105 
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3-way switch, chrome plated case, ltem 30 
retails at $1.70; Model No. 220 re- 
tails at $1.25. Starline group has 
four models, all featuring 3-way 
switch, prefocused beam, removable 
end cap and aluminized reflector. 
Models range from 2 to 5-battery metal boat hulls. Milled fiberglass 
types. Bright Star Industries, ogee is included for filling small holes 
HA, 200 Crooks Ave., Clifton, N. J. and gouges. Patches can be sanded, 


Epoxy resin repair kits 
These Patch-N-Putty repair kits 
are supplied with fiberglass cloth 


for patching wood, fiberglass or 





PRIMED WITH 
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Clayton Mark MITEY MITE shallow well jet pump 
packs more “sell” than any pump 
near its size—or its price 


If it sounds too good to believe—we can’t blame 
you. The Clayton Mark Mitey Mite is studded 
with features you’re unaccustomed to finding 
in a budget-priced pump. 

There’s the all-bronze impeller—built for a 
long, fuss-free lifetime. There’s an improved 
volute of molded plastic. It offers least resistance 
to free water flow. .. shrugs off abrasion and heat. 

For sure, easy priming there’s the Clayton : 
Mark Fast Priming Tube. You can also count Mitey Mite 
on the quality NEMA Frame Motor... depend Cottage System 
on its attention-free rotary shaft seal. And all these is complete: galvaniz- 
are standard with either 4 or 4% H.P. models. ed pressure tank, air 

Why sell less? Write Clayton Mark today volume control and 4 
for full specs and details. or % H.P. pump. 





Other pumps available from Clayton Mark: Submergible, 3-way Jet, 
Dual Jet, Pacer, Multi-Stage and Deep Stroke Pump. 


CLAYTON MARK 


AND COMPANY 
1900 DEMPSTER STREET - EVANSTON, ILLINOIS - U.S.A. 


Trews Snes weir SUPPLIES conourt nis: as TueNG AB-2535A 
Want more facts? Circle 156, p. 105 
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and can be used above or below 
water line. Junior Kit, Model PE 
175 (right) retails for $1.95; Sen- 
ior Kit, Model PE 200 (left) re- 
tails for $3.95. D. J. Peterson Co., 
Dept. HA, 538 N. 15th St., Sheboy- 
gan, Wis. 


Item 31 

Adjustable chain wrench 
Ridge’s utility chain wrench, 

Model No. C-12, can be adjusted to 

fit 42 to 4 in. pipe. It has ratchet- 

like action in either direction with- 


hia in ON, AONE 


out having to remove or refasten 
tool to change directions. Clearance 
required is 4 in. Handle and jaw 
are nickel-chrome plated. Handle is 
12%, in. Unit comes with 15% in. 
chain, and extra links can be added. 
Ridge Tool Co., Dept. HA, Elyria, 
Ohio. 


Item 32 

Industrial-rated grinder 
Dremel’s Moto-Tool, Model No. 

3, is an industrial-rated grinder 

that develops 27,000 rpm and sus- 

tains high torque under load. Motor 

is housed in shockproof bakelite 





and has 3-wire safety cord. Unit 
has collet capacity of 1/16, 3/32 
and % in., and accommodates all 
standard wheels and burrs. Weight 
of grinder is 18 oz. Price is $29.95 
with steel storage case. Dremel 
Mfg. Co., Dept. HA, Racine, Wis. 


Item 33 
New rib, sighting on trap gun 


A new rib and sighting plane 
design is featured on Browning’s 
superposed trap gun. The Broad- 


ai 


way has a barrel-wide rib, %-in. 
wide and 32-in. long for better 
sighting. The flat sighting plane 
extends from the rear of the re- 
ceiver to the muzzle. Browning 
Arms Co., Dept. HA, 1708 Wash- 
ington Ave., St. Louis, Mo. 


Item 34 
Greaseless gun spray 

Speco’s Gun Spray No. 1 pro- 
vides an invisible moisture-proof 
coating for guns. Stops fouling, 
protects guns against rust and cor- 
rosion. Gun Spray is packed in 
12-0z aerosol cans, 12 per shipping 


earton weighing 11-lb. Speco, Inc., 
Dept. HA, 7308 Associate Ave., 
Cleveland 9, Ohio. 


Item 35 
improved target rifle 

This Winchester Model 52D is a 
new version of the Model 52 target 


rifle. The rifle is single shot, cham- 
bered for 22-caliber Long Rifle 








ALIP-PAC" 


*Reg. U. S. Pot. Off 


the handy 


WASH 
assortment 
that sells 
itself! 


. Counting out washers, one by 

_ one, for dozens of customers in 
the average week means just 
one thing — you lose money in- 
stead of make money on this 
old Hardware staple. 


But with Wrought Washer’s 
_. clever Klip-Pacs, you simply 
-- hand customers the washers 

a they want — pre-counted and 

' packaged, each Pac stamped 

with its own size identification 
(3/16 to 34 bolt sizes.) 


Results: Better display... 
easier storage ... simplified in- 
ventory ... reduced loss and 
pilferage ... lower handling 
costs ... more attractive mer- 
chandise (all washers prewashed 
© and bright plated) ...and lastly, 
— more washer sales at more profit. 


order from your jobber 

Ask your jobber to show you Wrought Wash- 
er’s other self-merchandising packages: 
exclusive Mil-Pac Twins, Assortments and 
Single Tubes, Standard Shelf Packs, Bulk 
Washer Containers. 


WW /5/6061/HP 


2108 SOUTH BAY STREET, MILWAUKEE 7, WIS. 
SHeridan 4-0771 * twx MI 277 


Se WORLD'S LARGEST PRODUCER OF WASHERS 
Want more facts? Circle 157, p. 105 
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cartridges only. Comes in two 
styles: standard barrel, weighing 
about 934-lb, and heavy barrel 
weighing about 11-lb. Suggested 
retail price is $139.75. Winchester- 
Western Div., Olin Mathieson 
Chemical Corp., Dept. HA, 275 Win- 
chester Ave., New Haven 4, Conn. 


Item 36 

Refrigerator container set 
Loma’s 3-piece space saver refrig- 

erator set is made of clear styrene, 


and has a grooved star design on 
tight-fitting covers for easy nest- 


ing and stacking. Small container, 
4x 4x 2% in. deep, retails for 25¢. 
Larger container, 834 x 4144 x 2% 
in. deep, retails for 49¢. Retail price 
of set is 98¢. Loma Industries, 
Dept. HA, 3000 W. Pafford, Fort 
Worth, Tex. 


ltem 37 
Metal cleaner display unit 


One dozen free Samae sample 
packets and a 3-color counter dis- 
play unit is packed in each carton 
of Samae Instant Copper Cleaner. 
Display is 4-in. wide, 5-in. deep, 
7-in. high, and holds one dozen sam- 
ples. Additional sample packets are 
available to dealers for sales and 
special store events. Copper Clad 
Products, Inc., Dept. HA, 441 Clin- 
ton Ave., Newark 8, N. J. 
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Item 38 
Coffee filter display 


Tricolator’s coffee filter Profi- 
Tiers provides filters for all types 
of coffeemakers. Profi-Tiers display 


Ho more grounds in your cup! <= 
Tetcohaigh! =< 


rack can be used on floor, counter 
or wall, comes free with initial fil- 
ter order. Tricolator Mfg. Co., 
Dept. HA, Bellmore, N. Y. 


ltem 39 
Combination door lock 


This push-pull screen and com- 
bination door lock features tie-rod 
construction and one-piece pres- 
surecast handles. It has solid brass 
114%4-in. escutcheons and_ strike. 
Lock operates by simple push on 
inside handle or pull on outside 
handle. Designed for doors % to 
134-in. thick. Lock comes in bright 
brass, satin bronze or pigmented 


aluminum, and has locking button. 
Dexter Lock Div., Dexter Indus- 
tries, Inc., Dept. HA, 1601 Madison 
Ave., SE, Grand Rapids 2, Mich. 


Item 40 

Pitcher has gold embossing 
This insulated pitcher with gold 

embossing has a double walled con- 

struction that keeps cold drinks 

colder and hot drinks hotter. There 

is no moisture condensation. Avail- 


able in olive, coral and mustard. 
Individually boxed to retail at 
$3.49. Capacity is 2%-qt. Bur- 
roughs Mfg. Corp., Dept. HA, 3550 
Tyburn St., Los Angeles 65, Calif. 


Item 41 
Fiberglass water tanks 

Flint & Walling’s water condi- 
tioners feature a fiberglass tank 


that won’t rust, corrode, or crack. 
New model is fully automatic. 





Matching fiberglass brine tanks are 
included in the assembly. Flint & 
Walling, Dept. HA, Kendallville, 
Ind. 


Item 42 
Splash guard on tank filler 


This Perko gas tank filler pipe 
has a splash guard which directs 
(Continued on page 108) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


f 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more intormation on any ot the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
j a =i ry : i _ = *i ' j 
number on tne V/UICK Check rostcara below G mali. We pay Tne 
, 4 arr ; Y —mioct ll he +] ' 
postage as a service To reaaers. iOur request wii de prompriy passed 


on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the lercest listing of new items of any hardwere magaziae. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
jor you to keep posted by using this Free Quick Chack 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


ee Oe 
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More truth than poetry, and na- 
tional retail sales records prove it. 
Not just this year, but every year. 
And it will continue to be so. Why? 
Because for 68 years, the UNION 
name has been a symbol of quality. 
More than this, UNION gives your 
customers exactly what they want 

.. design and utility with a pur- 
pose—priced competitively with 
other lines. 

That’s why alert, profit-minded 
dealers stock the complete UNION 
line and get extra dollar voiume, 
extra profits in return. Why not 
you? 


48414 TACKLE BOX 


7817 MECHANICS’ 
TOOL BOX P 


41011 CASH 
and BOND BOX 


4U-12 
PARTS 
CABINET 


STEEL CHEST CORP. 


LEROY, NEW YORK 


UNIO 
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(Continued from page 104) 


spilled fuel over side. Filler is die 
cast in Zamak and finished in 
chrome plate. Threaded screw cap 
has 15 in. brass chain with hori- 
zontal bar attached to prevent loss 
of cap. Perkins Marine Lamp & 
Hardware Corp., Dept. HA, Box 
D, Miami 64, Fla. 


Item 43 
Tape and knife gift set 


Walsco’s tape and knife gift set 
contains a 50-ft Walsco flexible 
steel tape; 10-ft Walsco automatic 
pocket tape, and all-purpose cutting 
knife with five interchangeable 
blades. Larger tape has white en- 
ameled steel surface witin black nu- 
merals and blue leatherette-cov- 
ered case. Smaller tape has power 
return, chrome plated case. Set 
is gift boxed in black and gold 
striped package. Waterbury Lock & 
Specialty Co., Dept. HA, 203 Broad 
St., Milford, Conn. 


Item 44 
Rider with floating mower 

The Pow-R-Boy 300 riding 
mower has a full floating mowing 
unit that follows ground contour 
and minimizes turf scalping. Unit 
is powered by 5'4-hp Lauson 4- 
cycle engine with optional electric 
starter. Movement is controlled 
from one stick, and separate clutch 


and throttle control blade speed. 
Cutting height ranges from 1% to 
34%-in., and is set from control 


panel. Retails for under $400. 
Hahn-Eclipse Co., Dept. HA, 2000 
N. Sixth Ave., Evansville 8, Ind. 


Item 45 
Boat trailer lighting kit 


This lighting kit for boat trailers 
consists of a trailer stop and tail 
light and two turn signals, all with 
41%4-in. red lenses, and license and 


clamp-on brackets. All wires and 
plug-in connector posts are fur- 
nished. Suggested retail price is 
$11.50. Seiss Mfg. Co., Dept. HA, 
8856 Seiss Ave., Toledo 12, Ohio. 


Item 46 
Two chain saw models 


This Swifty chain saw is one of 
two new Bolens models. Fuel-pump 
carburetion gives peak efficiency 








in any position. Also has finger-tip 
control, throttle lock, automatic 
safety clutch, ring-design stainless 
steel sprocket. Bolens Thrifty (not 
shown) is a lightweight economy 
model with same features as the 
Swifty. Bolens Div., FMC Corp., 
Dept. HA, Port Washington, Wis. 


Item 47 
Play chair for infants 


This Kiddie Kuddle, Model No. 
0390, is lightweight, made of white 
linear polyethylene. It has five po- 
sitions, carrying handle. Special 


feature is 3 in. wide base for leg 
support and wide wing span for 
head support. Comes with wash- 
able pad, safety strap, crotch strap 


and toy. List price is $9.98. Den- | 


nis Mitchell Industries, Dept. HA, 
4424 Paul St., Philadelphia 24, Pa. 


Item 48 
Chrome-plated iron holder 


No. 714 Chromium plated steel 
iron holder keeps the iron safe on 
wall when not in use. It is 9-in. 
long and 4%4-in. wide. It is de- 


NATION - WIDE 
ACCEPTANCE 


.. « AND YOU DON'T BUILD THIS KIND OF ACCEPTANCE 
almost a century, UNLESS IT IS BASED UPON QUALITY LIKE 
STANDARD'S. A dependable quality recognized by the Metalworking 
Industry, and exactly the same quality found in STANDARD’S Hard- 
ware Line. 


HARDWARE DEALERS .. . Standardizing with STANDARD 
simplify invoicing . . . reduce paper work . . . win, and retain 
customers . . . by offering a Complete Line of ‘‘accepted quality” 
Cutting Tools. 
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signed so the iron rests on two 
ridges and can be hung on the wall 
immediately after use. Retails for 
69¢ (West 79¢). Comes with a 
four-color lithographed card illus- 
trating use. John Clark Brown 
Inc., Dept. HA, One Montgomery 
St., Belleville 9, N. J. 


Item 49 
Utility and pleasure boat 


This Hummingbird all-purpose 
utility and pleasure boat weighs 
46-lb, and is made of one-piece un- 


sinkable Vacucel. Boat has three 
wooden seats, insulated compart- 
ment under stern seat. Optional 
sail kit includes aluminum mast 
and boom, vinyl-sized nylon sail, 
centerboard, rudder and_ tiller. 
Basic boat will retail for less than 
$100, and with sail kit for under 
$175. Poloron Products, Inc., Dept. 
HA, 168 Hugenot Ave., New Ro- 
chelle, N. Y. 
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Item 50 
Tool box merchandiser 

This Kennedy Kits tool box mer- 
chandiser consists of tubular side 
frames, three 20-gauge formed 
shelves and a flat back panel with 


literature rack. Unit is shipped 
knocked-down, ready to be assem- 
bled. Takes floor area of 32 x 21 
in. Kennedy Mfg. Co., Dept. HA, 
Van Wert, Ohio. 


Item 51 
Bow, stern light boat kit 


Continental bow and stern light 
boat kit comes ready for installa- 
tion. The hardware is deeply 
chrome plated for beauty and long 
wear. The kit consists of one bow 
light, an adjustable stern light, a 


qs 


—— 


BOW < STERN LIGHT BOAT KIT 


TOM 
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pennant pole, a switch, four pigtail 
splicers, five cable clips and one 50- 
ft. coil of wire. Allan-Jervis 
Marine, Dept. HA, 325 Duffy Ave., 
Hicksville, N. Y. 


Item 52 
Non-stick frying pan 

Aluminum Specialty’s Teflon- 
coated fry pan, Model No. 1820-2, 
is omelet shaped, 14-gauge alumi- 
num, with a removable heat-resist- 


ant handle. Comes individually 
boxed with free wooden cooking 
spatula. Shipped six pans per mas- 
ter carton weighing 9 lb. Retail 
price is $4.95. Aluminum Specialty 
Co., Dept. HA, Manitowoc, Wis. 


Item 53 
Rasp-file combination tool 


This Stickleback Saw-Rasp, Model 
No. O-R, can be used as a file or 
rasp. Has both coarse and fine sur- 
face that works on plastics, for- 


mica, veneer, wood and painted 
surfaces. Tool is mounted on dis- 
play card, lists at 69¢. TEC Im- 
ports, Inc., Dept. HA, 15001 Califa 
St., Van Nuys, Calif. 


Item 54 

Wetting agent for sprays 
Wetonex liquid wetting agent 

can be added to diluted spray mix- 

tures of insecticides, weed killers, 

etc. Helps mixture stick to sprayed 
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® WOOD CUTTING ® METAL CUTTING 
© FIT ALL POPULAR SAWS 
® HANDY PACK 





Just what you need to get a greater share of the 
fast growing Sabre Saw blade business. High SPECIFICATIONS 
quality wood and metal cutting blades. Metal 
cutting blades are specially heat treated for NO. PURPOSE 
fast cutting and long service life. Blades are 
specially designed to fit all popular sabre saws. 306 Wood Cutting 6 








TEETH 
PER INCH 








Convenient multi-purpose package...two 310 
blades in a ‘‘Tulox’’ sleeve pack. Ideal ‘‘self- 
sell’’ packages for bin, counter or peg board 318 
display. Griffin blades are priced right, pack- 


aged right, designed right and the profit is 332 Metal Cutting 32 
right for you. 


Wood Cutting 10 





Metal Cutting 18 

















G. W. GRIFFIN COMPANY: Franklin, New Hampshire 


THE BEST IN BLADES SINCE 1880 
Sales Representatives - JOHN H. GRAHAM & CO. INC., 105 Duane St., N. Y. 8. N. Y. 
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surfaces and facilitates easier 
spreading. Coverage is thorough, 
run-off is retarded and weathering 


f SPatapea sTiCheh 
| Beacsese 


> ee Re 
7 ee ws 


minimized. One ounce treats up to 
50-gal of diluted spray solution. 
Comes in 2-oz bottle retailing at 
79¢, or 4-oz bottle retailing at 
$1.29. Hydroponic Chemical Co., 
Dept. HA, Copley 21, Ohio. 


Item 55 
Heavy-duty submersible pump 


Kenco’s heavy-duty submersible 
pump, Model No. 139-VTO, has a 
variable turn-on control for con- 
trolled pumping up to 18-ft. De- 
livers 8600 gallons per hour at 5-ft 
head, and 6900 gallons at 10-ft 
head. It’s made of cast bronze, has 
44-hp motor, watertight junction 


box, gasketed cover, watertight 
power cord and 100 ft of polyethy- 
lene tubing. Kenco Pump Div., 
American Crucible Products Co., 
Dept. HA, 1305 Oberlin Ave., 
Lorain, Ohio. 
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Item 56 
Grommet replacement kit 


This Handi Grommet kit can be 
used to replace grommets in awn- 
ings, tents, lawn furniture, etc. Kit 
includes inserting punch and die, 


hole cutter, hardwood block, brass 
grommets. Comes in 4, 5/16, %, 
7/16 and %-in. hole sizes. Grom- 
met refills, packed 3-doz per poly- 
ethylene bag, are also available. 
Lord & Hodge, Inc., Dept. HA, 22 
Evergreen Ave., Middletown, Conn. 


Item 57 
Religious grill insert 

This bronze medallion of St. 
Joseph, traditional guardian of the 
home, is designed for use with 
Peerless aluminum grilles. Medal- 
lion is 6-in. in diameter, is deeply 


embossed, requires no screws or 
bolts for installation. Peerless 
Grille Co., Dept. HA, 10-60 Utica 
Ave., Brooklyn, N. Y. 


Item 58 
Carded contact cement tubes 


Magic Contact Cement is now 
available in a tube-size packaged 
on plastic bubble cards. Cards list 
and illustrate typical uses in bond- 
ing wood, plastic, metal, rubber, 
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fiberglass, paper and leather. Tube 
holds l-oz of cement. Magic Iron 
Cement Co., Dept. HA, 14215 Caine 
Ave., Cleveland 28, Ohio. 


Item 59 
Pre-measured hardware cloth 
Redi-Mark hardware cloth has a 
pre-measured edge, clearly marked 
in color every 12 inches. It’s de- 
signed to save dealers time in 
measuring cloth, and minimizes lost 
profits due to measuring errors. 


Gilbert & Bennett Mfg. Co., Dept. 
HA, Georgetown, Conn. 


Item 60 

Home and auto lubricants 
Dealers can have a balanced home 

and auto lubricants department 

with Panef’s display card and rack 

assortment No. HM 6 x 12. Rack is 

12 x 18-in., made of heavy gauge 
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With eye appeal and buy appeal for Christmas shoppers, Weller tools have proved their sales 
year after year. A new Hi-Powered Sander and new Soldering Set have been added for extra 
Christmas sales this year. Order early ... and gain the advantage of the full selling season. And 
order enough... don’t be caught short. Weller Electric Corp., 601 Stone’s Crossing Road, Easton, Pa. 


Nearly 16 million messages will 
pre-sell Weller Tools this Christmas 


NEW Hi-Powered Sander NEW Soldering Set 
Sands twice as fast as any Weller 100 watt soldering Makes every kind of cut 
other sander at its price. gun plus solder dispenser through plywood, plastics, 


Safest sander onthe 95 tool. A $12.39 value. 95 etc. Lubricated for 95 
market. Model 77. +19 list Model WK81. *9 list life. Model 800. $14 list 


Weller “o> 3434s Dual Heat Soldering $795 All Weller Tools are Popular Mechanics and 
Sander. Model 700. list Gun Kit. Model 8200K. ~ list guaranteed 1 year. Popular Science 
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wire with silk screened meta! head- 
er. Lubricants come in plastic 
squeeze tubes on hang-up display 
cards. Assortment comes with 12 
each of six lubricants. Refills come 
in cartons of 12. Panef Mfg. Co., 
Dept. HA, 116 E. Walnut St., Mil- 


Item 61 
Fishing rod guides 


The Spiralite guide and top as- 
sortment No. 10 contains 20 guides 
and 8 tops packed in an attractive 
clear plastic compartment box for 


waukee 12, Wis. convenient storage and handling. 


These guides are to increase rod 
flexibility and keep flat spots at a 


BE STUBBORN INSIST minimum. A fine, durable grade 
ses of stainless steel is used. Allan 
i Mfg. Co., Dept. HA, 325 Duffy 

ON SUN RAY STEEL WOOL! 


Ave., Hicksville, N. Y. 
Don't accept ‘‘just any’’ steel wool, Mr. Dealer. Insist 
on Sun Ray’s high-quality, competitively-priced products 
every time you order! Sun Ray’s new, colorful, job-size 
packs encourage self-service and impulse buying. Cus- 
tomers appreciate the helpful information on every 
package . . . ask for Sun Ray again and again! Retailers 
report 4-time turnover, average 40% profit margin! Sun 





Item 62 
Quick-dry spray enamel 
Seymour’s instant-drying spray 


Ray supports your sales efforts with consistent mag- 
azine advertising . . Offers you newspaper mats, 
literature sheets and direct mail aids. Order Sun Ray 
from your jobber today, or write for free literature to: 
THE WILLIAMS COMPANY, LONDON, OHIO 


pack enamel makes color coding for 
lumber, mining and industry proj- 
ects quick, easy and economical. A 
specially designed marking spray 


head produces a narrow spray for 
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accurate coding control. Offered in 
eight colors. Lists at $1.09 for 11- 
oz size, $1.39 for 16-0z size. Sey- 
mour of Sycamore, Inc., Dept. HA, 
220 Lucas St., Sycamore, Ill. 


Item 63 
Safety hooks for cups 


These E-Z Safety Cup Hooks 
have a flat spring across opening 
to prevent cups from accidentally 
falling. Can also be used for small 
tools or key racks. Come in various 
colors, three hooks per card in 


TWIN PACK with 16 Layer-Built 
pads divides into two 8-pad pack- 
ages... 7 grades, 0000 to “3. 
3-IN-1 PACK holds 6 Layer-Built 
pads ... two each of fine, medium 
FlaleMeoel-16-1-me-4e-l0( 3-8 
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¥g-in. size, 25 cards per pack. Sug- 
gested retail price is 19¢ per card. 
Boxed nickel or brass hooks have 


suggested retail price of 5¢ each. 
Gries Reproducer Corp., Dept. HA, 
400 Beechwood Ave., New Rochelle, 
Ne 3s 


Item 64 
Electrical heating tapes 

This easel counter display fea- 
tures three each of 6 and 12-ft 
lengths of Line-O-Heat electric 
heating tape. Tapes can be used 
for homes, farms, trailers, and in 


. "a io " ayes T 
| LI WE-O-HEA art 
gneiss | a 


iP tiey 


bome ages 
. LIME-O-HEA 


industry. Tapes are individually 
carded on 121% x 17-in. board. Win- 
dow streamer is packaged with 
each display. Smith-Gates Corp., 
Dept. HA, New Britain Ave., Farm- 
ington, Conn. 


Item 65 
Safety chest for valuables 


This safety chest is the newest 
addition to the File-A-Way line. 
The chest is a handy, all-purpose 
safety file made of sturdy steel, 
complete with lock and key. Avail- 
able in grey, bronze and green with 


triple baked-on hammertone finish. 
Size is 54% x 5% x 12%-in. Unit 
also has a carrying handle, protec- 
tive bumper feet and one-piece full 
length hinge. Retails for $2.19. 
Litho Metal Products Co., Dept. 
HA, 32490 Lee Blvd., Cleveland, 
Ohio. 





Turn to p. 116 for new cost sav- 
ing store and warehouse equip- 
ment. 














A complete new line of 
Ratcheting Box Wrenches 











An ideal tool—the utility of .a box wrench with the PLUS features of a ratchet—for 
speedy work where space is extremely limited. Available in six popular wrenches—11 
separate openings. The four smallest sizes are especially designed with six point 
openings for a more positive grip where nuts and bolts are undersized or distorted. 
Brightly plated. 


6-PIECE SET 
5-PIECE SET Range 1%” to 7%”. 


Range 1%” to %”. | ce en cae This 6 piece set 
This five piece = © 4 ig covers the eleven 
set covers the ten Um 6 § | Bic, most popular sizes. 
most popular sizes eae ta Beautifully pack- 
on Puy aged in two color 
without duplicae <) @ Pati s reinforced, Vinyl! 
tion. Beautifully “WY * plastic kit. Each 
packaged in a ; =» wrench partition is 
Vinyl! plastic wrench sized for 
pouch. your convenience. 





See 





RATCHETING 
BOX WRENCH 
DISPLAY 


Another addition to 
the vast assortment 
of Indestro permanent 
displays. This Stand- 
ard Junior Panel—13” 
x 31”—will blend into 
your present Indestro 
display or would be an 
excellent addition to 


all tool departments. SERVATOOL DISPLAY 


A complete selection 

rie A complete and compact perforated 
ranging from Va to board dasten. Sabeorantty sdaptabte to 
Ye” are included in i” or 4” peg board, or solid sur- 
open stock—PLUS the faces by using the hanger bracket 
popular sets beautiful- provided (FREE) with each display. Dis- 
ly packaged in Vinyl play consists of the six most popetar 
plastic kits and wrenches—ranging in size from 1%” 


pouches. to 7%". 


Manufacturers of 
Duro-Chrome 


Hand Tools 
Division of Duro Metal Products Co. 


MANUFACTURING CORPORATION -— 
2649 N. Kildare Avenue * Chicago 39, Illinois UY? Power Tools 
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Stock these 
IRON CITY TOOLS 


for 75% of your heavy 


hand tool requirements 


Here are the Iron City Tools with 
the fastest turnover. Three of every 
4 calls for heavy hand tools are for 
one or more of these items. You 
can stock the weights listed with 
confidence — they'll move. 


No. 325-H 
DOU BLE-FACE 
SLEDGE 


4, 6 8, 10, 12 LB. 
most popular 


No. 63-E 
. EXTRA QUALITY 
QD WRECKING BAR 
, 24”, 30” 36” 
a Length 


- No. 63 
CARPENTERS ' 
WRECKING BAR 


= ~o, oe wes | 


No. 75 36” Length 
PINCH POINT 
CROWBAR 


18. 22 LB. 


No. 296 
CLAY PICK 
5. 6, 7, 8 LB. 


No. 289 
, CONTRACTORS' 
No. 430 PICK 


No 229-H 
NEVADA {Long Pattern) 


SQUARE HEAD 
mere Seapets WEDGE 


3, 4, 5 LB. 


IRON cmry TOOL WORKS, Inc. 


. BOX 791 ° WARREN, OHIO 
oe more facts? Circle 165, p. 105 
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Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 


and warehouse. 


Item 66 
1962 model light-duty truck 


Standard power plant in the Ford 
Falcon Sedan Delivery is the eco- 
nomical 85-hp six; optional is a 
more powerful 101-hp engine. Low 
loading height and an easy-to-op- 


erate tailgate are convenience fea- 
tures. Styling changes include re- 
designed fenders, hood line, grille 
and rear taillights, and new stand- 
ard and deluxe interior upholstery 
and trim combination in the cab. 
Cargo floor has full 800-lb load 
capacity. Engine operates on regu- 
lar fuel. Ford Div. of Ford Motor 
Co., Dept. HA, P. O. Box 608, Dear- 
born, Mich. 


Item 67 
Self-inking price marker 


This self-inking price marker 
features a smooth, short stroke that 
automatically inks before each im- 


For more details circle number, p. 105 


pression, and moves the band as- 
sembly straight down in a direct 
line to mark prices. Construction 
enables quick, clean change of price 
readings, and easy snap-out and 
snap-in of band assemblies. Garvey 
Corp., Dept. HA, 9804 Page Blvd., 
St. Louis 32, Mo. 


Item 68 
155 cu ft delivery truck 


The 1962 Dodge D-100 Town 
Panel delivery truck has an interior 
height of 53 inches and a load space 
of 155 cu ft. A 140-hp, inclined 6- 
cylinder engine with 225 cubic- 
inch displacement is standard on 
the 114-in. wheelbase unit. Double- 
wall rear doors open full-width to 
ensure easy handling of bulky 
items. An improved sealing tech- 
nique provides greater protection 
against the entry of air, dust and 
water. The unit is equipped with a 


solenoid shift-starter which is quiet 
and ensures positive cold weather 
turn-over. Dodge Truck  Div., 
Chrysler Corp., Dept. HA, 7900 
Joseph Campau, Detroit 31, Mich. 


Item 69 
Optional swivel seat 


Drivers have ready access to the 
170-cubic-foot load compartments 
of Volkswagen trucks equipped 





with this new swivel seat. Avail- 
able as optional equipment, the seat 
reduces operator fatigue and elimi- 
nates the danger of stepping out 
into traffic through the front street- 
side door. Use of seat also enables 
trucks to carry long cargoes such 
as ladders, pipes, etc., by running 
them through rear doors forward 
to the vehicles’ front walls. Volks- 
wagen of America, Dept. HA, 210 
Sylvan Ave., Englewood Cliffs, N. J. 


Item 70 


Color mixing machine 


The Jet Blender 11 color mixing 
machine can produce hundreds of 
custom colors with a minimum in- 
ventory. Its flexible two-part de- 
sign permits wide choice of ar- 
rangement, on counter-top or wall. 
Ten colorants are used to create 
precise shades, tints and hues in a 


variety of finishes, both interior 
and exterior. A mechanical device 
permits agitation of all colorants 
at once. Cost—$249. Martin-Sen- 
our Co., Dept. HA, 2500 S. Senour 
Ave., Chicago 8, Ill. 





Turn to p. 118 for a listing of 
new aids to help you sell better. 





FULLER 
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ASSORTMENT No. 30 


ORDER THIS RED HOT 
PROFIT MAKER TODAY 


Total of 21 bits, 3 each of the seven 
most wanted sizes. Each bit individ- 
vally carded and prepriced with 
FREE DISPLAY RACK 


DEALERS COST 


$520 per ASST. 


152-35 Tenth Avenue, Whitestone 57, N. Y. 
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TYPE 


WISSOTA’S 


Canada 
C.S.A. 
Approved. 


Skate Holder 
regular 
equipment 
is available 
separately. 


HORIZONTAL 


ELECTRIC SKATE 
SHARPENER 


HOLLOW GRINDS BLADE 
LENGTH OF RUNNER 
Vibration-free, satin smooth 
skate blade grinding. 
Attractively 
Priced 


NEW 


DIAMOND DRESSING 
ATTACHMENT fur- 
nished a“ grinder, 
produce ae- 
eurate iin on face 
of the wheel. 


Large 8” diameter 





WISSOTA LOW COST . . . TOP QUALITY 
SKATE SHARPENER 


MODEL SIOM GRINDS ALL TYPES OF SKATES 


Easily, aceurately sharpens hollew ground Hockey . 
ground Narrow Bla des. 
, com lete with 2 surface plates on which 
eavy Duty Motor. 7x 1% x %&” 
ix %” UB 5 for hollow 
for deep contour grinding. 


WISSOTA MFG. CO., MINNEAPOLIS 4 


ij 
grinding. 3 x | x 2” 


or Write. 
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It's the talk 
of the trapping trade 


ibear 


Since its introduction in 1957, the rev- 
olutionary Victor Conibear has be- 
come the “hottest” trap on many 
dealers’ shelves. These dealers are 
getting BIG sales, BIG profits, and 
BIG repeat business. 


Are you cashing in on the high profit 
margin of Victor Conibear traps? If 
not, learn the facts now about this 

= amazing trap. 








Victor Conibear # 110 has been field- 
tested and approved by professional 
trappers in the U.S. and Canada. 
Specifically designed for muskrat, 
mink, opossum, skunk, weasel, and 
similar size animals, the #110 was 
awarded a “Certificate of Merit” 
from the American Humane Associa- 
tion—the only trap ever so honored! 


Designed exclusively for mink, the 
Victor Conibear #120 guarantees a 
good, clean pelt every time! 


For beaver, otter, and similar size ani- 
mals, the Victor Conibear # 330 is the 
most effective trap ever developed. 


Ask your wholesaler for Victor Coni- 
bear traps. And for the most complete 
line of profit-making leg-hold traps, 
look to Victor, too. Your wholesaler 
will be glad to help you plan a com- 
plete Victor display. 


ANIMAL TRAP COMPANY OF AMERICA 

Lititz, Pa. . Pascagoula, Miss. 
Niagara Falls. Ont. 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 105 for your copy 


ITEM 85 — ELECTRICAL TAPE CATA- 
LOG—Shows the entire line of Slip- 
knot and Plymouth line of electrical 
tapes in full color. Newest prod- 
ucts are included in the 8-page 
book, as well as complete specifica- 
tions, ete. Tape Div., Plymouth 
Rubber Co., Inc., Dept. HA, Canton, 
Mass. 


ITEM 86— PRICE MARKING EQUIP- 
MENT BOOK — Illustrates and ex- 
plains Garvey’s complete line of 
price marking equipment and sup- 
plies. Contains full information on 
self-inking price markers, band lay- 
outs, inks, etc. Four new products 
are included. Garvey Corp., Dept. 
HA, 9804 Page Blvd., St. Louis 32, 
Mo. 


ITEM 87—FIREARMS FOLDERS— 
Three folders for counter give- 
away feature a different model 
Ithaca firearm. One describes the 
line of Featherlight repeating shot- 
guns, another the Deerslayer, a 
slug shooting shotgun, and the 
third the new Model 49 Saddlegun, 
a single shot .22 rifle. Available in 
quantities in blocks of 100 each. 
Ithaca Gun Co., Dept. HA, Ithaca, 
N.Y. 


ITEM 88—WIRING DEVICES CATALOG 
—This 96-page, 2-color catalog il- 
lustrates over 1500 electrical wir- 
ing devices, lamps and specialty 
products. Contains illustrations and 
full information. All products are 
grouped in categories, cross-in- 
dexed to facilitate quick and easy 
location. Underwriters’ Listings 
and Federal Specifications numbers 
are indicated. Eagle Electric Mfg. 
Co., Inc., Dept. HA, 23-10 Bridge 
Plaza South, Long Island City 1, 
Ms Bs 


ITEM 89 — BULLETIN ON CEMENTS, 
GLUES—Describes features of six 
different Magic Iron cements, glues 
and fillers. Uses and application 
information is given for Magic’s 
Tite-Grip White Glue, Contact Ce- 
ment, Epoxy Glue, Plastic Resin 


Glue, Iron Cement, and Water Put- 
ty. Prices are included. Form 
G8161E. Magic Iron Cement Co., 
Inc., Dept. HA, 14215 Caine Ave., 
Cleveland 28, Ohio. 


ITEM 90—HARDWARE CHAINS CATA- 
LoG—Catalog 603 is a new edition 
of Finger Tip Facts about hard- 
ware chains by American. Chain 
Div. The 16-page book serves as a 
handy reference guide to various 
types of chain, chain attachments 
and assemblies. Also contains con- 
densed descriptions and table of 
sizes, etc., with illustrations. Amer- 
ican Chain Div., American Chain 
& Cable Co., Dept. HA, York, Pa. 


ITEM 91—COLOR GUIDES FOR STEEL 
LOCKERS—Aids in color-keying steel 
lockers and shelving to plant, school, 
institutional or office color schemes. 
Standard guide contains samples of 
standard finishes available at no 
extra cost. The optional color-guide 
features samples of finishes which 
are available at slight additional 
cost. Penco Div., Alan Wood Steel 
Co., Dept. HA, 200 Brower Ave., 
Oaks, Pa. 


ITEM 92—-RUG SHAMPOOING STUFFER 
—Promotes American’s new Golden 
Clean shampoos for wet shampoo- 
ing and a dust free dry cleaner. 
The reverse side shows rental 
equipment in use and tells how easy 
it is to use. Two other stuffers are 
also available. One explains how to 
scrub rugs with the Golden Clean 
shampoo, the other how to booklet 
covers the wet shampooing of rugs. 
American Floor Machine Co., Div. 
of American-Lincoln Corp., Dept. 
HA, 518 S. St. Clair St., Toledo 3, 
Ohio. 


ITEM 93—WATER SYSTEMS CATALOG 
—Contains information on Red 
Jacket domestic, Farm Submerga 
pumps, Big-Flo Submerga pumps, 
jet pumps and other power and hand 
pumps and water conditioners. 
Price list pages for each model are 
inserted into same section with 





catalog pages in the loose-leaf bind- 
er. Tabbed dividers separate sec- 
tions. Red Jacket Mfg. Co., Dept. 
HA, Box 270, Davenport, Iowa. 


ITEM 94—SHELF HARDWARE FOLDER 
—An 8-page catalog featuring a 
complete line of brackets, stand- 
ards, pilasters and other shelf hard- 
ware. Also includes reply card for 
information on shelving standards 
and brackets, packaged shelf 
bracket kits, pilaster and clips, 
builders’ hardware, display hard- 
ware, display storage units. Harry 
Sall & Co., Dept. HA, 968 N. 8th 
St., Philadelphia 23, Pa. 


ITEM 95—TAP EXTRACTOR BULLETIN 
—Walton has a bulletin describing 
its new series of tap extractors. 
Bulletin includes chart of sizes and 
prices, order suggestions and terms. 
Walton Co., Dept. HA, Box 5, Elm- 
wood Branch, Hartford 10, Conn. 


ITEM 96 — MOWER-TILLER CATALOG 
—This 20-page illustrated catalog 
shows a full line of Turfmaster 
power mowers, riding mowers and 
tillers. Also features a lightweight 
power scythe with hoe, trimmer, 
saw and pump attachments. Dille 
& McGuire Mfg. Co., Dept. HA, 
Richmond, Ind. 

ITEM 97— PLUMBING SPECIALTIES 
CATALOG—Contains 28 pages of il- 
lustrations and descriptions for the 
Reed-Cromex line of plumbing 
products. Some of the products 
shown include lavatory legs, towel 
bars, utility showers, and bathroom 
accessories. Printed in two colors. 
Reed-Cromex Corp., Dept. HA, 
15757 Euclid Ave., Cleveland 12, 
Ohio. 


ITEM 98 — WEATHER INSTRUMENTS 
CATALOG — Full color catalog has 
complete information on Airguide 
weather instruments. Items fea- 
tured include barometers, thermom- 
eters, relative humidity indicators 
and combination instruments. Air- 
guide Instrument Co., Dept. HA, 
2210 Wabansia Ave., Chicago 47, Ill. 
ITEM 99—RELIEF VALVES BULLETIN 
— Describes and illustrates 11 
Mansfield relief valves. Also has 
handy chart summarizing valve’s 
uses, sizes, etc. Mansfield Sanitary, 
Inc., Dept. HA, Perrysville, Ohio. 
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Now —a silk-smooth, lustrous new finish to increase sales! iy 
' ’ 


~Blu-Krome” finish prevents rust, resists corrosion and tar- 
nish, wont chip, peel, crack or flake. Available in Proof 
elale Me >) >) oie Grol] Mi @ialolia Mm, Mmm @tolsi td col] (MR oleld-Mielatliiimelale Mela 
reels. “Blu-Krome” finish also available in welded and 
weldless chain assortments on reels with famous Campbell 


aaledmealelale lite) ae 


Get Complete Information from Your Campbell Wholesaler, or Write Direct. 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Pa. © West Burlington, lowa e Union City, Calif. 


WAREHOUSES: Medford, Mass. + Atlanta, Ga. - Dallas, Texas 
Chicago, Ill. - Portland, Ore. - Seattle, Wash. - Los Angeles, Calif. 











increaset 
jrotits 


...the reward when you stock 


dixie, deluxe, 


Reel hand and 
self-propelled mowers 


Finger-tip 
throttle and 
clutch controls 


4-cycle engine — 
2.0 HP Briggs 
and Stratton 


Trouble-free 
belt idler 
clutch 


Bail bearing 
type reel bearings 


Sectional 
rollers 
for easy 
turning 


Cutting heights 
from 56” to 2” 


10” tires YY gosh 
for maximum TE 
traction £ 


Designed for years of service and 
trouble-free performance. You'll 
have faster turnover and greater 
profits with this fast moving Dixie 
Lawn Mower. Be sure to see your 
ee] 0) dalr-lslemmelt-jugiel lice am iela@m.i--] mne)s 
Rotary Mowers 


y—- MAIL THIS COUPON TODAY! = 
Southland Mower Co., Selma, Ala. 


Please send full details of the Dixie Deluxe 
and Garden Pride self-propelied power and 
push mowers. 


Name 





Firm 
Street 
City Zone State 
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Home-built display supports lots 


of hose. boosts self service 


Garden hose is shown and stored out of way but sells 


better because customers compare values, help selves. 


Rn 


Display invites price and quality comparisons. 


In many hardware stores, garden hose display is a real problem. 

Too often various sizes and grades are mixed in high piles, for 
lack of space prevents orderly displays. Such jumbled arrays give 
customers little opportunity to compare quality, size, and price. 

Not so at I & G@ Hardware, Los Angeles. The owners built a 
heavy wooden rack of scrap lumber. The rack was made to lean 
against a wall, wherever wall space was available. 

On each of the three tiers of the rack, four 1 in. wooden dowels 
were mounted. Each dowel holds three to six coils of garden hose, 
depending on length and weight. Upwards to 70 coils of hose can 
thus be shown, face out for comparisons of price and quality, on 
the unit. 

Customers compare values and select their hose without aid, 
when the store is busy. The unit can be moved quickly, whenever 
display changes dictate relocation. 





Extensive directory proves best 
to control self-serve traffic 


Customers can locate 100 categories with ease; 


are given new ideas during busy days and hours. 


Ken Ross calls his big, new store 
directory a “good investment, the 
best silent salesman I have ever 
found.” 

This Denver, Colo., dealer recent- 
ly turned his store into an almost 
full selfserve setup. And quickly he 
found a problem with customers 
who were unable to find what they 
wanted on busy days and hours. 

Several experiments were tried 
in directing traffic but Mr. Ross 
settled on the super-market system 
of using numbered display areas. 
He went this idea one better by 
repeating the numbering on a 20- 
ft directory hung high for all to 
see. 

“This is better than smaller 
individual signs and markers. They 


ee 
Mae 


can be mighty hard to read unless 
the viewer has perfect vision,” Mr. 
Ross says. 

The 5 ft high directory is painted 
boldly in green and white. It can 
be read easily from far across the 
store. It entails 115 different prod- 
uct categories. 

Mr. Ross’ customers have made 
it a habit to pause and check the 
directory, even when they. know 
where they are going. It points 
out new sections and changes, and 
serves generally as a memory jog- 
gler. 

“Every department in the store 
has benefitted from our $25 in- 
vestment in the directory,” Mr. 
Ross says. 


Directory spots locations for 115 items and sections in store. 























Increaset 


...the reward when you stock 


Gixie, deluxe, 


and 
Garden pride, 
Rotary push and 
self-propelled mowers 


en Neutral 


drive 
Speed control 


control 


plated 
\ handles 


| nn rome 


Easy X . 


Briggs or 
spin Clinton 
starter 3 HP engine 


Graffoil 
bearing 

stee! wheels, 
rear 8”, frt. 7” 


Mulcher / / 


14 Ga. 
steel base 


\4 Cutting 
heights, 
1 to 3 in. 


boon Air 
lift blade 


Outstanding in design, trouble-free 
in performance . .. and engineered 
for maximum safety. This is your 
Southland mower. Safety sells. And 
you sell more when the push and 
self-propelled mowers you sell are 
Dixie Deluxe, the cast aluminum 
line, and Garden Pride, the steel 
deck line. Increase your profits with 
the fast moving Dixie Deluxe and 
Garden Pride rotary lawn mowers 
See your Southland distributor for 
Rotary or Reel type lawnmowers. 


r-MAIL THIS COUPON TODAY! 


: Southland Mower Co., Selma, Ala. 
Please send full details of the Dixie Deluxe 
and Garden Pride self-propelled power and 
push mowers. 


Name 





Firm 
Street 











SS re 


i City ~ Zone State 
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ANOTHER NEW 


MONEY-MAKER 
by Bridgeport 


So 


ANOTHER NEW 


MONEY-MAKER 
by Bridgeport 


Bridgeport 


CUSHION GRIP 


SCREWDRIVER 
DISPLAY-DISPENSER No. 2703 


Here's What 
You Get! 


37 


CUSHION 
GRIP 
SCREWDRIVERS 








The finest 
screwdrivers 
ever made! 


NEW! 
Patented 


(U.S.A. Patent 
No. 2871899) 


INTERLOCKED 
‘Tongue & Groove’ 
Handle... 
Cannot slip, 


slide, twist or Hey 


come off! om 


EYE-CATCHING 
SELF-SELLING 
4-COLOR DISPLAY 
WORTH $5.00 


FREE 


WITH ORDER FOR 
ONE NO. 2703 DEAL 


MR. DEALER—Here’s just what you need to 
cash in on the tremendous popularity of 
Bridgeport CUSHION GRIP Screwdrivers! 
it's a complete Cushion Grip Screwdriver de- 
partment in one striking display-dispenser! 
You get 21 of the most popular styles 
and sizes — regular points and genuine 
Phillips points, and a sales-making display 
Free with the deal! 


ee 
LY 


TOTAL RETAIL 
VALUE 


DEALER COST 
DEALER PROFIT $4 s*- 


You can't go wrong with top quality Bridge- 
port CUSHION GRIP screwdrivers! They're 
tested and enthusiastically acclaimed by 
mechanics and home craftsmen for their 
EXTRA TURNING POWER, SUPER COMFORT. 
ABLE GRIP, BLISTERPROOF, UNBREAKABLE 
HANDLES, and CHROME PLATED BLADES! 
So start making big money on Screwdrivers 
now! Order Deal No. 2703 from your jobber 
or write: 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP. 
Bridgeport 5, Conn 


Subsidiary of PURQLATOR 


Poa wei. to, MC. 
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Complimentary note is 


credit sales booster 


A Rhode Island dealer has found 
a productive way to make inactive 
credit accounts come to life again. 

How? By using a sticky-back 
reminder, glued to each monthly 
statement. 

All statements of charge ac- 
count holders which come up with 
a balance due of “$0.00” are 
brought to the attention of the 
manager. He checks the account 
record. If no charges have been 
made for more than the current 
month, he affixes the 254 x % in. 
label, which states: 

“YOU DON’T OWE US A 
CENT. We hope you will use your 
charge account this month.” That’s 
all the reminder says, and it pro- 
duces. 


Customers who have not been 
in the store for months suddenly 
realize they have a good and im- 
mediately-usable account in the 
store. They are flattered by being 
reminded that they are prime ac- 
counts. 

This dealer has not measured 
exactly the response to his little 
reminder. 


‘ 


“All I know is,” he says, “as 
soon as I send out a batch of such 
reminders I begin to see faces in 
the store that I haven’t seen in 
ages.” 


Wanted: Norvell’s “40 
Years of Hardware” 


Do you have a copy of Saunders 
Norvell’s book, “40 Years of Hard- 
ware” on your shelves? Many 
years ago this book was widely cir- 
culated among hardware men. 


Now HARDWARE AGE gets peri- 
odic requests for a copy of Mr. 
Norvell’s work. Unfortunately, the 
book has been out of ~rint for some 
time and copies seem to be quite 
scarce. 


If any reader has a copy he is 
willing to sell, a note to the Editor, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, will be appre- 
ciated. The reference will be kept 
on file until such time as the next 
request for Mr. Norvell’s book is 
received. 
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GALAXY OF GIFTS BY LIBBEY 2 


Cocktailer set and decanter. Gayest excuse for a party yet— Server Set. Shimmering with frosting, glimmering with 22K 
this sparkly new decanter with 4 matching cocktail.glasses! Each piece gold leaves—here is the famous Golden Foliage pattern in a graceful 
is “studded” with multi-colored diamonds. And the gift-boxed set— plastic-capped shaker and 4 sturdy little cocktail glasses. 
with gold-spangled stirrer—costs only about $5.00. Gift-boxed, the Server Set is a wonderful buy at only about $3.50. 





Sugar & Creamer Caddy Set. These bright little bubbles are 


Snack Rack. You wanted it...and here it isi—the newest called a sugar and creamer but think what wonderful “sauce-pots’’ 


SCRIBOR to the Golden rotage CORBCUOR. Le via niae. Canes a they'll make, too! All aglitter with Golden Foliage, they come with their 
brass-finished caddy make a fine hold-all for fixings like dips, nuts and own brass-finished caddy. Gift-boxed, only about $3.50. 


olives. Gift-boxed, the whole set costs only about $3.50. Hostess Pitcher. What hostess could resist this pretty 


little Golden Foliage pitcher for table or bar! It comes with a bright 
brass-finished handie—detachable for easy wash-ups. And the price 
is so low, you'll want 2 or 3. Gift-boxed, each is only about $1.20 


Libbey national advertising pre-sells for you 


Your customers and prospects will be seeing this colorful advertisement 
in the November issues of Better Homes & Gardens and McCall's 





BITE... that’s what CRESCENT and CRESTOLOY pliers 
have! They’ve got the bite it takes to tackle every big and 
little job your customers will find for an all-around tool like a 
plier. CRESCENT pliers take a big bite out of competition, 
too, because they’re made better... right from the start. 

CRESTOLOY pliers are forged from special alloy steel... 
then electronically hardened for lasting strength. Precision- 
fitted joints assure perfect jaw alignment and smooth opera- 
tion under long, hard usage. 

Every CRESTOLOY plier is factory tested for ease of cut- 
ting, correct tempering, and strength...then individually tagged 
to indicate that it meets or exceeds the rigid specifications. 


Perfect balance and well shaped handles make them 
easier to use. And their appearance is in keeping with their 
superb performance . . . handsomely finished with polished 
heads and gun metal handles. 

The line of CRESCENT and CRESTOLOY pliers is one 
of the world’s most complete. There’s a plier for every cus- 
tomer need ... in a variety of patterns and sizes. All have 
the perfection of design and workmanship that have made 
CRESCENT tools the symbol of craftsmanship for over half 
a century. 

Ask your jobber about the complete CRESCENT tool 
line, soon! 


Sign of the drtisan Symbol of Excellence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, 
Want more facts? Circle 174, p. 105 A 
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JAMESTOWN, NEW YORK 
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GERING DELUXE 
REINFORCED HOSE 


Strongest workhorse of all! _ 


3-ply, close-weave... 
indestructable nylon 
tire cord 
construction. 


GET FULL PROFITS...SELL THE FULL GERING LINE! 
* Award-winning product and packaging * Dept. of 


Another Sales FIRST from GERING! 


— COIL SPRING | 
“SHOCK 
1 ABSORBER" 


A real sales clincher 
at no extra cost! 





\ — 
\ . 
\e ¢ es 
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Gering helps you stay ahead in the race to give 
your customers more for their money! This new 
coil spring “shock absorber” at the faucet end 
positively prevents pinching and the resultant 
loss of full water flow. There’s no water pressure 
loss — even with a hose pulled tight to reach the 


—_ 
Cn 
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Commerce Seal of Quality Specifications * Con- Ay’ deepest corners of the yard! It’s on the '% in., 


tains Miracle L.P.A. Booster with ultra-violet inhib- 


| 


54, in. and % in ID sizes of Gering’s Deluxe 3-ply 


itor for better performance * Unconditional ye Reinforced Garden Hose. And it’s an extra cost 
guarantees ° Nationally advertised , free feature to sell, too! 


%, 


Durability Pius! / " Guaranteed “ 


rigid :rormar teh A Good Housekeeping 


40 au™ 
me’ 45 aoventisto 1 


LAWN SOAKER- 
SPRINKLER—Soaks 


and sprinkles at division of STUDEBAKER-PACKARD CORP.., 


the same time! 
Kenilworth, N. J. 








COIVMBIAN “this Christmas" Wy 


pl All-American gifts 


for All-American men! 
* S-SSs> ocr 


A Aluminum Levels 
4 vial...No. 4524 6 vial...No. 6524 


Rugged, top quality, die cast at real bargain prices. Solid set 
<? e acne catseye metallic-sealed vials protected on both sides by heavy 


wQ glass lenses. Moisture proof. Individually packed. 
s —T 
r?) - 
-) 
¥ 
1 
ee - ne somo K Die cast aluminum. Streamlined, thin contour. 1 plumb, 1 


level, 1 45° vial. Bottom precision grooved for aligning pipe or 
° shafting. 9 x 1% x % in. wide (at widest point). Fits pockets. 


S58 4." Sere 


‘= $America’s finest workshop 
@ J vise. Popular features like chan- 
~ nel steel beam, cold-rolled steel 
screw, replaceable heat-treated 
steel jaw faces, permanent pipe 
jaws ... make them sell easily 
and profitably. Finished in rich 
Columbian red. 


es 
6h * SSA SOS 
j Gyro-Vise No. 73' = . 


A No. 339 Aluminum mii Level 





turns in complete circle 


Ideal for the hobbyist or home 
craftsman ‘‘who has everything.” 
Works in any position... at any 
angle. For carpentry, sanding, saw- 
ing, plumbing, tool sharpening. . 
every home job. Columbian red. 


COIUMBIAN a world’s finest VISES and LEVELS are COIUMBIAN 


fo meet PTT 
made in U.S.A. ...sold by wholesalers everywhere. your every need! 


THE COIMMBIAN VISE & MFG. CO. Cleveland 4, Ohio 
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Back to school 








| 
i 


Pump distributors are apt 


students at Deming School 





They came to study theory, construction, | 


and product knowledge of water systems. 


Many Southern distributors sent pump and water 
systems’ specialists to Jacksonville, Fla., recently. 
It was the scene of the first of a series of large-scale 
Pump Hydraulics Schools for distributors, being 
held in the field by the Deming Co., Salem, Ohio. 

At Deming’s Jacksonville warehouse, distributor 
students had a broad curriculum. It covered theory 


One of many Deming pump classes is conducted by as- 
sistant sales manager, Jack Klein. 


of pump hydraulics, pump and water systems’ con- 
struction, pump application and installation. 

Deming’s Pump School Dean Glen Everett, and) 
assistant sales manager, Jack Klein, trekked from the 
home office to run things. Their assisting instruc- 
tors were Ken Spear and Clarence Townsend, Dem- 
ing representatives; Bob Daleen, general manager 
of the firm’s local warehouse; and Ernie Harold. 
warehouse service manager. 

Other such regional schools are planned to op- 
erate around the country. 


| 
| 
| 
if 
| 


| 
| 
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__ Shoppers like their attractive cleanliness—like the 
_ way they display bracts, ficial Mapnetes, if 
_ you want the benefit of de pende 


Sp merenpest fot your 
| film. 
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Don’t take our word for it 
—try anew RIGAID Flar- 
ing Tool! See if you don’t 
get smoother, stronger, 
more uniform flares... in 
less time and with less 
effort than ever before! 
Then, compare this new 
Ritaip Flaring Tool, 
feature-by-feature, with 
any flaring tool you’ve 
ever sold or owned: 
+ Feed releases automati- 
cally when flare is fully 
formed. ® Reversing feed 
screw burnishes flare. ® 
Hardened steel die bars 
are precision-machined. ® 
Large, comfort-grip feed 


~ 


Bea New..and the Bect my 


screw handle turns easily. 
® Precision-ground, hard- 
ened steel flaring cone, 
eccentrically mounted in 
precision bearings, pro- 
duces rolling action for 
even metal flow . . . gives 
uniform flare walls with- 
out galling. © Tubing hole 
sizes are clearly marked. 
® Easy sliding rugged 
malleable yoke serves as 
stop for tubing to give 
correct flare size. ®@ Yoke 
clamp screw fits into 
centering hole . . . locks 
bars, yoke and tubing into 
perfect alignment. @ Stop 
pins keep yoke on die bars 
at all times... yoke can’t 


3 MODELS: 
Riel No. 457 for 45° flares, “e"’ to %”’ O.D. (7 sizes) 
RIGZBib No. 459 for 45° flares, “"" to %"" O.D. (9 sizes) 
RIAD No. 376 for 37° flares, 4" to %”’ O.D. (6 sizes) 


For sure sales, stock and sell these new RITZAID Fiaring Tools. You'll 
want one for your service department, too. Call your Wholesaler today! 
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JOHN J. BOHNING, 
first vice-president and 
director of purchases for 
the Geo. Worthington Co., 
wholesaler at Cleveland, 
Ohio, celebrated his 50th 
year of service to the 
hardware industry Sept. 
19. Mr. Bohning began his 
career with Worthington 
as an order clerk in 1911 
at the age of 16. After 
World War I service he be- 
came a buyer of electrical 

products and in 1938 became electrical department 
manager. In 1948 he became company general 
manager. Mr. Bohning was elected to the board 
of directors in 1935. In 1949 he was elected to his 
present post. In addition to this post, Mr. Bohning 
is a director of Schaberg-Dietrich Hardware Co., 
Lansing, Mich., a Worthington subsidiary. He is a 
member of the Rotary Club and Chamber of Com- 
merce and was formerly a board member and vice- 
president of Cleveland’s Lutheran Hospital. His 
son-in-law, Robert Doddy, heads the Carborundum 
sales division at Worthington. Mr. Bohning’s hob- 
bies are golf, bowling and barbecuing. To cele- 
brate Mr. Bohning’s 50th year with the firm, a 
dinner attended by 140 members of the firm’s An- 
niversary Club was given in his honor. N. F. 
Luekens, Worthington president, presented him 
with a diamond service pin. 





PIONEER LINE 
Astwl “Vinylite KUSHION> KOATED 
KITCHEN At0S WIRE KITCHEN AIDS 


THRIFTY SHOPPERS 





Feature These Extreme Values! 


| 
Want their money's worth! a 


PLATE STORING RACKS 
7 No. 750 — 10%” x 6” Small 


. No. 7000 — 21” x 6” Large 
DINNERWARE STOR/FGE RACK 


No. 208 — 17%” long, 9” Deep, 


PLASTIC DRAIN A TRAY 
Hi-Impact Styron 
No. 400 — 21” x 14” x 12” 


DRI-ALL DISHDRAINERS 
No. 2800 — 17” x 1342” x 52” 
No. 3750 — 18” x 15” x 6” 


PROTECTORS 


No. 149 — 1342” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 


DISHDR AINERS 
No. 109 — 17” x 13’ x 3%" 
No. 119 — 17” x 13” x 4” 


Send for complete Catalogue today or contact our local representative. 


ARTUWIRE COLANHONS UNG. SUFFERN, i. Y. 


Want more facts? Circle 179, p. 105 





LET’S GO FISHING WITH 








Daglons 


DAY OR NITE FLOATS 


at no extra cost 


Now the famous Green Cap ROD-TIP 
ACTION fishing floats in LUMINOUS 
plastic for either DAY or NITE fishing 
means greater VALUE, PROFITS, 
SALES for YOU at NO EXTRA COST. 
Pre-priced for your convenience! 
Available in size range from 1” to 
24%” Diameter. 
3 doz. ea. of 
#ORN1” 2 doz. #3RN 1%” 
#1RN1%” 1 doz. #4RN 2” 
#2RN 142” 
Ask your jobber to 
see the brand new Day or Nite 
Counter Display #2412. 


DAYTON BAIT & MARINE 
PRODUCTS COMPANY 


2701 South Dixie Drive + Dayton 9, Ohio 
Want more facts? Circle 180, p. 105 
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New Tubing Cutters 


RIE&ID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size Vs” to 24%” O.D. Capacity 


Your customers will find these new lightweight 
but strong RiI@aip Tubing Cutters extra-handy 
on every job. Slight push or handle of large-size- 
range Ritaip No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed . . . always feeds 
into tube with easy handle turn. . . can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 
copper, brass, aluminum tubing and thin-wall con- 
duit . . . no burr. Grooved rollers give easy flare 
cut-offs without tubing waste. Tubing always 
turns freely on 2 of 4 Rollers. Rollers smooth tubing 
ready for soldering. Fold-in reamer always handy. 
Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


Conform to Fed. Spec. GGG-C-77 1b Type 11—Class Il—enclosed feed mechanism 


Protected Feed Screw 
Always Easy-Turning 
Ye" to 1%" O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
FRIIZAID Tubing Cutters today! Your Wholesaler has them! 


Want more facts? Circle 181, p. 105 
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Genuine 


CAL-DAK 


for quality 





Fiber glass *‘Dynasty”’ Tray 
shape**. Handsome, handy, 


with 6% more serving area EXCLUSIVE ‘‘clipless trays’’ 
that wrap firmly around frames, 


N E VY allow tray tops to be used as 


large, yet light, serving trays 
Cal-Dak exclusive Space-Saver 


Roll-A-Rack*, now with smart 
Teele Mm e-3¢-1141-) ae oy] amel-imsle-ldisle 


Patterns to suit every home. 
Luxurious, colorful, ultra 
smart, in fiber glass, metal, 
King and Queen sizes 


> fog BE) A 
Tapered-leg styling gives 
the graceful, slim-line look 
of fine furniture 


A complete range of set NEW Roll-A-Server Set featuring four 


styles in a full range |B tray tables on a Roll-A-Rack and sep- 
of prices from arate, matching hostess cart that 


$12.95 to $37.95 folds to store 









































Cooperative 
advertising 
materials: 
catalog pages, 
ad mats, 
glossies, 
electros NEW Serv-A-Cart Set. The wheeled 


hostess cart holds all four folded tray 
tables when not in use 








Contact your jobber for details on 
this greater-than-ever Tray Table line 


*Patented U.S. Pat. No. 2,919,809 / Design Pat. No. 188,195 /**Pat. Pending 


Manufacturers of Work-Saving Quality Housewares and Juvenile Products 


SALES and EXECUTIVE OFFICE: 2525 Military Avenue, Los Angeles 64, California 
Want more facts? Circle 182, p. 105 
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ooke 


for a dealers’ library 





“How to Sell by Telephone” is a 
32-page booklet to help retailers 
boost volume through tested tech- 
niques of telephone selling. Topics 
include: Your service or your prod- 
uct; hot canvas prospects; select 
your sales force; train your sales 
force; seven steps to the successful 
call; the prospecting call; hot can- 
vas round up; selling the retail 
trade; your retail prospects; typical 
retail situations; seven retail spe- 
cials; turn telephone inquiries into 
sales, and reviving inactive ac- 
counts. Cost of booklet is $1, post- 
paid. Available from Book Div., 
Emerson House, Box 370, Downers 
Grove, Ill. 


“The First Two Years: Problems 
of Small Firm Growth and Sur- 
vival” is the second book in the 
Small Business Research Series, re- 
porting results of a study made by 
Brown University. Covers growth 
and survival problems of 81 small 
businesses located in the Provi- 
dence, R. I., metropolitan area. 
Available from Superintendent of 
Documents, Government Printing 
Office, Washington 25, D. C. Price: 
$1. 


“1540 Questions and Answers for 
Electricians” has two values to 
dealers. It is first, a prime source 
of product knowledge for specialists 
in electrical sales. Secondly, it has 
resale value in the hardware store, 
especially as part of an electrical 
goods’ display. The knowledge in 
this book has impact through a 
question and answer format, with 
multiple choice answers. More than 
60 groups of questions and answers 
cover all major categories such as 
electrical vocabulary, codes, safety, 
measurement; and all major prod- 
uct lines such as motors, trans- 
formers, and switches. This self- 
testing text is helpful to teachers, 
professionals, and home craftsmen. 
Available from Arco Publishing 
Co., 480 Lexington Ave., New York 
17. Pages: 180. Price: $3. 














SPARK 


CHRISTMAS 


WITH THE 
NEW DELTA 


Gifts FOR SPORTSMEN 


16 beautiful electric lanterns, 
from $1.79. 


FOR YOUNGSTERS 
more than 3 dozen smartly 
styled bike lites and horns, 
from 95e«. 


FOR BOAT OWNERS 
quality marine lites and horns 
priced to sell, from 98e. 


Write for Literature 
Why 


Lose Sales? 


Order a dozen or more 
Deitas for fast Christmas 
selling 


Want more facts? 


THE LITE 
EVERYONE WANTS! 


al 


-_ 








MODERN, ALL-NEW DELTA 


LESS 
BATTERY 


America’s most wanted lite! Brilliant red 
flashing light on top for car emergencies. 
Nite-splitting spot beam for around the 
house, hunting and fishing. Handy rotary 
switch lets you “dial” the lite you need— 
spotlite, flashing red lite, or both together. 
Tripod legs permit level positioning on 
rough surfaces. Hang it or set it on the han- 
dle and point the spot beam where you 
need it. See the Starfire at your Dealer's! 


Piercing spot 
lite. Brilliant 
flashing red lite. 


Point the spot 
beam where you 
need it. 


Hang it any- 
place. 


For 50 years Delta has been the leading manufacturer 
of quality electric lanterns. Select your next lantern 
from the many models made by Delta. 

Write for free Fisherman's Calendar. 


Delta iii 


DELTA ELECTRIC COMPANY 
207 W. 33rd Street, Marion, Indiana 
Circle 183, p. 105 
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STATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, AS AMENDED 


BY THE ACTS OF MARCH 3, 


1933, JULY 2, 1946, AND JUNE ll, 


1960 (74 


STAT. 208), SHOWING THE OWNERSHIP, MANAGEMENT, AND CIRCULA- 
TION OF 


HARDWARE AGE, published bi-weekly 
at Philadelphia, Pa., for October 19, 1961. 

1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Leonard V. 
Rowlands, Chestnut & 56th Sts., Philadel- 
phia 39, Pa.; Editor, William A. Phair, 
Chestnut & 56th Sts., Philadelphia 39, Pa. ; 
Managing Editor, E. Barringer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa.; 
Business Manager, None. 

2. The owner is: if owned by a corpora- 
tion, its name and address must be stated 
and also immediately thereunder the 
names and addresses of stockholders own- 
ing or holding 1 percent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If 
owned by a partnership or other unin- 
corporated firm, its name and address as 
well as that of each individual member, 
must be given. 

Owner: Chilton Company, Chestnut & 
56th Sts., Philadelphia 39, Pa. Holders of 
more than 1 percent of the capital stock 
outstanding of Chilton Company: Mary 
M. Acton, 260 Sycamore Avenue, Merion 
Station, Pa. : Mrs. Beulah Fahrendorf, 
Chateau LaFayette, Scarsdale, New York: 
Charlotte M. Gray, The Buchanan, 160 
East 48th Street, New York 17, New 
York; Dorothy S. Johnson, Bankers 
Trust Co., 5th Ave. & 44th Street, New 
York, N. .; Kimberton Hills Farms, 
Inc., 1608 Walnut Street, Philadelphia, 
Pa.; Mabel P. Myrin, 1608 ‘Walnut Street, 
Philadelphia, Pa.; Mary M. Acton, Sur- 
viving Trustee U/W/O Clarence A. Mus- 
selman, Dec’d, c/o R. F. Irwin, Jr., 2318 
Packard Blidg., Philadelphia, Pa., Bene- 
ficiaries, Mary M. Acton and David Acton; 
J. Howard Pew, 1608 Walnut Street, 
Philadelphia, Pa.; J. N. Pew, Jr., 1608 


Walnut Street, Philadelphia, Pa.; Mary 
Ethel Pew, 1608 Walnut Street, Philadel- 
phia, Pa.; C. Sly, 415 East 52nd 
Street, New York 22, N. Y.; Alberta C. 
Sly, Executrix U/W/O Frederick S. Sly, 
Dec’d, 415 East 52nd Street, New York, 
New York, Beneficiaries, Albert C. Sly, 
Alberta C. Sly, and John E. Sly; Soleil 
Farms, Inc., 1608 Walnut Street, Phila- 
delphia, Pa.; Steere & Company, c/o 
Girard Trust Corn Exchange Bank, Phila- 
delphia 2, Penna. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) None. ; 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting: also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and conditions 
under which stockholders and _ security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was 38,- 


047 
LEONARD V. ROWLANDS 
Publisher 
Sworn to and subscribed before me this 
lith day of September, 1961. 
James Miades 
My commission expires June 11, 1962. 








Zinsser shellac finishes for 
a convenience-minded public 


J papee BIN: 
| PRIMER 
237.153 | 


 TIMSSER., 
: 


B-1-N PRIMER- TRIMLAC®—the all- 


SEALER® — primes, 
seals and kills 
stains all in one 
coat, saves hours 
of painting time, 
dries ready for fin- 
ish coat in 45 min- 
utes. 


.- AND FOR PROFIT-MINDED DEALERS: 
Three items fair-traded for your protection. Superior shelf life . . 


in-one-day finish 
that gives natural 
or stained wood 
paneling a waxed, 
hand-rubbed look 
— without rubbing 
or waxing. 





B U L L . E Y E@ 
READY-TO-USE 
SHELLAC—in wide- 
mouth cans. No 
thinning. Full in- 
structions for 
home user on the 
container. 


BULLS EVES SPRAY 
SHELLAC — the all- 
purpose clear 
spray. Use for 
worn floor areas, 
stair treads, arts 
and crafts. Ideal 
for sealing plaster 
patches. 


sold only through paint and hardware stores. 


. reduces inventory 


problems. + BACKED by national advertising in AMERICAN HoME, POPULAR SCIENCE and 
AMERICAN PAINTER AND DECORATOR »* 


FREE ““How-To-Do-It” Folders available for 
your consumer trade. « FULL INSTRUCTIONS on containers . 


.. save your selling time. 


WM. ZINSSER & CO. 


Offices and Factories at 


S516 West S9th Street, New York 19, New York 
319 N. Western Avenue, Chicago 12, Illinois 
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Motion displays make 


floor traffic curious 

Eye-catching motion is a definite 
merchandising asset, reports Al 
Linke, Linke Hardware Co., Lake- 
wood, Colo. 

Mr. Linke recently invested in 
three moving-shelf display cases. 
Custom-built for merchandising of 
small items, the cases have been 
doing an excellent job of selling 
cutlery, sporting goods items, novel- 
ties, and giftwares. 

One case, as shown, faces the 


front door of the Linke store. 
Transistor radio batteries, small 
electrical parts, gift suggestions, 
can openers, locks, and small flash- 





ez oa OE 


 * BULLS EYE 
‘SHELLAC 


For Fine Floors 





HE ALA PURPOSE BLacs 


ZiNSSER 





BULLS EYE BLACK 
GLOSS® — the all- 
purpose interior 
black gloss. Quick- 
drying, tough, flex- 
ible. Ideal for hard- 
ware, wrought- 
iron furniture, grill 
work, base boards. 


BULLS EYE® SHEL- 
LAC — standard 
weight in easy 
pouring oblong 
can, the first 
choice of crafts- 
men and top pro- 
fessional floor fin- 
ishers. 





NEW LOWER SELLING PRICES’ 


ON GENERAL ELECTRIC CHRISTMAS 
LAMPS THIS YEAR! 


*Suggested 


AND...your profit margin is UP, TOO! | oe -_ 


Don’t wait! Order now to cash in. 


( aewennn gcc 


CHRISTMAS LAMP® 


NO. 915 
FLOOR 
DISPLAY 
holds 915 


COUNTER lamps... 


DISPLAY 
features 3 
“bread and 
butter” types. 


New prepacked G-E displays *°o" 


@® Give you sellout balanced stock in minimum space 


7 fast-moving 
types. 


@ Save you order planning time @ Cut set-up time 


@ Easy to put where traffic will boost sales ... simple to 
restock. 


Also in floor displays with larger stock for larger stores. 


New 100-lamp G-E sealed cartons 


Come in C6, C72, D14, DI5, -_ FILL BINS AND COUNTERS FASTER, 
D26, D27... solid or ca since carton can easily be held at 
assorted colors. . \ counter or shelf. Handy units also PLAY UP NEW 


for back-up stock. LOW PRICES 


SAVE TIME on broken package orders, 
since 100-lamp sealed carton is quick 
to check. And unit quantities fit most 
less-than-case needs. 


MAKE EXTRA SALES... by showing 
more types ... newer G-E lamps 
your customers want. (Be sure to 
order D15 Transparent... featured in 
LIFE and over 300 Sunday newspapers 
magazines this Christmas... to reach 
2 out of every 3 families!) 





A bargain-type display like this on 
big-selling General Electric C7% 
will help you add impulse sales. 
Good idea for other sizes, too! 











Remember: 3 out of 4 domestic Christmas ‘amps sold last year were G-E! 


Based on figures published by U. S. Dept. of Commerce 


GENERAL @@ ELECTRIC 


Want more facts? Circle 185, p. 105 
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lights are typical of the merchan- 
dise shown on the 18-in. white plas- 
tic shelves which rotate from down 
the front of the case. 


The shelves are suspended at 
each end on bicycle chains, turn- 
ing over nylon sprockets. Each 
shelf requires just 20 seconds to 
make the entire circuit. With the 
small electric motor turned on, the 
continuous parade of shelves is a 
fascinating sight to most store vis- 
itors. 

These units have had a lot to 
do with a sharp pickup in impulse 
sales. Particularly affected has been 
cutlery, from multi-purpose jack- 
knives to fine hunting knives, which 
are displayed in the case at the 
self service checkstand at the left. 

Another unit of equal size, ro- 
tates alongside the first, to display 
sporting goods items such as fish- 
ing tackle, lures, reels, scalers, rolls 

AY | y T 1p of line, and parts for fishing rods. 

l 4 y “Motion has been particularly 

_ valuable since it makes people shop- 

SND Di ?) H INK | ping in the store give some thought 

y I y d | 4 to items which they might other- 
wise not notice,” Mr. Linke says. 

. “For example, we are selling 
that QIVves You more cutlery than at any time in 
: the past. This is because shoppers 

ray 4a G4 who would not glance at the cutlery 
BO | ii OU A A | | . ; case unless they were in search of 
a pocket knife, ham slicer or some- 
T thing similar, are attracted to the 
AAN I> moving display. They develop an 


interest in a piece of fine cutlery. 


iH We are selling many more utility 
ta C Ik knives and hunting knives as 
J md gifts.” 
| y A touch of the button stops any 
of the shelves at any desired posi- 
tion, and a broad door with a lock 
(the units are theftproof) makes 
There’s real profits in tap and die | it possible to reach in and get any 
selling when you stock the best item which the customer wants. 
line for your customers... and 


for you. Minimum investment HARDWARE HUMOR 








with Ace No. 196 Self-Seller 

(top photo). . .complete stock all 
popular sizes and accessories. 
Left, famous Ace Deluxe 

Super Set. Ask your wholesaler 
or write direct. 


Adtamon High Speed Steel Drills 
are equally great tool values. 


DWEA 
7 abt R ke 


Ask your wholesaler about Hanson's Special! Christmas Promotion 
Was 


HENRY ee HANSON COMPANY | “TIL get your paint, but first I'm 


25 Union Street, Worcester 8, Massachusetts | gonna sell you a pair of glasses.” 
| Want more facts? Circle 186, p. 105 
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SELLS ON SIGHT 
FAST TURNOVER 
QUICK SELLER 


FAIRGATE 


‘DEALER PROFIT INCREASES 
*CONSISTENTLY WITH 
- FAIRGATE SMALL DISPLAYS 


THE FAIRGATE RULE CO. 


aolUeMe i iL lene Bilaaleehiol mas. mace) ammmvept. HA 








Want more facts? Circle 187, p. 105 


FOR THE RENTAL CUSTOMER 
WITH SMALL JOB, 
HOME OR 
WORKSHOP 
NEEDS... 


tA. _ Campbell-Hausfeld 


PRESSURE 
MAID 


Portable 
Paint Sprayer 


Complete with gun and hose... 
ready to spray, outperforms, outlasts all others in its 
price class! Displaces 4.7 CFM .. . delivers over 
2.2 CFM at 40 psi! 


Write for complete line catalog CH-200 now! 


The Campbell-Hausfeld Co. 215-) Railroad Ave., Harrison, Ohio | 


OF) 8 ad =) yy Od os OOO) oe od oe 
Want more facts? Circle 188, p. 105 





Worth its Space 


“Sales of steady-moving 


VISE-GRIP tools 


WELLMAN ac Mm Uilimelelilel(-ve 
with this new 
display” 


says SEYMOUR SORASHEVSKY 
Paterson Hardware and Paint 
Torrance, California 


You'll figure you’ve hit pay dirt. This neat little 
display moves VISE-GRIPS in a big way... 
delivers the goods on sales while you’re busy with 
other trade. Yet, it doesn’t ““hog”’ wall space (it’s 
only 14” wide). Self-serve designed, it holds the 
complete marked and priced VISE-GRIP line. 
All your customers will remember this compact 
display rack in SATURDAY EVENING Post, LOOK, 
FARM JOURNAL, etc., for 61. Order yours now. 
Just write direct, or ask your jobber, for your 
free VISE-GRIP display. 


1. Requires a mini- 
mum of space (only 
14” wide). 


2. Easy to put up. 
Fits on peg board or 
wall space. 


3.Features the 
complete Vise-Grip 
line. 


4. Prices and mod- 
els are clearly in- 
dicated. 


5. Bright yellow 
and black with 
easy-to-read sales 
message. 


PETERSEN MFG. COMPANY 
Dept. HA-10 © DeWitt, Nebraska 


Want more facts? Circle 189, p. 105 
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Shopper-Stoppers 
To Up Your Profits 


...Anchor Brand Safety Hardware 


Try a colorful display box full of “the 
latch that locks itself” on a counter and 
watch it sell itself out. This gravity- 
operated latch appeals for farm, home, 
ranch with its promise of security, easy 
operation. 


Enjoy increased sales, too, by stock- 
ing Anchor Brand’s rugged cattle lead- 
ers, calf weaners and bull staff snaps. 
They have the quality construction that 
is wanted by handlers of livestock. 


Check with your jobber for a complete 
stock of Anchor Brand hardware that 
catches a customer’s eye —to your profit. 


NORTH Riess 


Manufacturing Company 


New Britain Connecticut 


New York * Boston * Philadelphia * Atlanta * Jackson (Miss.) 
West Palm Beach (Fia.) © Rochester (N. Y.) * Pittsburgh 


Detroit * Chicago * Minneapolis * St. Lovis © Dallas 
Los Angeles * San Francisco * Seattle * Montreal * London 


No. 5319 Cattle 
Leader With 
Hook, cast mal- 
leable iron, 8” 
overall 


No. 52 Cattle 
Leader, cast mal- 
leable iron, 
3” x 54%” 


Calf Weaners 
No. 1 No. 2 
Small, Medium, rge, 
for calf for yearling for cow 


No. 5334 Bull Staff Snap, 

cast malleable iron, ” long, 
includes 3 feet of chain, 3 screw 
eyes and one ring for end of 
chain. (Pole is NOT included) 


Want more facts? Circle 190, p. 105 
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Lottoc 


from Hardware Age Readers 





Hardware humor 
Dear Editor: 


Your article on “hardware hu- 
mor,” page 324 in the Sept. 21 is- 
sue was interesting. The mother 
around my house would have been 
misunderstood. 

We learned a long time ago that 
paint paddles will outlast yard- 
sticks by 2 to 1. And this is an im- 
portant statistic when you have 
six children around the house... 
and she does! 


Yours truly, 
A constant reader 


Editor’s note: The reader’s letter 
refers to a report of a housewife 
who bought yardsticks to keep her 
youngster out of drawers, by slid- 
ing the sticks through handles. The 
dealer selling the vyardsticks 
thought the woman used them on 
her son’s anatomy. 


Buyers and PAs 


Dear Editor: 

There is a lot of difference be- 
tween a purchasing agent and a 
buyer. 

The p.a. may be working for 
a manufacturer, a contractor, or 
for a federal, state, or municipality 
agency. In every case he is buying 
for USE and not for resale. With 
properly drawn specifications, the 
lowest bidder should get the order. 
There are robot machines today 
which would automatically and im- 
partially select the best supplier, 
if they were fed the specifications 
and the price quotations. Some 
day many p.a.’s may be replaced 
by machines of unerring judgment. 

The wholesale buyer is entirely 
different. His job is to buy a 
finished product for resale at a 
profit. There is just one prime 
consideration: Can I resell the 
product at a satisfactory margin 
and in sufficient volume to make a 
worthwhile profit for the house? 
It it obvious that the buyer’s cost 





THE ’62 LINE /S 


... featuring 5 rotaries, 2 reels, 1 rider, 3 tillers, and 
an edger/trimmer ... and every model with at least 
two new major refinements in construction or opera- 
tional advancements. That’s the quick look at the 
1962 Atlas-Aire line ... the finest mower line we've 
ever built. 


And even better is the story about jobber-dealer 
profits. Full margin as always ... eariy season dis- 
counts ... full line of dealer aids with promotional 
“smackeroo” ... aggressive advertising and mer- 
chandising to “pre-sell” the brand and line. 


THE FINEST EVER 


Prices on Atlas-Aire are the kind you’d hate to sell 
against ... yet there’s no narrow margin squeeze. 
Jobbers and dealers always have the edge from the 
Atlas-Aire policy ... full margin even at the com- 
petitive prices. And when the occasion calls for the 
sharpest kind of merchandising effort...the Bellaire 
price-free promotional models stand ready to put 
both jobber and dealer in a strong position to ride 
out price battles without getting hurt... but making 


a profit instead. 


/ ATLAS TOOL & MANUFACTURING CO. 


Ht gf 


FOUNDED IN 1926 
5147 NATURAL BRIDGE BLVD. e 


ST. LOUIS 15, MOQ, 


~~ 
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| 
| 
| 
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is a secondary matter, if the one 
prime consideration is met. 
There are of course secondary 


_angles for the buyer to consider. 
| Here are a few of them. 


(1) Has the offered line of 
products been boiled down to essen- 


| tial offerings of volume sellers so 


HAS THE NEW FLETCHER BALL 
BEARING GLASS CUTTER BEEN 
SO SUCCESSFUL? 


that practically all of the market 
can be served with a moderate 
_ investment? 


BECAUSE it is not an untested experiment. It has 
been carefully designed, engineered and _ thor- 
oughly tested before being released. Compare it 
with any cutter for smoothness and service. A 
break-down test will prove its long life. This cutter 
can be bought with confidence. 


PUTTY KNIVES 


FLETCHER has a quality line of knives in all 
popular price brackets. Sizes range from 114” to 
2” with either stiff or flexible blades. To top the 
field in display, these knives are mounted on mod- 


(2) Does the manufacturer offer 
good display packaging and factory 
paid local dealer advertising so as 
to build more traffic and insure 
repeat stock turnover? 

(3) Is the supplier a substantial 
company with an assured future 
so that year after year the buyer’s 
company will continue to reap the 
profits from the increasing repeat 
business that is bound to come 
when they have established a satis- 
factory brand in their market? 

(4) Does the supplier have a 
fair and liberal trade policy that 
is proven by years of performance? 
Do they always stand back of their 
trade and never fail to “hold the 


ern 4-color cards. bag” if there is any trouble? 


(5) Does the supplier sell price 
cutters who may piratically ad- 
vertise a product to retail at your 
dealer cost? Or do they take a 
firm stand and refuse to sell price 
cutters and to insist that their 
trade make a fair and most essen- 
tial profit on every product they 


supply? 


WALL SCRAPERS 


FLETCHER has a matching line of Wall Scrapers 
for every Putty Knife. Sizes range from 3” to 5” 
with either stiff or flexible blades. The same type 
of 4-color display cards are used to expedite 


Yours truly, 
Sales at the retail level. 


Tom Russell, 
president 
Wrap-On Co., Inc. 
Chicago, Ill. 


WOOD SCRAPERS 


FLETCHER Wood Scrapers range in size from 
1” to 244”. All models are now constructed for 
instantaneous blade release. Like the Putty Knives 
and Wall Scrapers, the Wood Scrapers are mounted 
on 4-color display cards. This colorful array of 
merchandise will sell. 
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AND MANY OTHER GLAZIER'S, PAINTER'S AND HARDWARE TOOLS 


FLETCHER Visit Our Booth No. 557-559 R.P.W.D.A. Show 


BRISTOL, CONNECTICUT 
CANADA: 217 KING ST. E. TORONTO °* EXPORT: 111 WALL ST., N. Y. C. 
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Here’s how Gibson-Homans helps me move handi-gard!” 


Russell T. Reed, Springville Cooperative Elevator Co., Springville, lowa 


“Promotion gets shelf action in this business,” states Russell 
T. Reed, Springville, lowa, hardware dealer. “That’s why 
handi-gard Aluminum Coating is one of my top money- 
makers. Gibson-Homans Company supplies me with colorful 
mailing pieces, brochures, sample cards, counter displays, 
window banners. And they carry the Alcoa label, a national 
symbol known to all my customers.” 

handi-gard Aluminum Coating (both colored and bright) 
is one of the quality coatings made with Alcoa® Pigments. 
Aggressively merchandised by the industry’s most alert 
manufacturers, these lines also get the added impetus of 
Alcoa’s national magazine and TV advertising. 

We're reaching a big market. Coatings like handi-gard 
find no end of roof and siding applications—on composi- 


Wartcoa ALUMINUM 





PIGMENTS, PASTES & POWDERS 


tion, asphalt shingles, stucco, masonry and metal. If you're 
not stocking colored and bright aluminum coatings, call 
your supplier today. 

Alcoa does not make aluminum coatings, but we will 
be happy to refer you to reputable manufacturers who do. 
For our informative booklets, please send the coupon. 


Entertainment at Its Best ALCOA PREMIERE 
with Fred Astaire as Host ... Tuesday Evenings, ABC-TV 
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Aluminum Company of America 
1755-X Alcoa Building, Pittsburgh 19, Pa. 


Please send your free booklets: 


[]) Painting With Aluminum In Color 
[) Aluminum Roof Coatings Make Time Stand Still 


Name _ 








Company _ 





Address . 





City se) RD ei 
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Capacities to 24,000 gph’ 
< Models from 7; to 20 HP! 


DEMPSTER 





SUBMERSIBLE 


WATER SYSTEMS 


It’s the big pump story for 1961—the 
rocketing sales of Dempster Sub- 
mersible Water Systems! Dempster 
submersibles are the natural leaders, 
because of their wide range of sizes— 
from 14 to 20 HP, their big capacities 
—to 24,000 gph, their extra-depth 
performance—down to 900 ft.—and 
the big Dempster advertising and 
promotion in leading farm and water 
system publications. 


DEMPSTER SUBMASTER is the system 
for new homes and replacements, be- 
cause of its ease and economy of in- 
stallation and maintenance, its ample 
pressures (up to 60 lbs. or more) and 
high capacity (to 2000 gph). Operating 
efficiently at depths to 750 ft. in wells 
of 4” or larger diameter, Dempster SUB- 
MASTER systems are available in a 
complete range of models from 4 to 
3 HP and with single or 3 phase motors. 
Sectional unit construction and specially 
designed Dempster motor control box 
make servicing easy with standard tools 
and parts. 


DEMPSTER TURBINE BOWL 
Submersibles for large agri- 
cultural or industrial instal- 
lations are for wells 5”, 6”, 
7” or larger diameter, down 
to 900 ft. Sizes range from 2 
to 20 HP. With capacities to 
24,000 gph, they are ideal for 
deep well irrigation. +» Glass- 
lined rust proof and abrasion 
resistant bowls; dynamically 
balanced and vibration-free 
s-mi-open bronze impellers, 
and water-lubricated bearings 
that never need oil, are out- 
sianding features of the 
Dempster Turbine Bowl Sub- 
mersible. 
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Write today for Free illustrated 
Folder and details of the valuable 
Dempster Franchised Dealer Plan. 


MILL MFG. CO. 


Home Office and Factory — 
Branches: Beatrice, Nebraska 


Kansas City, Mu. Sioux Falls, S. D. Omaha, Neb. 
Denver, Colo. Oklahoma City, Okla. Amarillo, Texas 
San Antonio, Texas | Des Moines, la. 
Want more facts? Circle 194, p. 105 
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Here's What This Trademark Means To You 


6 CHICAGO” Ae 


THE LEADER SINCE 1905... 


FIRST with Skaters 


FIRST with Dealers 


THE COMPLETE LINE SATISFIES 
EVERYONE 


Sidewalk Skates for indoors and outdoors 


Skates for Toddlers ¢ for juniors ¢ for teenagers and 
oldsters . . . heavy duty skates ¢ rubber tire skates, 
triple tread steel skates. 


Rink Shoe Skate Outfits ... there is a skate for every 
purse, every purpose. Regular skates, dance and figure 
skates, racing and hockey skates. 


A new convertiblade changes roller skates into ice 
skates and back again. 


It All Adds Up To MORE PROFIT—FASTER, STEADY TURNOVER 
CHICAGO ROLLER SKATE CO. 


4456 W. LAKE STREET CHICAGO 24, ILL. 
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- Diseriminating 
hone handy-lnen 


ALUMINUM 


Will not warp... will not rust. 


SUGAR PINE 
Seasoned to prevent warpage 
and free of imperfections. 


Sand’s-Craft levels offer a type attractively priced 
for the home handy-man. Profit-minded dealers find 
these economy levels turn over fast, have wide margins, 
and build tool buying traffic through the store. Stock 
up today. Sold only through wholesalers. 


H-5-661 
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Human curiosity is 


proven traffic lure : ®,_ THIS MERCHANDISE IS MADE IN AMERICA — 
Many dealers have learned how : = YOUR CUSTOMERS ARE AMERICAN — 
to make the most of human curiosi- BUY AMERICAN PRODUCTS — 
ty. In display window stunts, this 7" SUPPORT YOUR CUSTOMERS OR THEY CAN’T SUPPORT YOU! | 
idea takes three forms. You can 
use any of the three to stop out- | Qo AT LAST! 
side traffic in large numbers. | 


The first form is the purposely : . < Sheare 
misspelled word. Ne ae . \ 

A key sign in your window has "ARENTS) Pe ef LC if 
a simple word misspelled, apparent- | —- 3 : ust 


ly by accident. Passersby notice it, | Ke , - (with a coin) 
stop, look again. Some will come ng wi 

in to tell you about it. All will rN | A simple twist with a 
pay more attention to your window \ coin makes MICRO- 


TENSION Shears feel just 
than normally. The one and ont i. right . . . makes thie 


A second and similar idea is the MICRO-TENSION ’ . cut just right on thick 
sign that is “accidentally” placed ADJUSTMENT Ege } materials or thin. For 


. ; neater cutting and greater 
upside down in your window. You (Patent Pending) comfort, women prefer 


immediately will see passersby | Exclusive on Ss y Deluxe eng 
crane their necks in trying to see | DELUXE — : 
what the sign says. More exposure 


to window displays is bound to re- 
sult. 
The “men only” or “women 
only” peephole idea always draws Y * 
attention. This third form of traffic 5 


stimulation works best i ll \ A 
. ea eee The Best Scissor \" wa. 4% Line For You! 
windows. = 


The entire window is covered : : ; 
with the exception of the peephole. 7s wae “om ) DISPLAY AND SELL 
If the sign above the peephole says . an ' pocartmens Cram DELUXE KLEENCUT SHEARS 
“men only,” you can rest assured : i a WITH THE COMPACT 
that most of the peepers will be —6wdhDD oars Vow Can Ade . COMPLETE SHEAR DEPARTMENT 


women, and vice-versa. % | | | : 

Other dealers who want to fea- a | ‘NA I Display Deal No. 1907 
ture special items in the peephole | | [i i A A HB) You Get 48 pairs (4.pr. each of 12 
Se ee eet. 4 . | , 1a assorted sizes & styles) 
signs say “don’t look,” or “look at | i, A 


VALUE 


HARDWARE HUMOR — ~ DEALER | 635 
DELUXE KLEENCUT SHEARS ARE ALSO oe COST 4 


HARDWAPRPPE AVAILABLE ON ATTRACTIVE SELF- 


& SELLING DISPLAY CARDS. es “ALE x 4945 


LOOK AT THESE SALES—M*" 4G 
DELUXE KLEENCUT FEAT) .€S: 


e Best looking © Quality 
finish available guaranteed 
anywhere! e Every pair tested 
e Hand ground and inspected 
a \ blades e Down-to-earth 
DZ | omen . ° Big. ioe ry tame 
| No. 1903 (above) 6 pr. all nickel. Contoure 
. Retail $2.50 handles 7 
= ‘\ a No. 1905 Same card and ass’t. as above Order DeLuxe Kleencut from your job- 
"4 yh Veg » with black enameled handles. Retail $1.79 ber now or write: 


v ING 
D 
A We Ts THE ACME SHEAR COMPANY 
4 ~ iat 1.41016) 440) see ae) i. ° BEDFORD, P.Q.,. CANAC 
“One minute, Fred” rude > w ahd The World's Largest Manufacturer of Scissors and Shears 
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For EXTRA PROFITS-ask your 3M man 


This is the Universal 
Center Hole on a ‘‘Pro- 
duction’’ Paper Disc. 
So versatile it fits any 


14" or larger electric drill your cus- 

tomers have. Discs fit snugly on 

O pads and sand both wood and 
metal. Attractive 5-disc packs and 

colorful displays boost impulse 


stor sales. Most popular simplified 
grits in both 5” and 6" sizes. Ask 


your 3M Man. 


Stock Wood, metal, paint or varnish—just 
two papers, ‘‘Production’’ and 


‘‘Wetordry’’ handle 99% 


of customers’ sanding 

answer {0 needs. Simplified 8-grit 
stock makes self-service 

quicker... turnover faster... 


* 
sanding with no excessive inventory. 
Customers like the better re- 
is sults they get from profes- 
sional type paper, too. 
questions Stock up. Ask your 3M 
Man. 
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BRAND 


sandpaper 


| dises 5 


Hang packs of “Production” 

00 Paper Discs on pegboard dis- 
plays. Handy tab makes it easy 

extra to do. Disc packs in colorful dis- 
play carton in your tool depart- 

) ment help spur impulse sales. 

Sa es @ Discs sand both wood and metal: 
Universal Center Hole fits any 44” 

or larger electric drill. 5” and 6” sizes in most 
popular grits. 5 discs per pack. Ask your 3M Man. 
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Board’ This is how the ‘‘business”’ 

side of ‘“‘RESINITE”’ Floor 

Surfacing Paper looks to a floor. And 

cy if you’re looking at the business side 

of your rental floor sanding trade you'll 

© find it pays to carry this quality 

VIEW paper. Easiest of all to stock and 

sell, “RESINITE” is available in cut 

sheets and discs to fit your machines; in simplified 

Fine, Medium, and Coarse grits; and backed by a 

complete promotional program that’s available to 
you free of charge. Ask your 3M Man. 





SANDPAPER 
Ke 
Faster, Easier, San ding! 





JRORY TRI-M-ITE PAPER SF 50°" 
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OPEN COAT 


PRODUCTION PAPER 50 


VERY COARSE 


THIS 3M SALESMAN 
0 WORK FOR YOU 


--- and write your 


own ticket ep 
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Look at these deals fo 
BOOST YOUR PROFITS! 


co $33.59 | 


DEAL 370: Includes 1 | 
cabinet plus grit aS- — $61.90 


sortment of four teat 
sleeves of ‘‘Produc- Profit: $97.91 
tion’’ Paper: four 
sleeves of 3M ‘“‘impe- 


rial’ Flint Paper. 


| 


DEAL 375: Includes 1 
Cabinet plus grit as- 
sortment of five 
seoves of ‘‘Produc- 


tion’’ Paper: three eae $3]. 07 


sleeves of ‘ ‘Wetordry”’ 


Tri-M-ite Paper. | sideined 40.1% 


Retail 
Value: 


a RE 
A et en it imagen ee 


mmole DEAL 37 








sd 


DEAL 380: Includes 1 | cot: 290.92 


cabinet plus grit as- 
sortment of four a $99.90 50 


sleeves of 3M Garnet , 
Paper; four sleeves of Profit: $94. r4 58 


agp mana Flint - AA 3% 








DEAL 380 
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DEAL 385: Includes 1 
cabinet plus grit as- — 32. 19 


sortment of fj j 
ive Retail 
sleeves of 3M ‘ ‘Impe- Value: 499. .90 


rial” Flint Paper: three Profit: $99 3 71 


Sleeves of ‘ ‘Crystal 


Bay’’ Emery Cloth. 
-— 
40.9% 
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Cost: 


DEAL 390: includes 1 Retail 
Value: 


cabinet plus grit as- 

sortment of 10 sleeves profit: $91 $711 4 
of 3M ° ‘Imperial” Flint 

Paper. 


| DEAL 390 


There’s a a 3M cabinet and sa 
ndpaper 
assortment to fit every dealer’s ite 


**PRODUCTION’’, ** 
» ““werorory’’, * 
one tthiniiien > “*TRI-m-ITE*’, “CRYSTAL BAY’, **IMPERIAL’’ AND ** 
€D TRADEMARKS OF THE 3M CO., ST. PAUL 6, MINN D ‘‘amer 
? . 
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Pick a No trick to build extra profits 
with these handy household 
sandpaper packs. Just the 

ack thing for many general sand- 
p @® @ @ ing jobs around the house. 
Colorful cartons illus- 

any ack trate uses... display 
p them in housewares 
department too, and 

spur impulse sales. Three pack types to choose 


from—"3M”"’ Flint Paper, “‘3M’’ Emery Cloth, ‘‘Wet- 
ordry’’ Garnet paper. Ask your 3M Man. 


\ 
‘v 
? 3M Rubber Sanding Blocks are 
a S unbreakable, best for both wet 
and dry sanding. Shaped to fit 


the hand, with just the 

t e Way right amount of pliability 
curved surfaces. Col- 

orful too, in red, blue, 

e OC and green in eye- 


for work on both flat and 
catching displays. 
Two sizes make every 


b OUNCES rec Kscjoursm Man, 
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th You’re looking at one shelf in a 
3M Sandpaper Cabinet. There are 
seven more shelves just like it and 

together they bring sandpaper stocks 

() a out in the open for self-service buying. 
Attractive display unit holds com- 


super plete grit selection for 99% of cus- 


tomer needs. Choose from five profit 


| building sandpaper assort- 
Sa esmanh ments. Ask your 3M Man. 


o. 
tai 


The eye Grit, price-spot, and 

type of paper. The per- 

h fect triple play to invite self-service 

ave sales. You'll find them all ata 

e glance on the side of every 3M Sandpaper 

] Cabinet. These colorful, sturdy cabinets hold 

complete grit selection ... boost sales up to 

25%! Five sandpaper cabinet assortments to 
choose from. Ask your 3M Man. 


Your Fastest-moving abrasive line-3M! 
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GOSTS LESS 
THAN IMPORTS 


AND GUARANTEED BETTER 


. . . because they’re precision made, hardened and tempered 
throughout, under rigid atmospheric and electronic control. 
Upland engineered-automation entirely offsets low Japanese 
and European starvation wages. 


... assures you lowest price plus highest uniform quality, and 
full employment for American workers. 

Say “NO” to imports and “YES” to “UPLAND”. 

Make Upland your headquarters for pliers, hex keys and 
wrench sets. Call your jobber today. 


New improved 614” slip joint 
plier. Available also in 8” and 
10” in all grades and finishes. 
Lists from $.45 to $1.00. 
Complete line of hex keys and 
hex key sets from 7 pcs. to 18 
pes., packaged in plastic and 
pilfer-proof pouches. Lists 
from $.19 to $1.39. 
Four and five piece open end 
wrench sets; clip and skin 
packaged. Can retail as low 
as $.99. 
NEW! Metric hex key sets for 
foreign cars and machinery. 
Lists from $.75 to $3.50. Open 
stock available. 

WRITE FOR NEW CATALOG #11 
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UPLAND 








INDUSTRIES 


UPLAND INDUSTRIES, INC., UPLAND (Suburb of Chester) PA. 
Want more facts? Circle 198, p. 105 
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How to make a profit 


with barbecue promotion 


A dealer at Independence, Mo., 
makes money with his several pro- 
motions of barbecues during the 
March-October season. Yet, on the 
surface, he loses money. 

What’s the explanation? 

This dealer uses a small, non- 
branded barbecue that normally 
sells at about $2.79 as a leader. He 
advertises the grill at $1.99, on a 
one-to-a-customer basis. 

The ad proclaims real value, and 
it is. In fact, the dealer would lose 
money if his ads sold nothing but 
barbecues. 

The ads, however, produce traf- 
fic. The traffic seeks the display 
backing the ad, and the barbecues 
are there in quantity. Also there 
are stacks of 10 lb. sacks of char- 
coal, cans of fire lighter fluid, and 
inexpensive barbecue tools. Large 
signs extoll the values of the prod- 
ucts at the prices offered. 

What happens? Nearly every 
customer who comes in to see the 
barbecue on promotion buys one. 
And nearly every one of these cus- 
tomers buys charcoal and other 
items needed to cook food in the 
open. Many customers buy better 
grills. 

A barbecue alone is like a car 
without a battery or fuel. Other 
related products are vital to give 
it usefulness. 

Dealers who make the most of 
this fact can well afford to use the 
leader-price concept. They are 
bound to make a profit on the tie- 
in goods. 
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GARDEN 
SUPPLIES 








“SIR, IF I MAY MAKE A SUGGESTION...” 








D-35—*PILFER - PROTECTED” Display Dea!l—includes 6 Model M Galaxy Life 
Lites (4 grey and 2 pink) and 2 Model S Super ‘*200” Life Lites. Come with indi- 


Boost holiday 
season profits 
with two new 
sales aids from 


4o Lite 


RECHARGEABLE FLASHLIGHTS 
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vidual gift boxes. Your cost: $35.00. Retail value: $55.60. YOU MAKE $20.60. 
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Handsome new 
“Pilfer-Protected”’ 
display 
Coast-to-coast 
hard-selling 


TV commercials 





LIFE LITE, the rechargeable flashlight that never needs 
batteries, is a natural gift item .. . terrific for impulse 
shoppers. One look at its slim, modern lines (and the 
hard-hitting sales points featured on the colorful display) 
and you've got a sale! This season, we’ve added a new 
‘‘Pilfer-Protected’’ stand-up display package, printed in 
vivid day-glo colors ... takes only one foot of counter 
space to stop customers—and sell them! 








DM-15—GALAXY 
Display Deal—includes 4 
Model M Galaxy Life 
Lites (3 grey and 1 pink) 
and a FREE CH-2 Auto 
Charge Adapter. Come 
with individual gift 
boxes. Your cost: 
$15.00. Retail value: 
$26.80. YOU MAKE 
$11.80. 





Equally important, we’ve scheduled a nation-wide adver- 
tising blast-off for the holiday season on the popular 
Jack Paar Show. Tests of our TV commercial in selected 
cities skyrocketed sales as high as 500%. And now these 
big profits can be yours, wherever you are, coast-to- 
coast! Now’s the time to order. Contact your LIFE LITE 
distributor today, or write: Gulton Industries, Inc., 
Metuchen, N. J., Dept. 101, Alkaline Battery Division. 


ihe Lite 


RECHARGEABLE FLASHLIGHTS 


DS-25—SUPER “*200” 
Display Deal—includes 
4 Super “‘200”’ Life Lites 
(each with built-in 
magnet) and a FREE 
CH-2 Auto Charge 
Adapter. Come with 
individual gift boxes. 
Your cost: $25.00. 
Retail value: $42.80. 
YOU MAKE $17.80. 


Want more facts? Circle 199, p. 105 
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For information, write Detecto, or contact: Atlanta, Ga.: Bob Welsh & Co. ¢ Baltimore, Md.: A. Littlejohn Boston, Mass.: J. McElroy « Chicago, ill.: W. Jacobson 
Cleve., Ohio: Myers & Co. e Dallas, Texas: Gibson & Cordray ¢ Detroit, Mich.: Entin-Litman ¢ Kansas City, Mo.: O’Connor-Sawyer & Assoc. @ L.A., Cailif.: J. J. Firestone 
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ey Fla.: Robertson-McDonald « New Orleans, La.: Charlies M. Samuel, Jr. ¢ New York: J. Goldner, F. Daub ¢ Oklahoma City, Okla.: T. L. Gooch « Rochester, New York: 


. N. Metzger e Salt Lake City, Utah: Berrett-Spilman-Samson Co. « San Francisco, Calif.: Wagener & Swanson e Seattie, Wash.: P. N. Smith « Toronto, Canada: Diwalt Sales 
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What a line...pretty, profitable, purr-fect! 


Leader for over half a century, Detecto has outdone itself with a most extensive line of color matched scales and hampers 
... those illustrated and much, much more. The line is indeed the “cat’s whiskers” (and sales show it!). Incorporating 
exquisite ahead-of-the-industry styling...like the new Oval hamper line. Exciting stand-out design...like the new 
Stand-A-Way sgale. Exclusive technical advances...like the stabilized zero mechanism (U.S. Patent 2969229) for 
positive scale accuracy even on carpets. ™ Let your customers choose from a brilliant array of high-fashion colors 
including the latest lilac and sandalwood :..and from a handsome variety of decorative finishes, new vinyl coverings, 
and modern shapes. Not to be catty, but it looks to us like competition may take quite a licking from Detecto this fall 
and Christmas. To protect your profits, sign up for the whole line-up. @ DETECTO, 500 PARK AVENUE, BROOKLYN 5, N. Y. 
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Grinder parts missing? 


Here is a sure cure 
Some dealers have stopped dis- 


* . 
> THE FINEST =; 
FLASHLIGHTS ad) ite... 
Sent a playing hand grinders for meat and 
Vou C AN GUARANTEED STRONG i | vegetables. Why? 
“Why, because every time I used 
SELL! 


HIGHER IN PRICE, 
HIGHER IN QUALITY, 


HIGHER IN PROFITS 


to set up a working model, parts 
would start to disappear,” says a 
Lansing, Mich., dealer. 

“Either the parts, such as spare 
blades and handle nuts, came loose 


For years, Bright Star Industrial Flash- 
lights have been the choice of large 
industrial users because Bright Star 
makes the best, the most trouble-free 
industrial flashlight you can offer. 


Bright Star Industrial Flashlights last a lifetime with reasonable care. . 


wee EaPROF 


OO he wascrninn BA BATTERIES 3 
EH Seman 


No. 315 Display Assortment 


. they will prob- 


ably last a lifetime with no care at all. Skilled workmen using Bright Star Flashlights 
on the job have frequently written to ask if they could buy them for their own use. 
Now they can — and they can buy them from you! And they will!! Here are perfect 
flashlights for anyone who appreciates a fine tool...ideal for mechanics, plumbers, 
electricians, gas station attendants, sportsmen, boatmen and home-shopmen, The new 
BRIGHT STAR INDUSTRIAL FLASHLIGHT DISPLAY includes an assortment of the most 


popular styles and sizes. Put it on a counter and watch it work for you.. 


is ready-made and waiting. 


SINCE 1909 


FOR FULL DETAILS, SEE YOUR JOBBER OR WRITE: BRIGHT STAR INDUSTRIES, CLIFTON, N.J. 


. the market 








GULCO BIKE REFLECTORS 


are big sellers. Dozens of styles 
and colors including combinations. 
Red-hot novelties like the Wiggler. 
(illus.) Write for information. 
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A SLIP CAN COST A LIFE! 
play safe with NORLUND creepers! 


DIAMOND® 
Creeper 

Strap on over boot; 
quick to apply with 
adjustable web strap; 
light weight. A com- 
pact creeper of sur- 
prising efficiency. 


industrial Creeper 
Strongest ice creeper 
made! Grips both sole 
and heel; attaches by 
web strap and chain; 
coated to prevent rust- 





Calked Heel Plate 
%” case hardened 
colks riveted to 14,” 
steel plate. Screws sup- 
plied for permanent 
attachment to leather 
heels. 


Our best seller; pre- 
vents slipping; can be 
worn over shoes or 
boots; lightweight; 
calks riveted te flexible 
steel strips. 





Detachable Heel 
Plate 

A heavy-duty creeper, 
withstands severe serv- 
ice; %” tempered 
steel forms four %” 
points for sure grip. 
Web strap attachment. 








Calked Steel Sele 
Case hardened calks 
riveted to “>” temp- 
ered spring steel. On 
or off in seconds; held 
firmly ond comfortably 
with web straps. 


Safety Foot Chains 
Non-binding arrange- 
ment assures comfort; 
chains are most effec- 
tive on soft (earth, etc.) 
surface. Fastened by 
web straps; carrying 
bag supplied. 


Ask your jobber 


or wr'te for catalog 


3 NORLUNDK co. 


Division of Mann. Edge Tool Company 
LEWISTOWN 1, PENNSYLVANIA 





and got swept up, or customers 
were stealing the parts they need- 
ed. I could never be sure. 

“At any rate, I felt there had 
to be a cure for it. I didn’t like 
losing those $4 to $8 grinder sales, 
nor did I enjoy having to order 
parts to make the grinders saleable 
again. 

“Then I hit an idea. I complete- 
ly assembled one each of the three 
grinder models we sell. I fitted 
them to the counter, as they would 
be in home use. And I used a tube 
of liquid metal to seal every point 
where a part could come loose. 

“I was very careful to keep the 
blade shaft free, so that customers 
could turn them and get the feel 
of the grinder. But all nuts and 
caps ... anywhere there was a 
thread . . . were bonded tight. It 
would take a wrench to part them. 

“Result? I never have to worry 
about a shoddy display of meat 
grinders. The samples are always 
there, complete, and in working 
condition. Naturally, my sales are 
better because of it,’’ the dealer 
says. 





HARDWARE HUMOR 


“Get me the sign company!” 


Want more facts? Circle 202, p. 105 
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Genuine “suite xssorrmenr  WAGO presents the outstanding tool buy of the sixties 
SS>\ —in a variety of assortments that sell on sight! 


48 of the fastest selling Values tn $1.26 each— ; roe ; : ? 
Phillips numbers in- — Retait Here’s a sure-fire, irresistible combination to boost tool sales in a hurry! 
ae No. 0, No. 1, at C each! 

0. 2 point sizes. 


Genuine quality Vaco assortments of best sellers packaged in space saving, 
rugged, eye-catching, convenient display cartons—at special value prices! 


No. DA-119 , ; 
eneaitiiensitteidities Your customers won't pass up buys like these . . . and you still make a full 40% 
mark-up... even at these special prices! 


48 Drivers, Phillips Assortment — Only $19.90 Net 
24 Drivers, Reversibie Assortment — Only $17.50 Net 


Order several display assortments now while this limited offer is in effect! 


6 each of four most Values te $1. 
popular type VACO peri 
reversibles—total of 24 at 
rivers. 


VACO PRODUCTS COMPANY 
317 East Ontario Street, Chicago 11, Ill. 
in Canada: Vaco-Lynn Products, Ltd. and Atlas Radio Corp. 


America’s Leading Manufacturer of 
Plastic Handle Screw Drivers 
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Make top profits with sensational new 


12 popular colors to 
match all wood 
finishes. 


you sell. 


Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator 
colors to match any shade. Big 
ready-made demand created by 
national advertising and publicity. 


Write today for exciting profit 
story on Woodblend, Plastic Alu- 
minum, Tub ’n Tile Sealer, Magic extra salesman for less than 1 
Wood and 35 other best-sellers. square foot of space.  -2957A 


Magic Iron Cement Co., Inc. 


14215 Caine Ave. « Cleveland 28, Ohio 
n Conoda—Bernard Marks & Co. Ltd., Toronto, and A. J. H. MacDonald Ltd., Vancouver 


Want more facts? Circle 204, p. 105 





FREE permanent counter ta, 
attracts attention. Provides an 
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Hard-Point Bow Saw Blades 


PROVIDE 3 TO 12 TIMES MORE CUTTING WI/THOUT REF/LING 


The black, super hardened tooth tips on SANDVIK 
bow saw Diades are the answer! They stay sharp, 


CAUTION 


¥- Belen Ab Gal hae 
Point Blades are 
fully covered Doty 
U. S. Pater 
They may-be imi- 
tated in appear- 


ont) Gm r-b-)¢-1 amr b-) ae el al 4-1 . much ionger dar-lammelaeln: 
nary blades and they never need resharpening. Users 
Save re-filing costs and gain many more hours of use 
with each Diade. When you sell Sandvik Hard-Point 
Bow Saw Blades you offer satisfaction and gain 
repeat business plus larger profits Proof that 


YOU GET MORE WHEN YOU GIVE MORE! 


| Sandvik STEEL. INC. 


1702 Nevins Road. Fair weet New Jersey 
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Sign business is a 
profitable sideline 


“In most metropolitan areas 
there’s a steady demand for signs 
of all types, for home and business 
uses,” says Harry J. Miller, Sara- 
sota, Fla., dealer. 

“We have measured the value of 
this business by selling 2x2 ft signs 
in many varieties. We have found 
good volume and profit in this side- 
line. The signs are made up for us, 
and we sell them at $2.50 each. 

“The signmaker who does the 
work buys all of the paint 


Sample signs like the window as re- 
minders to passersby. 


other supplies for his work from 
us, so it’s a two-way arrangement. 

“Businessmen such as shopkeep- 
ers buy ‘air conditioned—for your 
comfort’ signs, for example. Room- 
ing house owners and real estate 
men use a variety of signs. ‘No 
trespassing’ signs are popular with 
home owners. In all, there is virtu- 
ally no limit on the number of 
popular signs we sell,” Mr. Miller 
says. 





HARDWARE HUMOR 


"Sir, that's just a wax turkey we put 
in there to help sell roasters."’ 





FLOOR POLISHER 





Make your store the General Electric Floor Polisher 
Headquarters with this complete program. 
HERE’S WHAT YOU GET: 


1. Complete retail merchandising kit with every- 
thing you need to get you into this profitable 
business fast. 


2. Proven methods of converting rentals into sales. 


3. Polisher Fixtures that show and sell for fast 
action. 


4. Quality General Electric Floor Polishers. 


5. Tremendous Service Organization—anywhere 
and everywhere. 


Build sales volume, profit and traffic by ordering your 
FREE Rental Program Merchandising Kit TODAY! 


Want more facts? 


RENTAL PLAN! 


BiG 
3- WAY PROFITS 


1. Rentals! 


2. Wax sales! 
3. Polisher sales! 


General Electric Company, 
Home Care and Comfort Products Department, Bridgeport 2, Conn. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


=== JUST FILL OUT AND MAIL THIS COUPON TO:™=55 


Sales Mgr., Home Care and Comfort Products Dept. 
General Electric Company, Bridgeport 2, Conn. 


DEALER DATE 





ADDRESS 





CITY ZONE___STATE 


I want to start the General Electric Floor Polisher 
Rental Program. Please send me the FREE Rental 
Kit, Pub. No. 20-121. 


(Dealer Signature) 











Oe 
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ANOTHER NEW 





UTILITY 


LITE 


peut wey 


LIGHTS ALL WAYS 


® ti. Stavews 





UTILITY LITE 
WEATHERPROOF 


NO. $574 


)§ 


ideal for holiday lighting—for garden, 
patio, driveway—for indoor, outdoor 
use. Just Spike in ground or stand on 
base. An excellent fall-winter and 
Holiday seller. Sturdily constructed. 


Attractively merchandised in EACLE 
poly-bag “SHO-PAK” with colorful, 
punched saddle that will make MORE 
MONEY FOR YOU. (Also available in- 
dividually packaged in counter display 
carton.) 


Order from your wholesaler today 


FREE Literature available upon request. 
“Perfection is not an Accident" 


=7:\ ce) & a 2 eas ile 
sting Co., INC. 
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What do your clerks do 


if business is slack? 


Many dealers have their em- 
ployees do odd jobs when business 
is slack. Some turn to houseclean- 
ing, price marking, and building 
new displays. 


Harry Miller, Miller’s Home Sup- 
pliers, Sarasota, Fla., does a big 
business in bulk sales of nails and 
fasteners. Accordingly, he has his 
staff “turn-to” filling 5 lb sacks 
of nails when customers are scarce. 

Ordinary brown bags are used. 
They are filled, crayon marked for 


f 


Nails a-plenty for busy days. 


size and weight, and stored two- 
deep on heavy shelving. As the 
photograph shows, several hundred 
sacks constitute a normal backlog. 

The backup stock saves precious 
minutes during busy times, and 
converts slow hours into busy ones. 





HARDWARE HUMOR 


“I'd like you to meet my overhead.” 





cup mee” Y 


oy; 
design 
prevents 


NOW V5 
AVAILABLE to 
HARDWARE 


Easier-working, faster 
selling ... in volume 
these attractive rust-proof 
safety cup hooks are 
proven impulse sellers. Exclusive 
patented one-piece construction 
means no loose shoulders, easier 
working, surer grip. Attractively 
finished in 5 colors plus nickel 
or brass. 3 hooks to a card. 19¢ 
retail. Also in bulk, 100 per box, 
nickel or brass finish, 5¢ retail. 


Check GRC “Hook H.Q.”’ for E-Z 
cup, utility, coat and 

winged shoulder hooks. 

Write today for prices, 

catalog sheets. 


= 


GRIES REPRODUCER CORP. 
World’s foremost producer of small die castings 
161 Beechwood Ave., New Rochelle, N.Y. NEw Rochelle 3-8600 


Exclusive Chain Store ws mt 
WILLIAM BLOCK O©O., 41 Union Sa. 
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 DYKEM. 
STEEL BLUE eX 


AA\ti 
~<A 
Fi ' 


. 


—— making 
———= Jey. 


. 
“ a 
.**% 


et package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
23058 North 11th St. «© St. Lovis 6, Mo. 
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ALCOA 
TURNS 


CUSTOMERS INTO 
CASH WITH 
11 TESTED SMALL APPLIANCE PROMOTIONS! — 


Here’s what Alcoa gives you: 
Eleven tested and proven ideas 
that sell your stock! Traffic-build- 
ing “saturation” radio spots in 
key market areas! Two full-color 
pages in the magazine your best 
prospects read! Buy-appeal com- 
mercials on Alcoa’s network TV 
show, “Alcoa Premiere’! Hang 
tags and counter tent cards to es- 
tablish you as “headquarters”’ for 


small electric appliances and in- 
formation! 
SEND TODAY 
FOR YOUR FREE 

PORTFOLIO of Alcoa’s Market- 
Maker promotion materials. 
Write, wire or phone... or simply 
clip the handy coupon at right! 


g sd hU6U6.LhUm.LlLUD.L LUM OU OU OO OE. OD. OR. OD. OD. OD. OU. OU. OO. OU OU ' 
Aluminum Company of America 

1627-X Alcoa Building 

Pittsburgh 19, Pa. 

Please send me a 1961 Alcoa Market- 
Maker Planning Guide .. . to help me 
sell more small electric appliances 
than ever before! 

Store Name__ 

Address. SS ee Ae NE 
City = AG 
Ordered bys 





VaLcoa ALUMINUM 





ALUMINUM COMPANY OF AMERICA 


Entertainment at Its Best... ALCOA PREMIERE with Fred Astaire as Host... Tuesday Evenings, ABC-TV 
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CASH IN ON 
HIGH STYLE 


FOR THE HOME 


Now Bassick lets you in on a money- 
maker. 

Your store can sell the new “Bassick 
Ball” casters—in an eye-catching, easy 
to display, easy-to-carry-home pack- 
age of four. You’ll cash in on the grow- 
ing trend to high styling and smooth 
good looks that is sweeping the furni- 
ture design world today. 

“Bassick Ball” casters were designed 
with deep-pile carpets in mind. Their 
wide treads and easy swiveling prevent 
damage to expensive floors and rugs 
and make it especially easy to move 
furniture for cleaning and room reor- 
ganization. 

Available in polished brass, satin 
brass, statuary bronze, English an- 
tique, polished chrome, or satin chrome 
finishes. And with swivel top plate and 
a variety of stems to fit most furniture. 
Ask your Bassick distributor about 
them today. THE BASSICK COMPANY, 
Bridgeport 5, Conn. In Canada: Belle- 
ville, Ont. 
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Convention Calendar 





conventions 


shows 











20-22 


22-25 


30-31 


30 to 
Nov. 10 


31 to 
Nov. | 


2-4 


18-20 


3-7 


7-9 


14-16 


15-19 
21-22 


21-23 
21-23 
21-23 


21-23 
22-23 





14-16 Minnesota 


14-16 Wisconsin 


23-25 


Convention Check List 


For complete details about the conventions and shows listed below, see the 


conferences 





alphabetical listing starting on p. 94, Oct. 5 issue. The next 
complete listing will be in Nov. 2 issue. 


October 


Eastern Lawn, Garden & Allied 
Products Trade Show, New ‘York, 


=, = 
Atlantic City Convention of 
American Hardware Manufac- 
turers’ Assn. — National Whole- 
sale Hardware Assn.—National 
Assn. of Sheet Metal Distribu- 
tors. 

L. J. Kingsley Co., Inc., Dealer 
Show, Johnson City, N. Y 
Hardware Wholesalers, Inc.., 
Annual! Convention, Merchandise 
Show and Stockholders’ Meet- 
ing, Fort Wayne, Ind. 
Water Systems Council, Annual 
Meeting, Chicago. 
Cotter & Co., Semi-Annual 
Convention, Spring Goods & 
Fishing Tackle Show, Chicago. 
M.S. Young & Co., Fall Hard- 
ware Show & Pro Dealer Con- 
vention, Allentown, Pa. 


November 


Imple- 
Great 


Montana Hardware & 
ment Assn. Convention, 
Falls, Mont. 

Retail Paint & Wallpaper Dis- 
tributors of America, Inc., An- 
nual Convention & Trade Show, 
Detroit. 


December 


National Assn. of Homebuilders 
i8th Annual Convention-Exposi- 
tion, Chicago. 


1962 


January 


Weed & Co., Annual Dealer 
Trade Show, Buffalo, N. Y. 
Retail Hardware 
Assn., Minneapolis. 
Pennsylvania & Atlantic Sea- 
board Hardware Assn., Phila- 
de!phia. 

Retail Hardware 
Assn., Stevens Point. 
National Housewares 
Chicago. 
Louisiana-Mississippi Retail 
Hardware Assn., Baton Rouge, 
Lo. 

Ace Hardware Corp., Annual 
Convention & Exhibit, Chicago. 
Albany Hardware & Iron Co., 
Dealer Show, Albany, N. Y. 
Hibbard, Spencer, Bartlett & 
Co., Annual convention of True 
Value, Auburn, Associated and 
Buhl Sons Co. Dealers, Evans- 
ton, Ill. 

Pacific Northwest Hardware & 
Implement Assn., Portland, Ore. 
South Dakota Retail Hardware 
Assn., Sioux Falls. 

Mountain States Hardware & 
Implement Assn., Denver, Colo. 


Exhibit, 


26-28 Oklahoma Hardware & Imple- 


ment Assn., Oklahoma City. 


27-28 Southwest Hardware & House- 


wares Show of Pacific Southwest 


Hardware Assn., Phoenix, Ariz. 

28-30 Indiana Retail Hardware A\ssn., 
Indianapolis. 

28-30 Intermountain Assn., Idaho Falls, 
Idaho. 

28-30 Texas Hardware & Implement 
Assn., Dallas. 

28-30 Wisco Hardware Co., Annual 
Merchandising School & Sales 
Show, Madison, Wis. 


February 
4-5 Nebraska Retail 
Assn., Lincoln. 
4-5 Tennessee Retail 
Assn., Nashville. 
4-6 Virginia Retail Hardware Assn.., 
Norfolk. 

4-7 Ohio Hardware Assn., Conven- 
tion & Mid-America Hardware 
Show, Cleveland. 

Canadian Hardware Show of 
Canadian _— ‘Retail Hardware 
Assn., Toronto, Canada. 
Connecticut Hardware 
Bridgeport. 
Arkansas Retai! 
Assn., Little Rock. 
Tri-State Hardware & Imple- 
ment Assn., Amarillo, Texas. 
Western States Hardware, 
Housewores, Paint & Garden 
Supply Show of California Re- 
tail Hardware Assn., San Fran- 
Cisco. 
lowa Retail 
Des Moines. 
C. Y. Schelly & Bro., Inc., Spring 
Merchandise Show, Allentown, 
Pa. 
Illinois 
Peoria. 
Michigan Retail 
Assn., Lansing. 
18-20 New York State Retail 
wore Assn., Rochester. 
18-20 West Virginia Hardware Assn., 
Parkersburg. 
18-20 Western Retail! 
Hardwore Assn., 
Mo. 
20-22 Albany Hardware Co., Annual 
Trade Show, Albany, Ga. 
Hardware Assn. of the Caro- 
linas Hardware & Housewares 
Show & Convention, Charlotte, 
; he 
Alabama Reta il 
Assn., Montgomery. 
New England Hardware Deal- 
ers Assn. Convention & Hard- 
ware & Housewares Show, Bos- 
ton, Mass. 
West Coast Hardware & House- 
wares Show of Pacific Southwest 
Hardware Assn., Los Angeles, 


Calif. 


Hardware 


Hardware 


5-8 


Assn., 


Hardware 


11-14 Hardware Assn., 


13-15 


18-20 Retail Hardware Assn., 


18-20 Hardware 


Hard- 


Implement & 
Kansas City, 


20-22 


Hardware 


March 


11-16 International Toy & Trade Fair, 

New York. 

25-27 Georgia-Florida Hardware 
Assn. Convention & Spring Trade 
Show, Jacksonville, Fla. 
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HERE IS AMERICA’S MOST COMPLETE LINE OF DECORATIVE HOLIDAY LIGHTING 


CAT. 
NO. 
*106 
*107 
*108 
PATENT NO. 2,918,568 
CANADA PATENT NO. 614.294 
|aboratories 
U-50 
Sparkling effect | 
ouna oniv in 
noliday store wil 
k otole r) 
Naneging 
U-58 
| Rotolens units are equipped oo Y 
a4 i AARKA\ j TA / r \ U-58-L 
ii UL agWUrTrOVeU ¢ re ry ’ 
*U-61 
Now—¥in ad 
Oular indoor 
modeis—thers 
weatherproof, ou 
See next page for description. 
' 
*U-61-L 


STEBER DIVISION 
THE PYLE-NATIONAL COMPANY UNDERWRITERS’ LABORATORIES, INC. * 





DESCRIPTION 


Orblite — 6” diameter 
for R-30 lamp—6’ cord 
set—coil base. 


Orblite — 7” diameter 
for PAR-38 lamp — @& 
cord set — coil base. 


Orblite — 8” diameter 
for R-40 lamp—6’ cord 
set—coil base. 


mlieelommeie- laren elomelaiiic= 
fors PAR-38 and R-40 
lamps—6’ cord set. 


“ 
LAMPS NOT INCLUDED. 


Rotolens— attached by 
spring holder which 
slips over face of PAR- 
38 or R-40 lamp in any 
Steber Utilite. Motor is 
equipped with 6” cord 
set. 


Rotolens — combina- 
tion color wheel and 
Number 108 Orblite 
finished in white enamel 
with gold veiling—fully 
adjustable—6’ cord set. 


Same as U-58 plus 150 
watt R-40 floodiamp. 


' 
i 


Rotolens and lamp- 
ae}ie(-1m@eelaslelist-lelelam aids 
die cast metal lamp 
shield attractively fin- 
ished in white enamel 
with gold veiling. Sturdy 
metal stand for wall 
hanging or is self-sup- 
oceladial-melamele)(-melamilelels 
Seo UL IN VAME- 18] 155-) ¢-1 0) (- eed ol 
cord set. 


Same as U-61 plus 150 
watt R-40 floodlamp. 


INDOOR LIGHTING 


CART. STD. cyy LIST 


QUAN. PKG. pxg EACH 


1 6 6% $3.70 


bE. Go 9: 94.003 


| 





1 6 11 $4.50 _ 


1 12 9 $2.00 





1 6 9: $8.00 | 


I © Fh. $10.95 


1 6 13 $12.45 


| 6 8 $625 


:: 62 48- ae.45 


For Outdoor Rotolens see following listings. 


*UNITS INDICATED BY STAR (*) LISTED BY 








LAMPS NOT INCLUDED 


UTILITE 


COLOR 


EQUIPMENT 


TNOTE: ADD SUFFIX A, B,G OR 
R TO INDICATE LENS DESIRED 
~AMBER, BLUE, GREEN OR RED 





ate 2 . 
~_— 


c OFC MSC 


*2.C 


S 


18 


“22 


> DOL DOA 


SM 





*2-SO 


3) 


fo Uns plele)- mm icionnINIc 


DESCRIPTION 


Rotolens — weather- 
proof—-cast aluminum 
ground spike for mount- 
ing in turf—9’ approved 
cord set. 


Same as U-62 plus 150 
W, PAR-38 lamp. 


Rotolens — weather- 
proof—sturdy clamp— 
mounts to pipe, fence, 
gutter, metal awnings, 


=) (omens Mr- | 0) 8] 40)' 210 Mole] ae) 
set. 


Same as U-63, plus 150 
W, PAR-38 lamp. 


Utilite — rust proofed 
steel—plate for surface 
or 314” - 4” outlet box 
mounting——6’ cord set. 
weatherproof cord set. 


Utilite — spring clamp 
mounts to gutters, me- 


tal awnings, etc. 


Rubber sleeving pre- 
vents marring when 
used inddors. Drawn 
steel lamp housing with 
porcelain socket. Weath- 
erproof 6’ cord set & 
lamp gasket—universal 


- adjustment. For PAR-38 


and R-40 lamps. 


Same as No. 2 except 
with ground spike—no 
base plate. 


Same as No. 2 plus 
ground spike for turf 
mounting. 


Spikelite — weather- 
proof socket attached 
to 8” rust-proofed steel 
spike — 25’ approved 
cord set. . te 


Same as No. 17 except 
50’ cord set. 


Utilite—cast aluminum 
elales dlelam ole) @-lalem-4celslare, 
spike — two chrome 
plated Steberlites—20’ 
weatherproof cord set. 


Same as No. 22 except 
for three lamps. 


Lensholder—fits PAR- 
38 and R-40 lamps. 


Heat-resisting lens — 
Amber, Blue, Green, or 
Red. 


U-40 lensholder and 
one lens. 
Color kit: U-40 lens- 


holder with 4 lenses A- 
smense 


QUAN. PKG. 
ee. 
. < 
‘ 
ee 
F.36 
i 
1 12 
ye 
1 
12 12 
12 12 
14 
L\°4 
1 12 
6 6 
ss 
Lt 4 


CART. STD. 


wT. 
STD. 
PKG. 


24 


10) 


25 


31 


12 


12 


12 


12. 


15 


16 


18 


LIST 
EACH 


$15.75 


$18.50 


$14.95 


$17.70 


$2.10 


$2.90 


$2.10 
$2.25 


\ A be) 


$3.65 


$8.25 


$9.95 
$0.70 


$1.00 
$1.65 


$4.50 


- os 
Outdoor kKotole! 


Signed to prov 


_ 33h, a caclatas 
ig with a scasKeted 


movable cover. 


Steber Utilites are 


original and mos 


the 


of sealed beam com; 
They serve every | 
for both indoor and 


~~ | j Area + , 
noliday decorative 


: ° 
;<¢ rr er ré : cTrogadi ela ‘ Tt) 
rust OrOoott ‘ ~~ S ~ § J f 2D 


vy | 4 tat rr ‘as j ~~ ,i- 4 
aluminum—witn base plate 


for surface 


spike for setting 


mounting, with 
in turf and 
with spring clamp 
attachment to rain gutters 
metal awnings 


or any con 


venient place outdoors or in! 


Utilites 
venient, sturdy and feature 


are economical, con 


universal aiming. They are 
factory wired with approved 


weatherproof cord set. 


Uitilite Lensholder is 


—provides air space between 


unique 


colored lens and face of 


lamp for cooler operation. 


*UNITS INDICATED BY STAR (*) 
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How's the Hardware Business? 





Business tooled up for 4th quarter; 
strong holiday season is expected 


In brief: The stage was set during the 3rd quarter 





for a strong 4th quarter. Rebuilding of stocks by 





manufacturers slowly started; wholesalers’ sales moved 
higher as retailers began to stock up for the holiday 














season. 


Behind this business optimism is the continued 








Strength shown in personal income, new advances in 





industrial production, the construction rise, and 
consumer confidence reflected in credit buying. 








Significant developments became 
apparent during the third quar- 
ter that point up confidence among 
businessmen that the fourth quar- 
ter will be strong. 

Key factor in this buildup of 
confidence is the rapid rate at 
which personal income continues 
to grow. Personal income in Au- 
gust actually showed a lower an- 
nual rate than for July. Though 
this would seem to indicate a de- 
cline in August this is not the 
case. July income total was at 
$421.2 billion, an unusually high 
rate due to a $2.6 billion interest 
payment on veterans’ insurance 
programs. Remove this factor, and 
there was actually a $700 million 
rise in August, centered in wages 
and salaries of manufacturing em- 
ployees. 

Other areas of income rise in 
August were government payrolls, 
social security benefits. Farm in- 
come remained steady. 

Retail sales rebound. Consumer 
spending bounced back in August, 
after a July downturn. Retail 
sales in August were about $300 
million higher than in July and 
were more than $100 million 
higher than a year ago. 

Credit buying continued strong, 
and is expected to play a major 
role in 4th quarter sales. Con- 
sumer credit outstanding in July 
dipped slightly from the previous 
month, but remained about $800 
million higher than a year ago. 
Reason for the lower July total is 
attributed to rapid income growth 
enabling consumers to make re- 
payments at a quicker pace. At 








Retailers show confidence. The 
optimism for a strong fourth quar- 
ter is also shared by retailers 
who indicated their position with 
@ surge in purchases from whole- 
salers. Wholesalers’ sales in Au- 
gust were about 12 percent higher 
than July and 5 percent higher 
than a year ago. 

Industrial production in August 


rose nearly 5 percent higher than 
the previous month. Most manu- 
facturers were busy rebuilding 
stocks. Backlogs and continued 
strength in new orders pushed in- 
dustrial production nearly 7 per- 
cent ahead of a year ago. 

Construction continues strong. 
Total new construction put in 
place during September was about 
$50 million higher than the pre- 
vious month and was $264 million 
higher than a year ago. Construc- 
tion industry reports that govern- 
ment contracts are beginning to 
be felt now, and that this factor 
should keep construction at a 
higher pace than a year ago. 

Residential construction dipped 
in September from the August 
rate, but continued to run higher 
than a year ago. September was 
the fourth month in a row that 
private building was up over last 
year. Signs of this trend con- 
tinuing are good. Government re- 
ports show that requests for vet- 
erans’ loans and FHA loans have 
been increasing steadily. 


p> Key business indicators at a glance 


These key business indicators give a quick picture of general busi- 
ness trends. This information is the latest available. Reference num- 
bers in parentheses after each item tell which is the “latest month.” | 
For example: (1) = September; (2) = August; (3) = July. 


® Retail Trade 


Hardware store sales (2) 


All retail sales (2) 
Factory car sales 


Consumer prices, all items (1)..(1947-49—100) 


® Wholesale Trade 


LATEST MONTH 
MONTH AGO 


($ million) 218 225 
Department store sales (2)........ ($ million) 
($ million) 


1,194 
18,267 
407,339 
128.0 


1,016 
17,965 
567,563 
128.1 


(units) 


Hardware wholesale sales (3)..... ($ million) f 212 182 


All wholesale sales 


Wholesale prices, all items (1). .(1947-49—100) 


® Industrial Supplies 
New Order Index (2) 


® General Barometers 


Total personal income (2) 


($ billion) 


($ billion) 2. 11.1 11.9 
119.0 119.2 


(1948—100) 200 190 


419.3 421.2 408.2 


Wages and salaries (2)............ ($ billion) 
POC WOOO CEP ccs ccrecestsaveds ($ billion) 
Industrial prod’n (2)..(FRB index-1957—100) 
New construction put in place (1).($ million) 
Residential construction (1) ($ million) 
Consumer credit outstanding (3)..($ million) 
Electric power output (3)....(million kw-hr.) 
Business failures (2) 

Steel output, index (1) (1957-59 — 100) 
Steel prices (1).. (Composite mill base-¢ per |b) 


282.8 
12.9 
111 
5,432 
2,089 
54,687 
75,223 
1,604 
114.4 
6.196 


282.3 
12.9 
106 
5,388 
2,105 
54,786 
72,410 
1,275 
109.0 
6.196 


275.1 
12.2 
104 
5,168 
1,972 
53,809 
70,694 
1,315 
83.6 
6.196 


SOURCE OF DATA U. 8S. Dept. of Commerce, except Industrial Supplies and Machinery 
New Order Index by American Supply & Machinery Mfrs. Assn. Business failures by 
Dun & Bradstreet, Inc. Factory car sales by Automobile Mfrs. Assn. Steel output 
index by American Iron and Steel Institute. Steel prices by The Iron Age. 


the same time, this leaves them 
with more open-to-buy. 
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Early American styling, highly popular with 


customers everywhere, marks these new 
POPULAR NH \\, Prescut pieces as leading profit-makers. Here 


you have authentic Colonial charm in novelty 


PRESCUT CRYST Al, pieces—a large Deviled Egg and Relish Server 


—a stately Flower Vase—a handsome Divided 


DR S IG N H, 1) FO R Relish—double Candelabra—and 4-piece Sugar 


and Creamer Set. Prescut Crystal is perfect, both 


if AST TU RN OVER for entertaining and gift-giving—makes a spar- 
kling display to lure those extra impulse sales. 


Want more facts? Circle 213, p. 105 





These beautiful new Punch Sets, the hit of 
the July Housewares Show, are so moderately 
priced that your customers can easily afford 
to buy a set instead of borrowing one from 
their friends. And the base in the 27 pe. set, 


when inverted, becomes a pretty and practical 


flower vase or console bowl, thus serving a 
dual purpose. Set up mass displays—and 
you'll sell more, make more! Anchor Hocking, 
Lancaster, Ohio. 


Now...more than ever 


ANCHORGLASS 


makes you money...makes you friends 


700/673 


ett tA 
* 


EARLY AMERICAN PRESCUT PIECES 


No. 
796 


Size 


item 


11%” x 11%4” Deviled Egg & 


10” 
10” 
7” x 5%” 


Relish Tray 
Flower Vase 
Divided Relish Dish 
Twin Candelabra 
4 Pc. Sugar & Creamer 


Set Bulk packed 
in one carton 


Doz. 
Ctn. 


Yn 
Vy 
] 
] 


6 sets 


FESTIVE PUNCH BOWL SETS 


No. 
700/674 
700/673 


27 pce. set 
26 pc. set 


item 


Bowl 
Size 
8 at. 
8 qt. 


Sets 
Ctn. 


2 
2 


To get your shipment in time for pre- 
holiday promotion, see your whole- 
sale distributor now, or write direct. 


Want more facts? Circle 213, p. 105 


Lbs. 
Ctn. 


20 
28 
18 
20 


16 


Lbs. 
Ctn. 


30 
27 





it was the night 
before Christmas 
and... PRIZER-WARE 
was there! 


There’s very little profit in cookware 
that is enroute from overseas during the 
Christmas selling season. 

We have two suggestions to make for 
your peak holiday selling. 

1. Anticipate your sales and stock 
Prizer-Ware now for the biggest plus 
sales you have ever had in cookware. 

2. Keep in mind that we will work 
with you from stock in U.S.A. for last 
minute orders. 

In preparation—use the coupon to 
get full details and catalog. 


it's 

PRIZER 

WARE.—2- 
a= 


i 

| PRIZER-WARE, Reading, Pa. 
Gentlemen: Will you please— 
["} Have your representative call. 
[] Send me catalog and details. 











TORE 


| 
! NAME 
| 
| 
| 





ADDRESS 





| tity 


Want more facts? Circle 214, p. 105 
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Promotions 








Toro planning intensive 
ad campaign during 1962 

Toro Mfg. Corp., Minneapolis, is 
planning an intensive consumer ad- 
vertising campaign for its products 
during 1962. Peak of the cam- 
paign will be during the height of 
the power mower selling season 
during April and May. 

Toro will give 100 Whirlwind ro- 
tary mowers as prizes in a lucky- 
number consumer contest. The 
lucky-number cards will be bound 
into each copy of the May issue of 
Look magazine. 


Another promotion, called Trade- 
up Trade-in, will be used to build 
replacement market traffic. April 
issue of Saturday Evening Post 
will have a coupon worth $10 to- 
ward purchase of a 21-in. Pow-R- 
Drive Whirlwind mower upon trad- 
ing in old mower. 

A special riding mower promo- 
tion will be featured in the maga- 
zine supplement Suburbia Today 
during April and May. Toro will 
sponsor local ads with free dealer 
listings in areas not covered by 
the supplement. 

Other magazines included in the 
1962 Toro ad schedule are: Life, 
American Home, Better Homes & 
Gardens, Farm Journal, Flower & 
Garden, Flower Grower, Popular 
Gardening, and Organic Gardening. 

Merchandising kits will be avail- 
able to dealers to make them local 
headquarters for each of the pro- 
motions. Co-op ads, store-front illu- 
minated signs and store-front metal 
signs are also available. 


Fall ad campaign begun 
on Toastmaster products 


Toastmaster Div., McGraw-Edi- 
son Co., Elgin, Ill., has begun a con- 
centrated advertising campaign in 
consumer magazines. 

Thirty-three ads will appear in 10 
magazines from September through 
December, promoting toasters, elec- 
tric fry pans, coffee makers, mixers, 
automatic can openers, and electri- 
cal appliances for Christmas gifts. 

The ads will be both in full color 


Manufacturers’ New Promotion Plans 


and black and white, and will ap- 
pear in Life, Saturday Evening 
Post, Ladies Home Journal, Good 
Housekeeping, True Story, Sunset, 
Living For Young Homemakers, 
Ebony, Redbook, and Better Homes 
& Gardens. 


Kenner will use animals 
in fall television ads 


Filmed commercials with a talk- 
ing-animal technique will be used to 
promote toys and children’s games 
this fall by Kenner Products Co., 
Cincinnati, Ohio. 

Chimpanzees will be used to pro- 
mote Popeye Presto Paints, Spar- 
kle Paints and Presto Sparkle 
Paints. They’ll also be used in a 
commercial for a new musical toy 
called Play-A-Tune. 


Other ads will feature a pony 
which will be given as a prize in 
Kenner’s Popeye Painting Contest. 
A toy poodle is being used with 
Kenner’s Give-A-Show color slide. 


Holiday packaging used 
to promote Evans rules 

Evans Rule Co., Elizabeth, N. J., 
is using special holiday packaging 
to promote steel tapes as gift 
items for craftsmen. 

A Holster-Pak for 50 and 100- 
ft steel measuring tapes is being 
used, containing a free tape 
holster with retail value of 75¢. 
The package also has a pencil and 
two panels for marking down 
measurements. 

Another special package is the 
Sock-Pack, shaped like a Christ- 
mas stocking and containing a 12- 
ft power tape and 8-ft thin tape. 
Package features a price tag that 
can be detached by customer if 
the package is used as a gift. 


5 do-it-yourself tools 
in Disston’s promotion 


Five do-it-yourself tools, includ- 
ing two power saws, a hand saw, 
16-ft. steel rule, and hack saw 





frame are being promoted as 


Christmas specials by Disston Div., : f) W if T R Y () N | a,.") 

H. K. Porter Co., Inc., Pittsburgh. = F ¢ [504 ; 
Each of the tools is offered at a 4n a es 

special Christmas price well below | 1811 NiversP” 196] 


list but still allowing good markup HELPS YOu BREAK 

Sar dealers. a complete line of the country’s 
Power saws include the D-20 | ALL RECORDS IN leading toy manufacturers . . . 

Dagger sabre saw and the D-600 | 


Playskool Daisy 
Discus circular saw. Each lists at | CHRISTMAS TOY SALES om eee 
~ ~ ° . , ~ n n 
$54.50, is specially priced at $49.50 | roan pere-ar lee 
and offered to dealers at $33. The | ideal Archer 
D-23 lightweight hand saw has list | We offer you: Bradley Amsco 
os te . i wn Wolverine Eldon 
of $9.75, special price $8.95, dealer | Sates Nylint 
price $5.97. No. 416 Super Chief Gilbert Hubley 
rule has $4 list, special price $3.49, | — ang 
frame lists at $3.50, special price | Helpful buying and merchandising advice. Madame Alexander Hassenfeid 
, , 9 Fisher-Price Ohio Art 
$3.20, dealer price $2.11. spr Chale 
All of the tools are packaged for EXTRA PROFIT i tah “one-stop shopping” Wonder Horses Banner 
the Christmas season. A card is | for all your toy needs reduces your “carry- hitled-Grand Holgate 
string-tied to the handle of each | overs” and saves extra bookkeeping and Aatiatic and others 
power tool and also on hacksaw SRIPPINE COSTS. 
frame. A _ special blade sleeve is 
included with the D-23 hand saw, 


and steel capes come six to a dis- | EDW. K. TRYON CO. 
play carton. | 815-819 Arch Street, Philadelphia 5, Pa. 


Established 1811 


| Your full-line distributor of . . . housewares, electrical appliances, 
Millers Falls has fall | tools, sporting goods, fishing tackle, guns and ammunition, toys. 


treasure hunt promotion | Want more facts? Circle 215, p. 105 


A complete window display kit is 
being offered dealers for a fall 


treasure hunt promotion by Millers POWER TO SPARE a © s3 & as ; 
Falls Co., Greenfield, Mass. FOR THE BIG JOBS! 


Promotion pieces include: treas- Wy Ww < yd . « re 


ure chests with lock and keys; a ad 
large die-cut buccaneer figure; : x —-- x* Loosens Rusted Bolts, 
four-color streamers; coins; price | | - {ae nuts, 
tents and over wire pennants. The . iss > screws, 
entire package has a value of more t | | pa rts! 
than $50. ) : te 8 3 

Millers Falls will also help deal- 
ers with co-op advertising on a 
dollar-for-dollar basis. Extra dealer 
discounts, with special prices and 
buying terms, are also offered. 

















Wagga 


Crescent Tool offers 
dealers plier special 

Dealers can get a free 10-in. util- 
ity plier with retail value of $3.51 Speedy Sprayer No. 680. The ideal outfit 
with an order of 12 Crestaloy for the do-it-yourself and shop me: __nic. ) 
wrenches from Crescent Tool Co. Day, PUT pON, CE SVG,» Tes | 

, ai ’ sional type paint sprayer with No. 212 

Jamestown, N. Y. Gun. Develops 25 Ibs. working pressure. O V E R y 4 2 M IL L i O N 

Assortment includes free display mpegs 50 bose, tite chuck, NATIONAL MONTHLY 
racks and panels. Bonus plier $99 : ADS PRE-SELL ! T 
comes in a blue display sleeve which =e | Tiel ae 4el ln £ 
can be hung on rack. Dealer profit Order from Your Wholesaler | 


ee ce 





from assortment with bonus plier W. R. BROWN CORP. At Wholesalers Everywhere! 
is $17, or 22 percent higher than Our 40th Year—Specialists in 


Portable Paint Sprayers | RADIATOR SPECIALTY co. 


usual profit. 2665 N. Normandy Ave., Chicago 35, Ill. CHARLOTTE, NORTH CAROI'NA 
Want more facts? Circle 216, p. 105 Want more facts? Circle 217, p. 105 
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Town & Country 
SUBURBAN 
MAILBOX 


Southern tops them all again with 

the hottest, fastest-selling, most 

asked-for item of 1961. Nothing like 

it anywhere! 

This smart new mailbox marks the first | 
design change in 50 years. Steel body 

with baked-on acrylic finish... won’t 

fade, crack or peel. Exciting colors: chrome 
blue, turquoise, chocolate, suburban pink, 
thunderbird white. Chrome plated hood and 
flag base. Mounting pole and bracket accessories.  ¢;), 


SMART SOUTHERN EXCLUSIVES FOR SURFACE MOUNTING 


FABRICATORS CORP. 


“3. aOr ut ° TEELEVILLE, tl 
Want more facts? Circle 218, p. 105 
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’ Seen. in complete-line \ 


‘HOSE REELS y 
the name's @,4.84> 


AMES HANDI-TRUK 
FLO-THROUGH 


HOSE REEL... . . «23-809 . 
Water flowsthrough \ 
reel itself! Turn on water, X 
sprinkle as you unreel. Reel ° 
up when finished... no hand- \ 
ling dirty, wet hose. Reel 
“triggers” off for separate 
hand truck use. EVERY 
consumer a prospect! 
Retails about $15.95 


“e etd aad “ 


MULTI- SERVICE mn VA tp 

HANGERS All types, : fi 

kits or assembled, . 
steel or aluminum. EASY WINDER 

j 23-818. Popular 

} model mobile reel. 


O. AMES CO., Parkersburg, W. Va. 
Want more facts? Circle 219, p. 105 








GLEAMING WHITE 
VINYL DUCTING 


cs LAUND-R- {lex Ducting 


- « « tor the first time a seamless 
extruded ducting made from top quality 
virgin vinyl . . . yet Competitively Priced ! 
LAUND-R-flex Ducting is unequaled for ex- 
citing beauty and lasting convenience .. . 
LAUND-R-flex Ducting is Flame-Resistant 

. easier to keep clean . . . quickly and 
easily installed on any dryer. 


COLE-SEWELL ENG. CO. 


MANUFACTURERS OF 


LAUND-R-VENT 


2288 UNIVERSITY AVENUE 
ST. PAUL 14, MINNESOTA 








Want more facts? Circle 220, p. 105 





Casco offering dealers 
price-protected program 


Casco Products Corp., Bridgeport, 
Conn., is offering dealers guaran- 
teed protected profits through a 
new marketing and merchandising 
plan for Lady Casco portable elec- 
tric appliances. 

Casco now has complete direct- 
to-dealer distribution of appliances 
protected against price cutting and 
dishonest or fictitious price listing. 
Inventory is guaranteed against 
price decline, and Lady Casco deal- 
ers are immune to unfair competi- 
tion, dumping and deals. 

Dealers also get aid in promo- 
tion, display and merchandising. 
Casco offers a compact floor display 
that holds the entire line, an illu- 
minated window sign, wall plaque, 
window or door decal, complete ad 
mat and art service folders, multi- 
page 4-color mail inserts and dis- 
play cards. 

Casco also plans to continue its 
national advertising program 
through network television shows 
and in several consumer magazines. 


Briggs & Stratton builds 
easy-start engine system 


Briggs & Stratton Corp., Milwau- 
kee, has developed a new starting 
system for engines used on power 
lawn mowers, garden cultivators, 
lawn sweepers, snow blowers, agri- 
cultural equipment, and construc- 
tion tools. 

The system is called Easy Spin, 
and is designed to reduce engine 
starting effort by about 50 percent. 

The system is now standard 
equipment on Briggs & Stratton 
single cylinder, four-stroke cycle 
engines. 


Skil adds 3 additional 
factory service centers 


Skil Corp., Chicago, is adding 
three new factory service centers 
to the 34 already in operation 
throughout the country. 

The new centers are located in 
San Francisco, North Hollywood, 
Calif., and Syracuse, N. Y. These 
centers will have full facilities for 
repair of all Skil products and will 
maintain complete stocks of parts. 


Want more facts? Circle 221, p. 105 > 


every home welcomes ‘little things” 


“BABY” those 
customers Who come 
to buy LITTLE THINGS 


That customer who walks in this mor- 
ning for just a few nails or screws, may 
be back tomorrow for gallons of paint. 


Yes, even the smallest customer de- 
serves “babying’’—so never under-esti- 
mate the importance of “little things”’ 
—never overlook the profits you make 
when you feature the little specialties 
that WESSEL offers you! 


WESSEL makes more than seventy 
little specialties that your neighbours 
need day after day after day. 


WESSEL house numbers, hand rail 
brackets, casement fasteners, sash fas- 
teners, hat and coat hooks, edge and 
other pulls... all QUALITY merchan- 
dise, competitively priced. 


These little specialties have made a 


BIG business for us—and can, too, for 
YOU 


WESSEL means fast turnover, good 
markup, good profits because WESSEL 
merchandise is attractively skin pack- 
aged or POLYpak’t to encourage im- 
pulse buying from bins or pegboards. 


Have your jobber’s salesman show you 
the WESSEL line — little things to 
make your PROFITS grow! 


WESSEL HARDWARE CORPORATION 


919-931 N. Sth Spr.. 
PHILADELPHIA 23, Pa. 


In Canada: Geo. S. Hall Co., 
25 Grenville St., Toronto 1 
Export: Hall & Rei, inc., 


165 Broadway, New York 6 
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#140 DOUBLE ROLLER CATCH 


#327 SHUTTER 
HOLDER 


3 


#318 COLONIAL 
HOUSE 
NUMBERS 











at 
This ONE bit 
bores both holes 








CONN. VALLEY 
E-X-P-A-N-S-1-V-E BITS 


Showing sizes of holes bored by #1 Bit, which 
comes with two cutters with a range of 72” to 
3” diam. For #2 Bit the two cutters bore from 
4” to 14”. Extra cutters available to 6” diam. 
Bits in visual boxes for open counter selling. 

The Connecticut Valley Mfg. Co. 

Centerbrook 7, Connecticut 
Want more facts? Circle 222, p. 105 


Skil develops battery-powered line; 
hedge trimmer to be first on market 


| 
} 
| 











the hot ones 


are from 


fast- 
moving 


POWER 
TOOL 
BRUSH 
deal 


Best profit news of the year! 





ARD 


Power hand tools that operate off 
a portable, interchangeable power 


source, have come on the market. 
The first such tool, a hedge trim- 
mer, has been presented to the in- 
dustry by the Ski! Corp., Chicago. 
The hedge trimmer will be in dis- 
tribution in time for the Spring 
lawn and garden market. Other 
tools will be available thereafter. 
The source of power for these 
tools is a battery that clips to the 
user’s belt, connected to the tool by 


First item in Skil’s power pack line, 
a hedge trimmer. 


a short cord. Skil uses a 9-volt 
Eveready power pack made by 
Union Carbide Corp. The pack has 
nickel cadmium cells, and is 4% x 
4% x 1% in. and weighs 2%, lb. 
There is a heavy-duty model that 
gives longer life between recharg- 
ing. 

The new hedge trimmer will re- 
tail for $59.95. The battery is $50. 
A charger will cost about $15. 

The power pack will operate a 
hedge trimmer for cutting at least 
200 feet of hedge, both top and 
sides. The battery can be quick- 
charged in five hours, or trickle- 
charged overnight. 

Other power pack tools in the 


production basis, Skill points out, 
will lead to improvements in bat- 
teries, and reduce their size and 
cost. Improved batteries can be pur- 
chased by Skil owners without re- 
placing the tools. 

The power pack hedge trimmer 
has a new type motor. It is similar 
to the regular model, in having an 
aluminum die-cast housing and a 
1414 in. scalloped-tooth blade. 


SBA’s Advisory Council 
recommends tax revision 


The National Small Business Ad- 
visory Council has recommended 
revision of tax laws to he!p small 
businesses expand and modernize 
their facilities. 

The council proposed that small 
firms be permitted further deduc- 
tions for earnings reinvested in 
their businesses. It also recom- 
mended that the limitation on busi- 
ness loans made by SBA should be 
increased from the present ceiling 
of $350,000 to $500,000. 

The council also called on gov- 
ernment procurement agencies to 
increase the share of contracts to 
small business, and expressed con- 
cern about exclusion of small firms 
from research and development 
contracts. 

Membership of the National 
Small Business Advisory Council 
consists of the vice-chairmen of 
SBA’s 15 Regional Advisory Coun- 
cils, and members selected at large 
without regard to geographic loca- 
tion. 


works by Skil are a shrub and grass 
shears, orbital sander, auto polish- 
er, drill, and jig saw. One power 
pack will operate any one, or all, 
these tools. Each tool has its own 


Howard’s Deal #34-B—a great new | 
assortment of cup and wheel wire | 
brushes. They fit ALL power tools. 
Quality-made in U. S. A. Uncon- | 
ditionally guaranteed. FREE | 
WHEEL BRUSHES plus display | 
unit with each deal. Check your | 
jobber salesman ; write or ’phone | 
today for full details on this | 


Business failures rise 


Commercial] and industrial busi- 
ness failures for the week ended 


oo Oct. 5 totaled 330, compared to 286 
EN, 


hot BONUS DEAL. | 
rite for complete 
Howard Catalog | 


HOWARD 
oes HARDWARE PRODUCTS, INC. | 
252 Elizabeth Ave., Newark &, N°. | 


Bigelow 2-2233 
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cord that plugs into the power pack. 
Skil points out that the separate 
power pack operates tools at peak 
efficiency, with performance equal 
to tools that plug into electric out- 
lets. 
Increased use of packs on a mass 


in the week ended Sept. 28, and 343 
in the comparable week a year ago, 
according to Dun & Bradstreet. The 
286 total in the Sept. 28 week was 
51 less than the week ended Sept. 
21 and was 16 less than the com- 
parable year-ago week. 





STYLED RIGHT... PRICED RIGHT 
FOR GREATER SALES! 


HAS THE COMPLETE LINE OF 


ELECTRIC COFFEE MAKERS 





No. 2015 


12 to 32-CUP PARTY FAVORITE 
SMART .. . MODERN .. . DISTINGUISHED with 
exclusive complete coffee drainage feature .. . 
No Tipping . . . No Tilting! 

Attractive, self closing ‘'No-Drip"’ faucet and 
Red Signalite that indicates when coffee is done. 
2-CUP ‘‘COFFEE QUICKIE" 


PROMOTION PRICED » Oo Newly styled easy pouring lip spout . 
No. 1910 always stays clean. Durable element deve 


percolation quickly—delicious coffee every 

AP SEIN ARE Cotes wage 12-CUP AUTOMATIC with FLAVOR SELECTOR time. Great for home, students, travelers 

are UL Approved and Made in Fully automatic with sturdy thermostat . . . drip- , . : * 
U.S.A. less spout . . . lustrous aluminum. Designed for ere. $4.50 
beauty and lasting service. 10.95* (CORD SET EXTRA) 


WRITE FOR YOUR CATALOG... TODAY! 9 
The METAL WARE Corporation vase seme 


WISCONSIN 


No. 58 
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Millions know... re Portable 1, ate, 


that “WiCCion 


works best! _HEAT- MASTER ir. 


ee, — Operates on Safe, 
Mile — Sa — ot Natural Gas 


s UPERI R j 4 © Radiant space heater or 
INSULAT ING TAI ( d , ‘ forced air furnace 
J * Operates all week-end 


and longer — without 
attention 


Can be vented 


Fume-free—won’t damage 
interiors with soot- 


UP TO 65,000 B.T.U. PER HOUR Be ae 
BLACK F RICTION TAPE ee This inexpensive, amazingly rugged never needs adjustment 


heater is used principally for “‘spot”’ 
a heating outdoors and circulated heat- a = carry from job 
and PLASTIC TAPE Lm ing inside. Removal of directional is 
| OL datas Se, hood and blower converts Heat- e Manual or thermostatic 


Master, Jr. to a radiant space heater. heat controls 
Operates for as fa SR 


4l4c 
nay ea vg ThermoDynamics, Inc. 


Cee lewood, Colorado 
Leading manufacturer of rubber i Ton ae maximum out @ 1306 W. Oxford PS Eng : 
and plastic products in Japan: EES” put. [] Send full details on Heat-Master, Sr. 


i 

FREE | [] Send money-making dealer promotion kit. ; 

KYOWA RUBBER INDUSTRY CO., LTD. aticsroor i 
nth DEALER 4 


HA-0 
Sakura-dori, Nishinari-ku, Osaka, Japan | Promotion a 
Cable Address: “KYOWAGOMU OSAKA”] | Kit ! A City = 

/ asanenenenencenamenasanandl 
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; : Le. ee Oe 
“wma el torn “5 *S 








Name 





: Address 

















PERFECT GIFTS... ws. 
FULLY GUARANTEED =~ 


Game 


SUPERB HOME APPLIANCES 


Trusin crt 


LAWN AND SHOP ITEMS 


AT GOOD STORES 
ALMOST EVERYWHERE 


NATIONALLY 
ADVERTISED IN 


The Saturday Evening 


For information, Write 


LIBERTY DISTRIBUTORS 
BOX 95, PHILADELPHIA 5, PA. 
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Bubb Ye pam 


tGWIVEL acTiON” 
AERATOR 


BUAL THREAD 
FITS INSIDE 
OR OUTSIDE 
THREADED 

FAUCETS 


ELIMINATES RETURNS AND 
EXCHANGES-—INCREASES YOUR FAUCET 
AERATOR BUSINESS ON THE SPOT! 


Made in U.S.A. Solid Brass, chrome plated 


ONLY ONE INTERNAL PART 


Order #SMK-100 in fast-selling New 
Bubbie-Pak Display Cards 


GHTWay Became 
ENGINEERING co Chicago 28, Illinois 


Want more facts? Circle 228, p. 105 
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Liberty offers spring 
sporting goods mailer 


Liberty Distributors, Philadel- 
phia, has a spring circular featur- 
ing fishing tackle and _ outdoor 
sporting goods. 

The Special Sale for Fishermen 
mailer is in four pages printed in 
red and blue. It has 31 items com- 
petitively priced yet maintaining 
a good markup for dealers. 

Special impulse items are fea- 
tured as coupon specials. 

Prices on specials range from 


? Beg of & fog 
Asserted MOATS 4, 





a regular $1.75 value for 77é¢, to 
an 88¢ item for 66¢. 

A complete store trim kit with 
window banners, pennants, price 
cards, is offered to dealers to tie- 
in with the circular. 


Supplee-Biddle-Steltz Co. 
has 28-page gift booklet 


Supplee-Biddle-Steltz Co., Phila- 
delphia wholesaler, is offering its 
dealers a 28-page Gift Suggestions 
mailer for Christmas promotions. 

The mailer contains a variety of 
gift-giving merchandise selected to 
appeal to hardware store shoppers. 
Several nationally-advertised items 
are featured at special low prices 
to pull traffic. 

Dealers who wish to advertise 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 








some of their own merchandise can 
get the booklet with a blank back 
page. Book can also be obtained 
with back page printed to feature 
the Revere-Ware designer group. 


Masback 16-page mailer 
has gift certificates 


Masback Hardware Co., whole- 
saler in New York City, is offering 
dealers a 16-page Holiday Gift 
Guide mailer for Christmas promo- 
tions. 

The mailer has a gift certificate 
on back cover for customers’ con- 
venience, and a book of gift certifi- 


cates is furnished to dealers. The 
mailer also features 28 specials in 
giftwares and tool items. 

A window streamer kit, with 
price cards and price tags, will sup- 
plement the mailer. 





@ roos wn 4 


REMINGTON to the floor 














Directional 


>. Aes, 
MAGNIFYER LENS \ ‘ 


PLUMB BOB 











ee cS wn “ sid For maee' Cilietes 
REMINGTON HARDWARE CO., INC. 


| a ae 
100 GREENWICH STREET NEW YO 
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THE BIG NAME 
IN GUN 
CLEANING 


GUN CLEANING ESSENTIALS 
THAT CUSTOMERS ASK FOR 


Display yy 
them for 
Fast Sales! 


Wherever guns are used, 
Hoppe’s products are in de- 
mand! Millions of gunners 
and gun fanciers look to 
Hoppe’s for gun protection. 


And consistent national ad- an OF the only place the won't 
vertising keeps Hoppe the y oa | y 


BIG name in gun cleaning. 


ae e k o h 
Put Hoppe's Frosucts oui im StiCK IS On your shelves 
them sell on sight! _ < ~ | ied Vs 6 me, eee te cee a sr 


nif :: 


ie 
ODES ants tansidtst 














eas Elmer’s full line turns over fast. Profits go up. No wonder 
aa —with all the ads in top consumer magazines backing 


' these great glues. Stock all of them. See your supplier 
FRANK A. HOPPE, INC. or write Elmer, The Borden Co., Dept. HA-101, 350 Mad- 


23144 N. 8TH STREET + PHILADELPHIA, PA. ison Avenue, New York 17, 


N.Y. (Available in Canada.) . BORDEN 
©T BC. 


Want more facts? Circle 231, p. 105 
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another _Viehe& “best seller” 
Tine Sawer 


WRENCH SETS 








10-piece 
combination 
wrench set 


Made for the Hardware Trade. 
Finest quality drop forged, 
chrome plated with accurately- 
milled openings and _ mirror- 
polished streamlined heads. 14 
different sets . . . 3 to 17 pieces. 
Attractively packaged. Priced to 
sell. Ask your wholesaler for 
profit facts. A-5100A 


out TON » 


Vichek Tool Co. 


Cleveland 4, Ohio 


A A A A A a a a a a a 
: i, eR Ee TN, SS 


i 
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Ciffwones 7 


SHOW YOU A FULL PROFIT! 


tistic 


NEW 4 pc. Centerpiece Set (+770-B) 


SEND TODAY 


for new catalog showing 
over 80 fast-selling, 
money-making house 
wares and giftwares 


NEW Decorative Scale 
(#329-B) 


= 
Contemporary 
Candle 
Holders sa 
Brerrete 4 itis cian ps dk iss 63, sessile ; 


'63-B + /761-B 


ARTISTIC WIRE PRODUCTS CO., INC. 


Dept. HA Taftville, Conn. 
Want more facts? Circle 233, p. 105 
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Industrial supply orders 
rise slightly in August 





T 7 T 
|| Industrial Supplies & Machinery 
|| New Order Index—July 1948-100 | | 


Seasonally Adjusted 
erican Supply & Machinery Mfrs. Acsn 














— 























_| Chart by Hardware Age | | 
T 





i 
PUPPET TEUPTprrey 


1960 1961 


PePTOpr rer 


1959 














New orders for industrial sup- 
plies and machinery during August 
were up slightly from the previous 
month, and were nearly 6 percent 
higher than a year ago, according 
to the American Supply & Machin- 
ery Mfrs. Assn. 

The new order index was at 201 
in August, compared to 200 for 
July and 190 for August 1960 (July 
1948 = 100). 


Industrial wholesalers’ 
sales up 4.3% in August 


Wholesalers’ sales of industrial 
supplies in August were 4.3 percent 
higher than a year ago, according 
to the National Industrial Distrib- 
utors’ Assn. Sales were also 16.7 
per cent higher than the previous 
month. 


Water systems shipments 
rise 11% during August 


Factory shipments of domestic 
water systems totaled 78,847 units 
in August, 11 percent higher than 
the previous month, according to 
the Dept. of Commerce. Deep-well 
systems accounted for 12,946 units 
shipped; shallow-well 24,470 units; 
convertible jets 27,737 units, and 
submersible pumps 13,694 units. 


GE has price reduction 
on sunlamp and lamp kit 


General Electric Co., Cleveland, 
Ohio, has reduced the retail price 
of its Model RS sunlamp from 
$11.95 to $9.95. Sunlamp bulb and 
holder combination kit also has a 
reduced suggested retail price, 
from $14.95 to $12.95. 








| 








NEW LOW COST 


FLEXO-SPAN 
SELF-SERVICE ISLAND 


TH 
“DIAMOND” PERFORATED 
METAL SHELVING ... 


YOU'LL ENJOY 
PLUS SALES —PLUS PROFITS 
WITH NEW, LOW COST 
FLEXO-SPAN 
NEW CATALOG 
LOWER PRICES 


oy Re * reg MULTIPLE BASE UNITS — 
SLT STDS. — BRACKETS— AND ALL 
OTHER FIXTURES AND FIXTURE HARDWARE. 


WRITE TODAY FOR YOUR 


FREE 
WHOLESALE DISCOUNT CATALOG 
NEW LOWER PRICES 


ADD SALES CO. 


824 York St. Manitowoc, Wisconsi« 
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( WRITE FOR wane Fi) 


¢ Complete owes Set 
of Key Board Tags 
Colorful Streamers 


v 
That Will Brighten Up 
Your Store i 
vW New Edition of coN 
Blank Comparative List 


STAR Key & Lock 
Manufacturing Co. 





51 South First wee 
Brooklyn, N. Y 




















AJAX Neo. 750 — Consisting of: 
* METAL 5-DRAWER CABINET 
mi * 1,000 SPRINGS (#1 to #100) 
(a * METAL DISPLAY with SPRINGS 





NEW—IMPROVED 


WOOD JOINERS 


Ask your jobber or write 








SUPERIOR FASTENER CORP. 


2949 Elston Avs 


Want more facts? Circle 237, p. 105 





EVERYBODY MAKES THEM 


BUT HERE COMES THE NEW SPACE-SAVING 
PROFITOWER 


SHOWS MORE...SELES MORE 


Self-Adhering Accessories 


Selfix Household Aids 
SO EASY TO MOUNT 


No Nails! No Screws! 


just MOISTEN 
with WATER and - 
STICK 'EM UP | 


(ADJUSTABLE ) OE 
50 ad). 


(ADJUSTABLE ) 


SOLD THRU JOBBERS ONLY 15 
CHAMPION BRASS MFG. CO. DIFFERENT » 


1460 NAUD STREET 


LOS ANGELES 12, CALIFORNIA ITEMS! 
Want more facts? Circle 238, p. 105 ° 








T “CLEAN” PENCIL 


Lubricates Anything That Moves 





oe 

@ Won't Soil Hands or Clothes! se: - C = 
LOCKS - LATCHES - WRENCHES PUFFS 4 " 
ZIPPERS - DRAWERS - LATHES - ETC. ENOUGH 


DRY-LUBE 


Won't Soil Hands or Clothes 


The Modern Clean Powder Lubricant! 
Lubricates Everything! 
Reaches Inaccessible Places! 














Factory Reps wanted for Choice Territories 


REARDON PRODUCTS 


307 CASS ST. PEORIA, ILL. 
Want more facts? Circle 239, p. 105 


| Compact, colorful, attention-getting! The unique 
Tremendous Popularity as Christmas Gifts SELFIX No. 200 PROFITOWER displays the complete 
Means Big Profit to You 


pe line of famous kitchen, bath and closet accessories. 
Sudbury \ | ons Re Automatic re-order markings efficiently signal 


SOIL TEST. KITS = | | items to re-stock. The tower revolves in a full circle 


at a finger’s touch... displaying 198 assorted 
BIG increase in demand for Sudbury Soil Test . , " : 
Kits, multiplied by growing number of Soil Test : | plastic home accessories priced from 29¢ to 98¢, in 


articles in all garden magazines, means more 


Christmas sales for you. Kits have become a | a bright selection of decorator colors. Newly de- 
favorite gift for gardeners. They profitably stim- 


shets enlien al aad than nan | signed matched carding adds sales-pulling power. 
Send for special dealer Christmas offer by of a 

world’s largest Soil Test Kit maker. Liberal ad- ‘ - - = . , ! 

vertising allowance helps you tie in with heavy ’ ees » a - | DEALERS: The ee PROFITOWER displays 167 dozen 


Kit, for your best customers, $18.95. Green WHOLESALER or WRITE direct to SELFIX for complete details. 
Thumb Kit, for +g trade, $9.95. Popular 


Garden Kit, $6.98. Home Gardener Kit, $3.98. 
Write now, for year-round profit from this 


Big and getting BIGGER market! PRINCESS KIT PRODUCTS Co. 
SUDBURY LABORATORY scx 1556, sudbury, moss. 223 W. ERIE ST. - CHICAGO 10, ILL. 
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large 


(If your annual volume is over $100,000) 


NO OTHER SCAL 
IS MADE LIKE A 


BORG 


A SCALE 


CHET ME SERMCLE PEN 











[_] FREE with Deal #2001 


Deal includes Free 12-scale display, Free 
sales folders and Guaranteed Sale, with 20- 
scale assortment. Your cost, $118.53—your 
40% profit, $79.02—average profit per sale, $3.95! 


medium 


(If your annnal volume is $50,000 to $100,000) 


BORG 

















[_j FREE with Deal #1200 


Deal includes Free 8-scale display and sales 
folders with 12-scale assortment. Your cost, 
$75.50—your profit, $43.90—average profit per 
sale, $3.66! 


Want more facts? Circle 242, p. 105 
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has the perfect scale display for YOU! 


You tuck a complete bath scale depart- 
ment into a space less than 2 feet sq. 
using a colorful self-seller display of 
Borg fast-moving numbers, getting a 
profit-per-sale that only Borg offers. 


small 


(If your annual volume is $50,000 or less) 


NO OTHER SCALE 
IS MADE LIKE A 


BORG Choose one 


A ScaL.e 


Mh Get one 











(Coupon below is a handy way to order. Hand it to your 
salesman, or mail it to Borg-Erickson Corp., 1133 N. 
Kilbourn Ave., Chicago 51, Il.) 


My wholesaler 





Send us Borg Display Deal checked below: 


Td LARGE Deal #2001—20-scale assortment with Free 12- 
scale display. Our cost, $118.53. (Retail value, $197.55) 


e MEDIUM Deal #1200 —12-scale assortment with Free 8- 
scale display. Our cost, $75.50. (Retail value, $119.40) 


= SMALL Deal #600—6-scale assortment with Free 4- 
scale display. Our cost, $37.13. (Retail value, $55.70) 


(Denver west prices slightly higher) 
Store Name 
Address 
By 





[ ] FREE with Deal #600 


Deal includes a 4-scale display for your count- 
ers, in 1 sq. ft. of space! Free with 6-scale 
assortment. Your cost, $37.13—your profit, 
$18.57—average profit per sale, $3.09! 

(Denver west prices slightly higher) 


Want more facts? Circle 242, p. 105 








HARDWARE AGE, October 19, 1961 © 173 





Read it in HARDWARE 
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News About Dealers: Hader Buys 5th Store; 
Dillonvale, Westgate Stores’ Grand Opening 





Cincinnati, Ohio — The 
Hader Hardware Co. has 
bought its fifth hardware 
store in this area with the 
purchase of the Carlson 
Hardware & Appliance Store 
in the Tri-County Shopping 
Center. Hader operates its 
other stores in Cheviot, 
Groesbeck, the Western Hills 
Plaza Shopping Center and 
Del-Fair Shopping Center. 


Winona, Minn.—Westgate 
Hardware held its grand 
opening in Westgate Shop- 
ping Center on Sept. 14, 15 
and 16 with a_ television 
drawing as the main promo- 


tional feature. Kenneth 
Wurch was named manager 
of the store, owned by V. 
Tausche Hardware Co. of 
LaCrosse. Westgate Hard- 
ware will carry hardware, 
toys, paint, sporting goods 
and housewares. 


Ohio — Don 
Caldwell staged the grand 
opening of his  Dillonvale 
Hardware Store in the Dil- 
lonvale Shopping Center 
Aug. 25 and 26. A treasure 
chest, with gifts for those 
able to open it, and souvenirs 
for children featured the 
grand opening. 


Cincinnati, 





Yale & Towne Promotes 
Dowling and Hettling 


James D. Young, general 
sales manager of the lock 


JOHN 


B. DOWLING 


WILLIAM C. HETTLING 


and hardware division of 
Yale & Towne Mfg. Co., 
White Plains, N. Y., an- 
nounced two recent sales ex- 
ecutive changes in the divi- 
sion’s central office. 

John B. Dowling has been 
named to the new post of ad- 
ministrative assistant to the 
general sales manager, in 
which post he will be respon- 

(Continued on page 176) 


Black & Decker Names 
Porter Marketing Head 


G. Harvey Porter has been 
appointed director of  mar- 
keting services for Black & 
Decker Mfg. Co., Towson, 
Md. He succeeds Joseph H. 
Schmidt, Jr., who was pro- 
moted recently to general 
sales manager of the con- 
sumer products division. 

Mr. Porter joined Black 
& Decker’s marketing divi- 
sion in 1952. He has been 
supervisor of sales forecast- 
ing, advertising manager 
for the _ industrial-automo- 
tive division and advertising 


manager for the company. 
Five other appointments 
were also made. They in- 
clude: Alex N. Dahl to man- 
ager of special sales to gov- 
ernment agencies; William 
C. Burggraf to assistant ad- 
vertising manager of the 
product service and export 
divisions; William H. Drews 
to assistant advertising man- 
ager of the industrial-auto- 
motive division; Max L. 
Palmer to Latin American 
sales representative; and 
Richard C. Wells to market- 
ing manager of the indus- 
trial automotive division. 





Hand Tool Industry Manufacturers Form 
Voluntary Trade Institute, Elect Officers 


The Hand Tool Institute, a 
voluntary, non-profit trade 
association, has been formed. 
It represents many promi- 
nent hardware manufactur- 
ers. 

V. G. Scott is the president 
of the newly formed group. 
Headquarters of the Institute 
are at 630 Third Avenue, 
New York 17, N. Y. 

Companies currently rep- 
resented in the Institute com- 


prise a substantial portion of 
the total domestic hand tool 
industry production. 

Following the first sched- 
uled meeting of the Institute 
held in Pittsburgh, Sept. 28, 
the following officers were 
elected: 

V. G. Seott, Wood Shovel 
& Tool Co., Piqua, Ohio, 
president; W. P. Gillespie, 
Union Fork & Hoe Co., Co- 

(Continued on page 178) 





Packaging Exposition 
Makes First Awards 


Winners of the first Hard- 
ware and Housewares Pack- 
aging Exposition were se- 
lected by the judges’ panel 
and announced during the 
National Hardware Show in 
Chicago Oct. 4. 

There were 149 entries in 
13 categories. A first award, 
and two merit awards were 
made in each category. The 
plaques and product entries 
of the first awards were sent 
on for display in Convention 
Hall during the Atlantic 
City Convention Oct. 22-25. 

Following are the award 

(Continued on page 184) 
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Winners and merit award winners in first annual Hardware and 
Housewares Packaging Exposition competition. 





AGE while 


THE 


it’s NEWS 


TRADE Kk KK KKK 





OCT. 19, 1961 





Whitlock Corp. Makes 
Changes in Set-Up 


Changes in stock owner- 
ship and in the organization 
set-up have been made at 
Whitlock Corp., Yonkers, 
N. Y., wholesaler. 

Henry R. Stein, president, 
has purchased the stock in- 
terest of Herbert J. Lasky, 
board chairman and one of 
the company founders. 

William G. Earnest, sales 
manager, becomes vice-presi- 
dent in charge of sales. 

Matthew Krakower, comp- 
troller, becomes  vice-presi- 
dent and treasurer. 


Changes in the 


staff are: 


buying 


William Jasper, general 
hardware buyer, will expand 
his activities and merchan- 
dise the company’s paint sun- 
dries and plumbing supplies 
departments. 


Ernest Masback, formerly 
on the city desk, will be tools 
and electrical supplies buyer. 

Mr. Lasky will be a con- 
sultant for the company. He 
also will devote his attention 
to expansion of Carter In- 
dustries, Inc. 


Weed & Co. Adds New 
Housewares Division 


Weed & Co., Buffalo, N. Y., 
has added a new housewares 
division to be known as Len- 
nis Products Division of Weed 
& Co. The Lennis firm has 
been a significant factor in 
the housewares field in the 
Buffalo area. Weed & Co. 
feels the addition will greatly 
strengthen its position in the 
housewares field. 

A. G. Rogerson will be 
buyer and sales manager of 
the new housewares division. 
Assisting him will be Tony 
Zon and Ned Rogerson. 





Dealer’s Tent Show Draws Nearly 100,000 


“ 


oe 2 


Food 


As evidenced by jam-up of cars, the recent tent show of Lin-Brook 


Hardware, Anaheim, Calif., was a smashing success. 
Do-it-Yourself Show, it drew nearly 


Called the 


100,000 curious customers. A 


huge tent (right of store) was erected to contain some 105 display 
set-ups. Entertainers, TV personalities, pony rides, etc., kept traffic 
coming at a pace to keep nine checkout stands busy. Business showed 
a 50 percent gain during the four-day event. 


Oklahoma Hardware Co. Buys Nash Hardware; 
Nash To Continue As a Separate Operation 


The Oklahoma Hardware 
Co., wholesaler at Oklahoma 
City, has purchased the ¢v..- 





EDWARD T. MICHALEK 


E. T. Michalek Named 
SpeedWay Sales Mgr. 
Edward T. Michalek has 


been named sales manager of 
the SpeedWay Mfg. Div., 
Thor Power Tool Co., Au- 
rora, Ill. 

Mr. Michalek is a 14-year 
veteran with Thor, and was 
recently assistant sales man- 
ager. He will be responsible 
for distribution of all Speed- 
Way products except the 
Farm & Ranch division line. 


Service Tools Group 
Elects M. S. Bandoli 


Marvin S. Bandoli has 
been elected president of 
Service Tools Institute, New 
York City. He is senior vice- 
president of Pendleton Tool 
Industries, Inc. 

Also elected, as vice-presi- 
dent of STI, was R. D. Su- 
lentic, president, Waterloo 
Valve Spring Compressor Co. 

New executive committee 
members are Bruce Foxhall, 
Utica Drop Forge & Tool 
Co.; Norman Ellison, Moore 
Drop Forging Co.; Harry 
Silverstein, Vaco Products 
Co.; and C. William Schloss- 
er, Lectrolite Corp. 


trolling interest in the stock 
of Nash Hardware Co., Fort 
Worth wholesaler. 

Nash Hardware will con- 
tinue to operate under its 
present name and manage- 
ment as a corporate division 
of Oklahoma Hardware. 

Charles E. Nash will con- 
tinue as president of Nash 
Hardware. Other personnel 
will be retained, and the staff 
will be expanded as the ac- 
tivities of the two firms in 
merchandising, advertising 
and promotional services are 
enlarged. 

A majority of stockholders 
of Nash Hardware, at a re- 
cent meeting, accepted the 
eash offer for stock from 
Oklahoma Hardware, Gene 
Smith, Sr., Oklahoma’s presi- 
dent, announced. The pur- 
chase price was not an- 
nounced. 

Nash Hardware, 
year-old firm, travels 18 
salesmen in Texas, New 
Mexico and Oklahoma. Okla- 
homa Hardware’s territory 
includes Oklahoma and parts 
of Texas, Kansas and New 
Mexico. 

The Double-H program of 
Oklahoma Hardware, a fran- 
chised merchandising - adver- 
tising store program, will be 
introduced as soon as pos- 
sible in the Nash Hardware 
territory. The program in- 
cludes store identification, 
weekly television programs, 
daily radio spots, special 
broadsides, window trims 
and cooperative newspaper 
advertising. 

Oklahoma Hardware also 
has a store planning pro- 
gram, with store fixtures 
available; custom-design 
handbills; specials of the 
month. 

Both firms handle many of 
the same merchandise lines. 
Coverage on these lines and 
warehouse stocks will be ex- 
panded, Mr. Smith said. 
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PLANET 2%." CARPET 
SAVER — Metal tread for 
heavy furniture. 


SATURN 3” FLOOR 
SAVER—Rubber tread for 
tile, wood floors. 


Patents 
Pending 


NEW SATELLITE 2°— 
For tables, stands, light 
furniture. 


NEW METEOR 24,"— 
DuPONT Deirin® construc- 
tion. Set, $3.95. 


shepherd 
supercasters 


give you faster turnover, bigger profit! 


You'll make quick “impulse” sales and extra profits 
with this sparkling line! First—it attracts customers 
with superb quality and design. 

In addition, you'll find our new Dealer's Promotion 
Kit packed with sales-getting helps—newspaper ad 
mats, store banners, etc. A new, action counter dis- 
play teases customers to demonstrate to themselves. 
Best of all, finishes, fastenings and models are kept 
to a minimum. There are no ‘‘slow-movers''—so your 
inventory needs are sma//—your turnover high! 


© Promotion Kit Helps You Sell. 


e@ Counter Display is Self-Demonstrator. 
@ National Ads Bring Customers to You. 


Ask your wholesaler now—or write for details of 
Shepherd's new profit-boosting Promotion Kit. 


shepherd ao casters /NC. 


THE ORIGINAL SPHERICAL CASTER 


in Canada: Shepherd Casters Canada, Ltd., 23 Raitside Ro>“ ™-n Mills, Ontario 


Want more facts? Circle 243, p. 105 
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P.O. BOX 672, BENTON HARBOR, MICH. 


—News of the Trade- 


New Front + Old Identity = Sales 


Before 


it 


Sie Roc, 


: will: s NARDW ARE 9 


After 


The recent completion of a one-month store front renovation project 


has brought Glen Rock (N. J.) Hardware Co. " 
says Gordon G. Talbot. 


business,” 


increased traffic and 
Yet, the store's identity has 


changed little. As the pictures show, the basic look of the old store 
has been retained, while increasing size of glass area and using 
modern materials to face the old construction. 








Hamilton Cosco Names 
Plant Head, Purchaser 


Robert L. Wendling has 
been named vice president 


ROBERT L. WENDLING 


CHARLES W. HATHAWAY 


and general manager of a 
new plant to be built at Gal- 
latin, Tenn., by Hamilton 
Cosco, Inc., Columbus, Ind. 
Charles W. Hathaway was 
named to succeed Mr. Wend- 
ling as purchasing director 
of the company’s headquar- 


| ters plant in Columbus. 


Mr. Wendling has been a 


vice president and director of 
Hamilton Cosco since 1958. 
Mr. Hathaway has been with 
the company since 1948 as 
a purchasing agent. 


Yale & Towne Promotes 
Dowling and Hettling 


(Continued from page 174) 
sible for market research as 
well as compiling and analy- 
sis of sales statistics. He also 
will assist in administering 
all sales departments of the 
division. Mr. Dowling has 
been with Yale & Towne 
since 1950, his most recent 
job being manager of shelf 
goods sales. 

Promoted to take Mr. 
Dowling’s place as manager 
of shelf goods sales was Wil- 
liam C. Hettling, former as- 
sistant general sales man- 
ager. 

Mr. Hetling will be respon- 
sible for co-ordinating and 
directing the division’s con- 
sumer products regional and 
district sales offices through- 
out the country. He started 
working for Yale & Towne 
in 1952, when he underwent 
the lock and hardware train- 
ing course. 


Holtman Appointment 


Ken Holtman has joined 
the Empire Plow Co., Cleve- 
land, Ohio, as sales manager. 
He was associated with Pa- 
pec Machine Co. and the Oli- 
ver Corp. before joining Em- 
pire. 





—~News of the Trade 


brief reports of 


MANUFACTURERS’ SALESMEN 


@ Animal Trap Co. of America and its subsidiary, Old Pal, | 
Inc., Lititz, Pa.—Four salesmen reassigned to new terri- | 


tories: Al Myer from Pacific Coast area to Midwestern and 
North Central states; Vern Heichel from North Central 
states to Fenton, Mich., plant area; Warren G. Botz from 
Florida to Western Tennessee and Oklahoma and Tom Firth 
to all Southeastern Coastal states. Tom Richardson, a new 


salesman, assigned to Pacific Coast states. Tom Richardson, | 
who represented Animal Trap and Old Pal in Midwestern | 


states, assigned to Fenton plant area as sales promotion 
consultant. 


@ Stanley Hardware, Div. Stanley Works, New Britain, 


Conn.—Corydon M. Johnson, formerly marketing, market | 


research, and new product development man to manage 


midwest region succeeding John M. Crowley, who has been | 


given another assignment; Kragg F. Kysor, former eastern 
regional manager, builders’ hardware sales, to manager of 


the southwest region succeeding Patrick F. Gibbons who 


retires Oct. 1. 


@ Clemson Bros., Inc., Middletown, N. Y.—James W. Perry | 
as district sales representative covering Ohio, northern | 
Kentucky and most of Indiana, in addition to his present | 
territory of Michigan for Star and Victor metal cutting | 


saws and Clemson hand lawn mowers; Walter C. Todd 
to supervise sales and field service of Clemson hand lawn 
mowers in Oklahoma, Arkansas, Louisiana and most of 
Texas. 


@ Colorado Fuel & Iron Corp., Denver—W. W. Leonard 
has been named manager of tubular sales. He joined the 


firm in 1952 as assistant manager. D. W. Kelly has been | 


named Mr. Leonard’s assistant. Mr. Kelly has been with 


the firm since 1955 as sales engineer for the Rocky Moun- | 


tain area. 


@ Keuffel & Esser Co., Hoboken, N. J.—N. Bruce Weir has 
been named Philadelphia branch manager. He had been 
sales manager for Oriskany Malleable Iron Co., Oriskany, 
N. Y., the past three years. Prior to that he was with the 
Industrial Chemical Division of American Cyanamid Co., 
New York City, and with the Electric Storage Battery Co. 
of Philadelphia. 


@ Stanley-Judd, Div. Stanley Works, Wallingford, Conn.— 
Reynolds H. Owens, formerly of Monroe Calculating 
Machine Co., to succeed the late Guilbert E. Voelker in 
Indiana, Ohio, and Kentucky territory. 


@ Dayco Corp., Industrial Div., Melrose Park, Ill.—Charles 
Hunt to district manager in Indiana. 


@ Westinghouse Electric Corp., Portable Appliance Div., | 
Mansfield, Ohio—Sidney Schwartz, former district manager | 


| 
| é o0) 
I C A % Pp C 0| pres ” posh PRODUCTS COR r 
an * 


@ American-Lincoln Corp., Toledo, Ohio—Harold W. Koons, | 
former regional sales and service manager, Clinton Engines | 


of Westinghouse Appliance Sales, Newark, N. J., to eastern 
sales manager. 


Corp., to southeastern regional and service manager. 


@ Marlin Firearms Co., New Haven, Conn. — Wallace | 


Chamness to Texas territory. 


@ O’Brien Corp., South Bend, Ind.—Robert J. Hathaway, 
formerly with Spaulding Fibre Co., Chicago, to technical 
salesman in the Chicago area. 


Want more facts? Circle 244, p. 105 > 
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YOU PROFIT 


with National Weatherstrip Products 


Here are just a few of National’s complete line of weatherstrip 
products .. . every one means profits for you. From thresholds 
and doorstops to sealer-strip and sweeps, National’s attractive, 
economical, high quality line will stimulate your sales and build 
your weatherstrip business. 

Place a sample order with your jobber today or write for 
more information. 


Mail this today! 


Pe_——_— ee eee eee eee eee ee ee eee ee eee eee ee ee eee ae ae ae aes cues 




















2222 South Bivd., Charlotte 3, N.C. 


[] Send me catalog on National’s complete line of weather- 
strip products. 


[] Send me pricing information. 


Address 


City — 








News of the Trade————- 


ASANASSAASAS 
PRAVAMY 


Frank Grant, chairman of Decatur Hopkins Bigelow Dowse Co., Bos- 
ton and Needham, Mass., is “on stage’ at the company's recent 
dealer show. He conducted a busy "One-Minute Sale.’ Mr. Grant 
termed the show as the "most successful ever held, based on dealer 


attendance and sales volume.” 


More than 1500 dealers and per- 


sonnel were on hand, to mark the 25th anniversary sale in the Need- 


ham branch. 





Simoniz Names Four, 
Realigns Its Sales 


Simoniz Co., Chicago, IIL, 
has realigned headquarter 
sales responsibilities and ap- 
pointed a director of distri- 
bution to improve service to 
retail outlets. 

Arthur F. Connolly has 
been named director of dis- 
tribution. He is in charge of 
planning and supervising dis- 
tribution of all consumer 
products. 

Harvey I. Kling and Gene 
Billingsley have been ap- 
pointed sales managers. Vin- 
cent R. Vecchione has been 
named national accounts 
manager. 

James A. Handley 
Donald J. Nemmers 
been appointed field 


and 
have 
sales 


managers. They will be re- 
sponsible for coordinating 
promotional programs at the 
field sales level, among other 
duties. 


National Names Poellot 
Division Sales Chief 


John L. Poellot has been 
promoted to manager of 
sales, Weatherstrip Div., Na- 
tional Metal Products Co., 
Pittsburgh. 


Mr. Poellot has been with 
National since 1954 in sev- 
eral sales positions. He will 
coordinate sales of Reese 
Metal Weatherstrip Co., Min- 
neapolis; Carolina Metal 
Products Corp., Charlotte, 
N. C.; and those of parent 
company. 





Hand Tool Industry 
Forms Trade Institute 


(Continued from page 174) 


lumbus, Ohio, 1st vice-presi- 
dent; H. E. Manbeck, Mann 
Edge Tool Co., Lewistown, 
Pa., 2nd vice-president; Don- 
ald V. Reed, managing direc- 
tor and treasurer, and Her- 
bert S. Blake, Jr., legal 
counsel, both of Organization 
Service Corp., New York 
City. 

Directors of the Institute 
are: F. Bliss Winn, O. Ames 
Co., Parkersburg, W. Va.; 
Frank Wolf, Gardex Co., 
Michigan City, Ind.; Herbert 
W. Axe, Ingersoll Steel Div., 


Borg-Warner Corp., New 
Castle, Ind.; Mr. Manbeck; 
Harold S. Hobson, Sr., Sey- 
mour Manufacturing Co., 
Seymour, Ind.; Mr. Gillespie; 
and Mr. Scott. 

Current activities of the 
Institute include: 

Collection and distribution 
of statistical information, 
with respect to past transac- 
tions including imports. 

Industry promotion to aid 
distributors and dealers in 
their efforts to supply cus- 
tomers with uniform quality 
high grade materials. 

Furtherance of good rela- 
tions with governmental 
agencies, within the industry, 
and the public in general. 
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Baldwin Names Eggert 
As Sales Manager 


Victor Eggert, Jr., has 
been appointed general sales 
manager of Baldwin Hard- 
ware Mfg. Corp., Reading, 
Pa. 

Mr. Eggert, with a back- 
ground of 13 years in selling 
industrial metal components, 
will supervise sales of Bald- 
win’s products’ throughout 
the U. S. and foreign coun- 
tries. He makes his home 
with his wife and two chil- 
dren in Greenfields, near 
Reading. 


Liberty Adds Two Men 
To Bargain Committee 


Ralph R. Johnson, vice 
president and general man- 
ager of Billings Hardware 
Co., wholesaler in Billings, 
Mont., and Jack Klawitter, 
executive vice president of 
Weed & Co., Buffalo, N. Y., 
wholesaler, have been ap- 
pointed to the Bargain-of- 
the-Month committee of Lib- 
erty Distributors, Philadel- 
phia. 

Both men will serve two- 
year terms on the commit- 
tee which meets twice a year 
to select items for Liberty’s 
Bargain-of-the-Month _ pro- 
gram. 

Retiring members of the 
committee are George Espen- 
son, advertising manager of 
Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn., wholesaler, 
and Gerry Howard, buyer 
for Harper & McIntire Co., 
wholesaler in Ottumwa, 
lowa. 


Du Pont Co. Division 
Promotes C. W. Dingle 
Charles W. Dingle has 
been promoted to manager of 
dealer trade sales, a new 
post, of the Finishes Div., 





Dates Announced For 
Wholesalers’ Shows 
Our Own Hardware 
Co., Spring Convention, 
Feb. 11-14, at company 
warehouse, 618 N. 
Third St., Minneapolis 
40, Minn. 


Supplee-Biddle-Steltz 
Co., 16th Merchandise 
Fair, Feb. 4-7, at com- 
pany Merchandise 
Mart, 5th & Bristol 
Sts., Philadelphia. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar on page 156. 











CHARLES W. DINGLE 

E. I. Du Pont de Nemours 

& Co., Wilmington, Del. 
Mr. Dingle, a 15-year Du 

Pont employee, was market- 

ing manager of trade sales. 


I. C. MATHENY 


Bissell Names Matheny 
As Product Manager 


I. C. Matheny has been 
named product manager of 
appliance sales, Bissell, Inc., 
Grand Rapids, Mich. 

In the new position, Mr. 
Matheny heads all sales of 
electric products in the U. 8. 








The Liveliest 


Christmas Self-Sellers 
Estwing Unbreakable Tools 


WSox ak 


Cis Sumer 


Gift 
Estwing - F. 


end Hat oncr’ 


Aa verlis nal 


World Famous 
Estwing Sportsman's Axe 
® Forged One-Piece Head-Handle of Finest Tool Steel 
Unbreakable—Strongest Construction Known 
Genuine Sole Leather Grip. Durable in All Weather 
Keen Sharp Cutting Edge 


Leather Sheath FREE 


EI14A-14 oz. $5.50 
E24A-24 oz. 5.85 
Estwing 

Supreme Nail Hammer 

Choice of Curved or Straight Claw 


E3—14C Curved—List $5.35 
E3—16S Straight—List $5.35 


. 
® Forged One-Piece Head-Handle of Finest Tool Steel 
@ Unbreakable—Strongest Construction Known 

® Exclusive Nylon-Vinyl Deep Cushion Grip 

. 


Molded On—Will Never Loosen, Come Off or 
Wear Out 


Order From Your Wholesaler NOW! 
Inventors and World's On'y Specialists of Unbreakable Tools That Give YOU the Most Value, Satisfaction and Leadership 


Estwing 


TAL Fil PAINTERS-PAL  ; Wes 
for painting hard-to- —_ 

1h: MS reach places. Bends to = | nm 

/ s fit, Retail 25¢ 


fos Sales-Winning Colors 
H eit CRAK-SEAL 
OME » \ pure white plastic 
AID -, Strip repairs ugly 
KITS 


-, crack between wall 
and tub or sink. 

Sold through qualified 

wholesalers by 


Retail $1.69 
THE LEONARD CO. 


MFG. CO. DEPT. HA-10 Rockford, Illinois 
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the new 


FULTON CLASSIC 


Write for catalog showing full line 


Dept.B, 506 Third St. Des Moines, lowa New Colors ees 


Boost Mail Box 
Sales Year ‘Round 


The new Fulton ‘‘Classic”’ 
features a striking geometric 
design that accents the graceful 

) , ‘ , cover scallops. It’s simple, 
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ww 


GALVANIZED 
COPPER 


standard that compliments any 
style of architecture. Sturdily 
constructed and weather- 

proof, this upright beauty 
comes in five attractive colors 
and five different, exciting 
designs. Suggested retail price of 
$3.98, makes it one of the hottest 


BRASS 
BLACK 


BETTER HOUSEHOLD 
ARDOWARE SINCE 1872 


selling models ever offered. 


tailored lines set a new 
Fj ; 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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Patent Novelty Co. / Fulton, Il. 


Want more facts? Circle 248, p. 105 
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CUT YOURSELF 
IN ON PANZER’S 
FALL PROFITS! 


e High-profit, dramatically different compact 
tractor cuts firewood, sweeps leaves, cleans 
snow . . . builds year-round sales with 25 
attachments for every season. 


e Profit-packed consumer promotions for ‘62! 
Colorful display aids . . . generous co-op ad- 
vertising plus hard-hitting ads in leading 
nationa! magazines. 


Only PANZER offers these exclusive selling features: 





Most working weight 





Independent rear wheel brakes 





Turns in 6 ft. radius 





Fenders, tool box, rear lift standard equipment 





Lowest cost up-keep 





No gears to shift 





Actual auto differential 





Floating power 





Call PANZER collect now about open dealerships! 


PANZER PRODUCTS, INC. 


Waynesboro, Virginia WH 2-8205 


A subsidiary of Virginia Metaicrafters, Inc. 
Quality Metal Products Since 1890 


Want more facts? Circle 249, p. 105 
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News of the Trade 


JERRY BLOCH 


Bloch Is Patio Products 


! 
i 


} 
| 


General Sales Manager 


Jerry Bloch has been ap- 
pointed general sales man- 
ager, Patio Products, Inc., 
Newark, N. J. 

Mr. Bloch was the firm’s 
sales representative in the 
New York City area. He 
heads up a newly organized 
sales department with head- 
quarters at the home office. 


Haw Holds ‘Sellarama’ 
For Mid-West Dealers 


A “buying mood” prevailed 
at the third annual “Sella- 
rama” staged Sept. 17-18 by 
Haw Wholesale Hardware 
Co., Ottumwa, Iowa, in the 
Ottumwa Coliseum. The show 
drew about 900 people rep- 
resenting more than 300 


| hardware dealers in southern 


Iowa, northern Missouri and 
western Illinois. 

According to Robert A. 
Haw, president of the whole- 
sale hardware firm, the en- 
thusiastic response to the 
show indicates good Fall and 
Christmas business. 

More than 100 lines of 
hardware, housewares, sport- 
ing goods and the 1962 line 
of power lawn mowers were 
displayed in 70 booths at the 
show. Some 600 were served 
dinner on Sunday, the first 
day of the show. 


Wholesaler's Contest 


A 45 day sales contest has 
put Higginbotham-Pearlstone 
Hardware Co., Dallas whole- 
saler, into the transistor ra- 
dio business. Three Waltham 


wrist watches were prizes 


that inspired a campaign 


“successful beyond anticipa- 


| 


counts opened,’’ 


tion, with many new ac- 
the com- 


pany’s management says. 


Byrne Seeks Action On 
“Rising Import Flood" 


George P. Byrne, Jr., sec- 
retary of the United States 
Wood Screw Service Bureau, 
New York City, appeared re- 
cently in Washington before 
the House sub-committee on 
the impact of imports and ex- 
ports on employment. He 
called for legislation to stem 
the “rising flood of low 
wage cost imports.” 

Mr. Byrne testified 
the heavy volume of im- 
ported screws, nuts, rivets, 
tacks, tools and other hard- 
ware, now being virtually 
dumped on our market, is 
continuing to boost unem- 
ployment, and cutting do- 
mestic production. 


that 


Arthur W. Weyh Becomes 
Happy House Consultant 


Arthur W. Weyh has been 
named merchandise consult- 
ant for Happy House, Inc., 


ARTHUR W. WEYH 


Minneapolis-based chain of 
housewares-giftwares stores. 
The firm has shops in 27 
states. 

Mr. Weyh, a_ long-time 
hardware veteran, was 14 
years old when he started 
with the Golden Rule Co. He 
was most recently a divi- 
sional merchandise manager 
with Coast to Coast Stores 
Central Organization, Inc., 
Minneapolis. 


J. M. Duncan Named 


John M. Duncan has been 
named sales manager for 
Boontonware melamine din- 
nerware, Boonton Molding 
Co., Boonton, N. J. Advertis- 
ing manager for Boonton- 
ware since 1950, he will now 
be responsible for Boonton- 
ware sales in all markets. 








SPICE AND VARIETY SHELVES 


with SALES APPEAL - EYE APPEAL 


LARGE VARIETY OF SIZES AND STYLES 


Attractive 
Packaging 


| ==) 
' SPICE —— SHEte = ‘ 
SN oe C —— 
i = ie as 
1] 


ii SPICE 8 VARIETY SHELF 1: ik =] j 

ae cS YE = all | 
t= = * EXt roe ee Sw ae = 
Caza =) —S==_— 


SEND FOR NEW CATALOG 
Y SHELF it 


UTILITY 


4424 Paul St., Philadelphia 24, Pa. 
Want more facts? Circle 250, p. 105 


| NOW! a hi-compression 
DON'T MISS THE | Staple gun 


BUYING CHECK LIST | .forony 4.99 


With Exclusive Push-button Loading 
and Built-In Staple Extractor. > 






































Here’s the fastest selling staple gun on the 


market today. Designed especially for home 
ON PAGE 94 He". 


use. Staple sizes 4%” Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


| Swinghne: INC., tong Istana City 1, New York 


Want more facts? Circle 251, p. 105 

















WILHOLD* 


WILHOLD* 
Gubind Fu  cONTAX 


see ae Ey ‘ 
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BONDS ON CONTACT 
MILLIONS SOLD YEARLY ONE COAT COVERS 





Los Angeles 31 + WILHOLD GLUES, INC.+ Chicago 12 
Want more facts? Circle 252, p. 105 




















MARKSM AN = HOME SHOOTING GALLERY » AIR PISTOL * DART GAMES 
GIFTS FOR THE | ‘ Electrically =@ 


Visual Packed 


Wide range sizes > 
$2 to $6.00 Retail 


: @'@ Operated Dart Games 
SPORTSMINDED FAMILY | MOVING TARGET 
—- | AND AIR GUN SET 
Send for Complete Catalog | — ar pucee ~ Gift 19.95 Retail 
MARKSMAN PRODUCTS #f | Boskee «A $24.90 Value 


Gift Boxed and | 
Los Angeles 25, California Se Air Pistol Set only 8.95 Retail 
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SELL in VOLUME to both 
menand women.«s 


— 7 


Useful, Auality-Built, 
Low-Priced Utility Cabinets 


Women love the colored plastic 
frames and efficiency of the clear 
drawers. This impulse item is perfect 
for storing jewelry, sewing supplies, 
medicine, cosmetics . . . practical 
for use in every room in the house. 


The grey metal framed models are 
the man’s best friend on his work 
bench, hobby area, garage .. . keep 
all small parts neat, clean, and 
orderly. 


New catalog with complete sales and 
pricing information available from. . . 


#~ DMT | AKRO-MILS CABINETS 


Box 989-HA2 Akron 9, Ohio 











BULL DOG / % 


ATE 


BETTER HOUSEHOLD 
HAROWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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CHANGES 


New products and new trade names are constant_y 
being added to the listings for the next Directory 
Number of HARDWARE AGE « Therefore, if you do 
not find in the current issue of the Directory Num- 
ber the product you are interested in, write to the 
“Who Makes It’ Editor. He'll be glad to serve you. 


HARDWARE AGE 


Chestnut 6 56th Sts. Phila. 39, Pa. 
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News of the Trade— 


news in brief of 


MANUFACTURERS AGENTS 


@ Goodell Co., Antrim, N. H.—The announcement of the 
appointment of Barron K. Throckmorton & Co. as repre- 
sentative for New York State as published in the Sept. 21 


| issue, page 372, is not correct. Covering New York State 
| with the exception of metropolitan New York City is 
| Brown-Sachs & Co., 12 Henrietta St., Rochester. 


| @ Benjamin Air Rifle Co., St. Louis—Arizona, New Mexico, 
| California south of Bakersfield, E] Paso, and Las Vegas to 
_Kam Kaemmerer of Far West Associates, Los Angeles. 


Far West’s Bill Blackburn will cover Nevada, Utah, Colo- 


_rado and California north of San Francisco. Washington, 
| Oregon, Idaho, Montana, Wyoming, Alaska and British 
| Columbia to Jud Bailey & Co., Seattle. Alabama, Missis- 
| sippi, Kentucky and Tennessee to L & S Sales Co., Mem- 
| phis. 


| @ Zoeller Associates, East Meadow, N. Y.—This manufac- 
| turers’ agency has been formed by Henry A. Zoeller, for- 


merly with the Oldham Co., New York City manufacturers’ 


| agency. The new firm will cover metropolitan New York. 
| The address is Suite B, 146 Diamond Ave., East Meadow, 


N. Y 


@ Smith, Knight & Associates, Jacksonville, Fla.—J. D. 
(Dan) Smith of the Jacksonville office, and E. Lloyd Knight, 
Jr., of the Miami office, of the former Carter Hough, Jr. & 
Associates firm have formed this partnership to re-organize 
the former Hough agency. The new firm will cover Florida, 
Georgia, Alabama and Tennessee, continuing to maintain 
offices in Miami, Jacksonville, and Atlanta. 


@® Vandertill Agencies, Inc., Gaylord, Mich.—This agency 
was formed by Louis C. Vandertill, former vice-president, 
sales, of Motor Wheel Corp., consumer products division 
(Reo lawn mowers). The agency will cover northern Michi- 
gan. 


@ Parker Mfg. Co., Worcester, Mass.—H. A. Varner & 
Associates, Houston and Dallas, will cover the southwest 
territory. Herb Varner has headquarters at 1601 Cranway 
Drive, Houston, and Rob Cox at 5930 Mockingbird Lane, 
Dallas. 


@ Osrow Products Co. Inc., Glen Cove, N. Y.— William 
Craigon of H. P. Pennock & Co., Ltd., Winnipeg, Canada, 
to cover Canada. 


@ Stein-Freedman, Glen Cove, N. Y.—This new firm formed 
by Leo Stein and Fred Freedman, both of Osrow Products 
Co. Inc., will cover metropolitan New York. The new firm 
will represent Osrow in its territory. 


@ Molly Corp., Reading, Pa.—Wisconsin and upper Mich- 


| igan to W. F. Neuser & Associates, Mequon, Wis. 


@ Speedway Div., Thor Power Tool Co., Aurora, Ill. — 


Washington, D. C., to Reese-Charlton & Co., Chester, Pa. 


@ All-Luminum Products, Inc., Philadelphia—Colorado to 


ABC Co., Denver. 


@ Nixdorff-Krein Mfg. Co., St. Louis—Minnesota, North 


_ Dakota and South Dakota to J. E. Gibbons & Associates, 
_ Minneapolis. 


@ Reynolds Div., National-Standard Co., Dixon, [I1].—Illi- 


_nois, Indiana and Wisconsin to Winkenweder & Ladd, Inc., 
| Chicago. 
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Sharon ofters you a method of making 
a profit on low cost fasteners in a 
high labor cost market! 


SHARON BOLT & SCREW CO. 


Norwood, Mass. 
Want more facts? Circle 258, p. 105 
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Kenberry GADGETS 
ARE PROFITABLE 


Sell Fast, Use 
Little Space 
4 Color Cards 


gadgets in one place on “ROAST RACK 
peg boards or counter 
bins for fastest self-serv- 
ice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar | 
Wrenches. Deluxe Roast =~ 
Rack. Skewers in all 
sizes. a5 Pins. Plate 
Hangers. otato Bake | 
Rack. Broom Clips. Food | 
— Beaters. Many | sy FLAY 
other ts. = nigga 
Gucge SaEWeds POTATO BAKE RACK 
More than 50 


Kenberry GADGETS JOHN CLARK BROWN '«¢ 


Ask your jobber ONE MONTGOMERY ST. JL, 
or write for list BELLEVILLE 9, NJ. 6/7 €/TY GADGETS 


wae more ll Sate Ri P- 105 > » your vent 
See ome “££ ‘ss into the roalael 


15 FACTION NORTE R SS 
NO 


Display as a family of id 
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ADD-ALIGN, BEAUTY-BLENDING SHELVES, STANDARDS, BRACKETS 


Soar to new heights of wall beauty. Explore new worlds of 
wall space. Only your imagination can limit the flexibility and 
individuality of wall decor with ‘‘Champion’’ color-cued dec- 
orator shelves and shelving materials. So versatile, so inex- 
pensive, so easy to do-it-yourshelf ! 

18” ADD-ALIGN SHELVES—Perfectly tailored to extend te 
any wall length. Edge curled and reversible. Gold-Dusted 
Ebony Black or Decorator's White. 

12-72” ADD-ALIGN STANDARDS—Dovetail flawlessly toe 
any desired measure. 6 Decorator-cued colors. Side holes for 
window installations. Optional Solid Brass Ornamental Ends. 





A Dealers: Stock up 6”-14”" BRACKETS—6 Harmonious colors. New Locking de- 
' and enjoy easy vice assures rigidity. 


~; or sales ia big CONTACT YOUR DISTRIBUTOR OR WRITE DIRECT TO: 


{RS tatATions o, Standwul-Keil 


Hardware Mfg. Co. Inc. 
, sed PLUMER ST. DETROIT 9, MICH, 2581 Atlantic Ave., Brooklyn 7, New York 
Want more facts? Circle 260, p. 105 Want more facts? Circle 261, p. 105 


























First Hardware and Housewares Packaging 
Exposition Makes Awards In 13 Categories 


(Continued from page 174) 
winners, the first award 
listed first, and the two merit 
awards: 

Hand tools: Bergman Tool 
Mfg. Co.; Otto Bernz Co. and 
Swingline, Inc. 

Sporting goods: Aladdin 
Laboratories; Wessel Hard- 
ware Corp. and Four Seasons 
Co. 

Housewares: Rubbermaid, 
Inc.; Owens Illinois, Libbey 
Glass Div. and J. Wiss & 
Sons. 

Home hardware: Faultless 
Caster Corp.; Franklin 
Metal & Rubber Co. and 
Mortell Co. 

Paint and paint sundries: 
Borden Chemical Co.; U. S. 
Plywood Corp. and Masco 
Products, Inc. 

Builders’ hardware: Ame- 
rock Corp.; Sterling Indus- 
tries, Inc., and John L. Em- 
erick Co. 

Power 


tools: Black & 


Decker Mfg. Co.; Coastal 
Abrasive & Tool Co. and 
Black & Decker Mfg. Co. 

Cleaning and laundry sup- 
plies: O’Cedar Div. of Amer- 
ica Marietta Co.; Pressing 
Supply Co. and Glamorene, 
Inc. 

Lawn and garden tools 
equipment: J. Wiss & Sons; 
Penetray Corp., and Ru/Son 
Div. of J. Rubenstein & Sons. 

Lawn and garden chemi- 
cals: Newcomer Corp.; Whit- 
ney Seed Co. and Liberty 
Distributors. 

Electrical supplies: Gen- 
eral Electric Co.; Bell Elec- 
tric Co. and General Electric 
Co. 

Plumbing: Chicago Spe- 
cialty Mfg. Co.; Melard Mfg. 
Co. both merit awards. 

Miscellaneous: Paper Nov- 
elty Mfg. Co.; Speco, Inc., 
and Campbell Chain Co. 

Members of the judges’ 
panel were: Harry McGuire, 





OBITUARIES 





George Waterhouse 


George Waterhouse, 85, of 
Pittsford, N. Y., died. He 
operated Pittsford Hard. 
ware. Mr. Waterhouse had a 
hardware store in Rochester 
from 1913 to 1924, was pres- 
ident of the Rochester Retail 
Hardware Men’s Assn., and 
was a director of the New 
York State Hardware Assn. 


John E. Gasstrom 


John E. Gasstrom, 68, vice- 
president and __ secretary, 
Eagle Rule Mfg. Corp., New 
York City, died Sept. 5 after 
an illness of two and one-half 
years. He was a co-founder 
of the company with his 
brother. He was in charge 
of the factory. 


Albert J. Becker 


Albert J. Becker, 83, chair- 
man of board, Ohio Valley 
Hardware Co., Evansville, 
Ind., died Sept. 4 at Evans- 
ville. He had been president 
of the company since 1954, 


and became board chairman 
in 1957. 


E. F. McWilliams 


E. F. McWilliams, factory 
representative for Wrap-On 
Co., Chicago, died recently 
as the result of an automo- 
bile accident. He was with 
the company for 20 years in 
the Midwest. 


Lurten Fahrney 


Lurten S. Fahrney, 83, 
retired Hamilton, Ohio, 
hardware dealer died in a 
hospital in that city. He 
started his hardware career 
at the age of 14 and was 
active until his retirement 
in 1946. 


Michael C. Gersitz 


Michael C. Gersitz, 55, 
founder of Gersitz Hard- 
ware, Buffalo, N. Y., died re- 
cently after a long illness. 
He had been in _ business 
since 1934, and was a mem- 
ber of the New York and 
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Wolff, Kubly & Hirsig, Madi- 
son, Wis.; Robert Soukup, 
Soukup’s, Elmhurst, Ill.; Jo- 
seph Demshar, The Geo. 
Worthington Co., Cleveland; 
E. L. Mackey, Hibbard, 
Spencer, Bartlett & Co., 
Evanston, Ill. 

Also, W. E. Smith, Jr., 
Oklahoma Hardware Co., 
Oklahoma City; Richard 
Brant, Morley Bros., Sagi- 
naw, Mich.; Edward E. 
Lanctot, Cotter & Co., Chi- 
cago; Sarah Lee Gerrish, 
Modern Packaging, Chicago. 

Also, Edwin Sample, Sam- 
ple, Durick Co., Chicopee 
Falls, Mass.; Morton Gold- 
sholl, Morton Goldsholl De- 
sign Associates, Chicago. 


Awards were announced 
and plaques presented during 
the regular meeting of the 
Hardware & Housewares 
Packaging Committee of the 
Packaging Institute, which 
sponsored the Exposition. 
Announcements were made 
by Vic Gelb, Woodhill Chemi- 
eal Co., Cleveland, chairman 
of the plaque committee, and 


general chairman of the 1962 
Packaging Exposition. 

During the meeting the 
committee chairmanship 
changed, from N. Allan Pet- 
tit, Campbell Chain Co., 
York, Pa., outgoing chair- 
man, to R. C. Vereen, Liberty 
Distributors, Philadelphia, 
the incoming chairman. 
P. Jay Harris, Empire 
Brushes, Port Chester, N. Y., 
is the new secretary. 


Borden Chemical Names 
Dill as Vice President 


Joseph R. Dill has been 
appointed vice president-ad- 
minstration of the Borden 
Chemical Co., New York 
City. 

Mr. Dill has been with 
Borden more than 30 years. 
He will continue his duties 
as controller and will also 
be responsible for coordinat- 
ing personnel, legal, purchas- 
ing and traffic functions of 
the company. 





the Niagara Frontier Retail 
Hardware Association. 


L. Frank Blann 


L. Frank Blann, 74, owner 
of Blann Hardware Store in 
Vincennes, Ind., for many 
years, died in Good Samari- 
tan Hospital, Vincennes, 
Sept. 24. He was a member 
of the Indiana Retail Hard- 
ware Association and had 
been in business in Monroe 
City before moving to Vin- 
cennes. 


Hobart M. Thomas 


Hobart M. Thomas, owner 
of Creston (lowa) Hardware 
Co., died. He was a past 
president of the Iowa Retail 
Hardware Assn., and was 
with the National Retail 
Hardware Assn. for six 
years as a retail advisor, 
calling on manufacturers and 
wholesalers explaining the 
viewpoint of retailers on in- 
dustry problems. 


Peter A. Franzen 


Peter A. Franzen, 75, Chi- 
eago dealer for the past 40 
years, died. 


F. G. Railey 


F. G. Railey, who founded 
the Railey-Milam Co., Miami 
wholesale firm in 1910, died 
recently. He had been presi- 
dent of the firm for 50 years. 
Mr. Railey was also active in 
civic affairs, and was a direc- 
tor of the Florida Power & 
Light Co., trustee of the Uni- 
versity of Miami, director of 
the YMCA, chairman of the 
Greater Miami Traffic Assn., 
Travelers Aid Society and 
Chamber of Commerce. He 
was also a past president of 
the Miami Rotary Club. 


Luther L. Chandler 
Luther L. Chandler, 83, 

Commerce, Ga., former hard- 

ware salesman, died Aug. 16. 


W. A. Groppenbacher 


William A. Groppenbacher, 
74, Duncan, Okla., dealer, 
died recently. He operated 
Bill’s Hardware for the past 
42 years. 


Edward J. Kubik 

Edward J. Kubik, 69, a 
Chicago dealer, died. He op- 
erated an Ace store for the 
past 40 years. 





News of the Trade — 


| Franklin Hardware Elects 1962 Officers; 
Shields Is Chairman; Parvis Is President 


Customer Workshop Seen New Traffic Maker 


If you’re looking for a new 
source of traffic and a profit- 
able service section, this idea 
is for you. It hinges on an 
area in your store where 
customers can come to work 
with power equipment they 
can’t afford to buy or rent 
for home use. Called a “Saw- 
dust Shop,” this room was 
recently opened at Ahrens 
Hardware & Lumber Co., 


Lima, Pa. Customers may 
use an assortment of hand 
and power tools and work- 
benches for $1.50 an hour. 
Ahrens shop was announced 
to the public with a full- 
page ad printed on pine- 
scented newspaper. Store 
manager Howard Potter 
(center) directs final adjust- 
ments on power equipment 
before cutting ribbon. 





Ekco Products Elects 
Two Vice Presidents 


H. W. (Don) Gillespie has 
been elected senior vice 


H. W. GILLESPIE 


KENNETH C. PEER 


president and Kenneth C. 
Peer vice president of Ekco 
Products Co., Chicago. 

Mr. Gillespie has _ been 
with Ekco since 1953, and 
has been sales manager, gen- 
eral manager and president 
of the firm’s Ekco division. 
Mr. Peer has been with the 
firm since 1952, and had 
been executive vice presi- 
dent of the bakery and chem- 
ical division the past 2 1/2 
years. 


T. N. Tobias Resigns 
As Ajax Sales Chief 


Toby N. Tobias has re- 
signed as general sales man- 
ager of Ajax Hardware 
Corp., City of Industry, 
Calif. He will continue as 
general sales manager until 
a replacement has been 
named. 

Mr. Tobias will remain 
with Ajax as a consultant in 
planning, merchandising and 
new products development. 
He joined the firm six years 
ago as a territory sales man- 
ager, and has been general 
sales manager for more than 
five years. 


Charles F. Parvis, Kugel 
Brothers, Philadelphia, was 
elected president of Franklin 
Hardware & Supply Co., 
dealer-owned wholesaler at 
Warrington, Pa., during the 
22nd annual convention and 
stockholders’ meeting. 

John J. Shields, Shields 
Lumber & Coal Co., Green- 
ville, Del., was elected board 
chairman. 

Some 300 dealers and 
guests attended the com- 
pany’s Merchandising Fair 
held the week previous to the 
annual meeting. Sixty manu- 
facturers displayed their 
lines. There were awards, 
door prizes and a platform 
sale. 

Three new directors elected 
to the board are: 


Guy O. J. German, Guy’s 
Hardware, Slatington, Pa.; 
Floyd H. Jackson, J. H. 
Jackson Lumber Co., Den- 
ville, N. J.; and Edward 
Ward, Ward’s, Southampton, 
Pa. 

Directors re-elected are: 
L. A. Darby, Milton Hard- 
ware & Furniture Co., Milton, 
Del.; Joseph P. Fitzgibbons, 
Fitz-John, Inc., Franklin, 
N. J.; G. Rodney Park, 3rd, 
George R. Park & Sons, 
Wayne, Pa. 

Also, W. Edgar Timmons, 
Boulevard Hardware Co., 
Millsboro, Del.; Harold K. 
Wright, McChesney’s Hard- 
ware, Moorestown, N. J.; and 
Mr. Shields. 





D. J. Peterson Co. Buys 
Marine Products Inc. 


The D. J. Peterson Co., 
Sheboygan, Wis., has pur- 
chased Marine Products Inc., 
Oshkosh, Wis. 

The purchase includes cor- 
porate assets, patents and 
sales rights to Marine’s Mar- 
prox line of liquid rubber 
sealers, cements, neoprene 
coatings and bedding com- 
pounds. 


Murray Kaye Is Named 
Fairlane Sales Chief 


Murray Kaye has been 
named general sales man- 
ager, Fairlane Mfg. Corp., 
Philadelphia, Pa. The com- 
pany now is operating in its 
new and larger plant. 

Mr. Kaye is a veteran in 
the toy and hardware indus- 
try, and he heads up an ex- 
panded sales force for the 
firm. 


Wilbur & Williams Names 
Durkee Sales Manager 


Thomas A. Durkee, for- 
mer eastern sales manager, 
Wilbur & Williams Co., Inc., 
Norwood, Mass., has been 
named sales manager. He 
will direct sales, and Merton 
E. Williams, president of the 
firm, will direct national 
sales policy. 


Columbian Buys Cating 


Columbian Rope Co., Au- 
burn, N. Y., has purchased 
the Cating Rope Works, 
Maspeth, N. Y. 

The two firms will operate 
independently of one another, 
but will join resources in 
sharing technical informa- 
tion. Cating will be under 
direction of its president, 
W. C. Cating, and products 
will be marketed under the 
K-ting trademark. 


D. B. Kurfees Elected 


D. B. Kurfees has been 
elected vice-president of Kur- 
fees Paint Co., Louisville, 
Ky. The former assistant 
vice-president succeeds Au- 
gust Remmers, who retired 
recently after 47 years of 
service. 


Rubbermaid Buys Fusion 


Rubbermaid, Inc., Wooster, 
Ohio, has acquired Fusion, 
Inc., Statesville, N. C. Fusion 
will produce pu.lyethylene 
tanks, drums ai.d liners for 
refuse containers and hand 
trucks. Robert O. Ebert will 
manage the subsidiary. 


Pearson Names McAfee 


Jerry McAfee has been ap- 
pointed director of the new 
customer service department 
of Ben Pearson, Inc., Pine 
Bluff, Ark. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 

Representatives Wented, etc. 

Set solid, 50 words or less 
Ea additional word 

Positions Wanted 

owe 

Each additional word 


Allow Seven Words fer Keyed Address 
or Your Address 





Rate) set solid, 50 words or 
$2.00 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Oppertsalties Dep. 
Chestnut & Séth Sts., Philadelphia 39, Pe 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stomps. 








REPRESENTATIVES WANTED REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





MANUFACTURERS REPRESENTATIVE— 


caulking guns. Sales are to wholesale 
hardware, chain hardware, variety 
chains, discount centers, etc. Well 
established accounts. This is not a 
large saies item nor a high margin 
item. A man who is now making these 
calls can add upward of $1000.00 an- 
nually with no additional expense. 
Open territories — New England, 
Southeast out of Atlanta or Charlotte, 
Chicago, Southwest out of New Or- 
leans or Texas point, Pacific Coast. 


WIRE SUPPLY, INC. 


16801 Euclid Avenue, Cleveland 12, Ohio 











SALES REPRESENTATIVE WANTED FOR 
ESTABLISHED PAINT BRUSH MANUFAC. 
TURER; high commissions; several protected 
territories open; excellent opportunity for sales- 
man having contact with hardware, paint, lumber, 
chain and drug outlets. Box 1013, c/o Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





SALES REPRESENTATIVES WANTED: 
Now due to increased production, we are ready 
for national distribution. We seek hard hitting 
selling forces in every state. We manufacture 
portable grip reflector lights equipped with alu- 
minum and many colored shades as well as new 
styled flexible gooseneck desk lamps. We offer 
protected territories and an excellent commission 
setup. We seek well established representatives 
with following. Box 1015, c/o HarpwWare AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED—Experienced manufacturer’s 
to represent nationally known 
flashlights and batteries, also 
radios. Many territories open. 
Harpware Ace, Chestnut & 
phia 39, Pa. 


agent 
manufacturer of 
handle transistor 
Box 1022. c/o 
56th Sts., Philadel- 





ESTABLISHED MANUFACTURER of 
tic garden hose and sprinklers, lawn edging, 
matting, swim pool covers, weatherstrip, storm 
windows, freezer bags, rain guards, drop cloths 
and tarpaulins and numerous aerosol products has 
desirable areas open for aggressive, experienced 
representatives. State lines carried; territory 
covered. Reply in confidence to Reliance lastic 
& Chemical Corp., Paterson 26, N. J 


plas- 


floor 





MANUFACTURERS’ REPRESENTATIVES 
for complete lines of aluminum thresholds, sliding 
track, metal moulding and other building speciai- 
ties. Men calling on dealers in the hardware 
and/or building material fields are best qualified. 
Some items sold thru jobbers. Most areas open. 
Box 927, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pua. 
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SALESMEN 


Various territories available with “‘One of America’s 
Largest Wholesalers’’ of hardware—housefurnishings 
—toys—sporting goods, ete. Full-lines with over 
30.000 items. Must be experienced and have a car. 
Draw against commission. Submit complete resume 
to ATTENTION: PERSONNEL MANAGER 


SUPPLEE-BIDDLE-STELTZ COMPANY 


FIFTH & BRISTOL STS. PHILADELPHIA 5, PA. 








NATIONAL PAINT BRUSH MANUFACTURER 


has protected territories available for the 
STATES OF LOUISIANA, MISSISSIPPI, ALA- 
BAMA AND GEORGIA. Men must have follow- 
ing and now calling on Paint, Hardware, Build- 
ing Supply Stores, etc. Inquiries will be held 
strictly confidential. 


Box 1011, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














REPRESENTATIVE WANTED 


EXCELLENT LINE for sales representatives calling 
on the retail trade in hardware, department, variety 
and chain stores. Item has excellent repeat busi- 
ness! Good commissions. Write, giving territory and 
background. 


Midwest Plastics Incorporated 
208 Bates Avenue St. Paul 6, Minn. 











FIBRE TOOL BOXES 


REPRESENTATIVE WANTED: Salesmen calling on 
hardware retailers to sell side line of fast-moving 
fibre tool boxes. Repeat business, commission basis, 
protected territories. State qualifications and terri- 
tory covered. 


Fibre Products Manufacturing Co. 
601 W. 26th St. New York, N. Y. 











REPRESENTATIVES WANTED. _ Exper- 
ienced, aggressive salesmen, to promote a profit- 
able, patented, quality established plumbing spe- 
cialty to hardware and plumbing jobbers. We have 
protected territories available. Item has had 12 
years successful promotion. Send us resume of 
your activities and we will tell you about our- 
selves. Sturgis Plating & Mfg. Co., 400 Nor- 


wood Ave., Sturgis, Michigan. 





SALES REPRESENTATIVES WANTED: 
Profitable opportunity available for aggressive sales 
representatives in many states. Must be well ac- 
quainted with volume buyers of Hardware, House- 
ware, Auto Accessory jobbers. Commission basis. 
Give in detail lines you now carry and length of 
time. We make a most complete line of floor 
and window squeegees for the car, home, stores. 
Wholesale, Factory, etc. Dorden & Co., 18750 
Fitzpatrick Ave., Detroit 28, Michigan. 





MANUFACTURERS’ 
WANTED: Choice territories open in exciting, 
growing and profitable field by one of leading 
water conditioning manufacturers. Full line, resi- 
dential and commercial. We need several addi- 
tional representatives to the plumbing and hard- 
ware trade. Please reply giving full particulars. 
Modern Water Equipment Company, 230 E. Main 
St., Freeport, Illinois. 


REPRESENTATIVE 





SALESMAN PLUMBING & HEATING SPE. 
CLALTIES. Sell for established firm 10% com 
mission. Exclusive Territory. Replies held con- 
fidential. Akron Supply Co., Inc., 216 Grand 
Street, Bklyn., N. Y. 





REPRESENTATIVES WANTED: Best sell- 
ing western garden item available for representa- 
tion to dealers and wholesalers. Stock warehoused 
in East, high commission. Texas and South also 
open. Box 1026 c/o Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVE for 
Key Blanks, Pulls, etc. Eastern and Middle West 
territory open. Box 1027 c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


WAREHOUSE SPACE AVA'LABLE 


Dispensing warehouse has space for one more 
cood line. We stock and ship your merchan- 
dise to your accounts. Charge for goods ship- 
ped—not space occupied. We bring the fac- 
tory closer to its accounts. Established 30 
yeors. 


AUTO PARTS WAREHOUSE 


1400-30 North Street Philadelphia 30, Pa. 


Cylinders, Knobs, 














NEW ENGLAND 
SALES? Successful 3 man, 8 year established 
agency has time to increase sales for major es 
tablished manufacturer. Cover Hardware, Hous: 
ware, Rac Specialty, Paint Sundry Distribu 
tors plus Discount House, Supermarket. Party 
Plans and Chains. Box 1004, c/o Harnpwar! 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa 


HAPPY WITH YOUR 








TEST OF THE CALIFORNIA MARKET 

FREE—Investigate the competitive position of 
your particular products in the rich, profitable 
California Market. ADL Associates, Sales and 
Merchandising Specialists, offers systematic sales 
representation to the Hardware and Building 
Trade. Send complere data to Box 1017, c/o 
HarDWareE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





WANT INCREASED NEW 
JERSEY METROPOLITAN 
Will represent one cr two top-quality hardware 
store lines. More than 30 years experience selling 
to wholesalers, mill supply and large hardware 
stores. Box 1010, c/o HArpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


YORK, NEW 
AREA SALES? 





ACCOUNTS WANTED BUSINESS OPPORTUNITIES BUSINESS OPPORTUNITIES 





REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service We are na- 
tional distributors with established ac- 
tively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and 
Louisville We carry the account or you 
can bill direct Inquiries invited Write 


ANCO CORPORATION 
7] Wood Street, Pittsburgh 22, Pa. 











HELP WANTED 





SALES MANAGER WANTED 


Leading National Manufacturer in Hand Service 
Tools Industry looking for aggressive hardware orient- 
ed Sales Manager. Must know market, be promotion 
minded, willing to travel extensively from West 
Coast base. Broad opportunity. Salary and incentive 
commensurate with background and ability. Send 
resume 


Box 1023, c/o HARDWARE AGE 








Chestnut & 56th Sts., Philadelphia 39, Pa. 





EXCELLENT OPPORTUNITY FOR MAN 
EXPERIENCED AT MANAGEMENT level in 
retail sales and merchandising of hard goods and 
paint. Bonus plus salary, profit sharing. All! 
replies confidential, Box 1099, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 





HELP WANTED: Due to promotions within 
our organization we will shortly have an opening 
tor an industrial supply buyer or assistant buyer 
Interested parties please write this magazine giving 
age, education, experience and references. (Our 
own employees know of this ad.) Box 1012, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


BUSINESS OPPORTUNITIES 


FOR SALE: Retail Hardware, Paints, Plumb 
ing, Electrical and Garden Supplies, Housewares 
Located in San Diego, California, U. S. A.’s best 
climate. Large Supermarket being built in im- 
mediate vicinity. Low Rent. Owner Retiring 
Box 1014, c/o Harpware AcE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





WAREHOUSING REPRESENTATIVE 


Are you experiencing excessive freight 
costs to the metropolitan New York area? 

ls your present representation unsatis- 
factory? Or maybe you do not have any 
representation at all? 

We are prepared to warehouse your mer- 
chandise and release to the wholesale trade 
on a transportation charges PREPAID basis. 

We solicit the order for you. We stock 
for you. We ship for you. We can also carry 
the account for you, if you so desire. 


Box 1018, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ATTENTION MANUFACTURERS 
of 


Packaged Products 


We are seeking an exclusive packaging 
association with a manufacturer of a sub- 
stantial line of consumer products. Our 
blister packaging and custom forming of 
sheet plastic equipment offers complete 
blister packaging facilities. Designs - molds 
- models - fabrications - heat sealing - as- 
semblies - warehousing and drop shipping. 
Confidential inquiries are invited. 


Box 1025, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














BUSINESS OPPORTUNITIES 


Our markets and product line have changed. Want 
to sell separately: Patented putty knife, graphite 
dispenser, patented anti-window rattler (for homes), 
wall breather (stops paint peeling), gasoline lantern 
bracket-shade, paint pot hook. Good items for man- 
= selling hardware, paint, sundry, sporting 
goods. 


Box 1019, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











FOR SALE—AT ONCE! Philadelphia suburb. 
6,000 people in center of large trading area. 
County seat. 2 story brick building on 20’ x 150’ 
lot. Main street. 3,177 sq. ft. floor space. Genera] 
hardware, tools, paints, etc. $25,000 estimated as 
of October. To be inventoried and adjusted with 
buyer. Will finance property. Owner to retire. 
White Hardware, Media, Pennsylvania. 





MANUFACTURERS AGENT ealling on ail 
wholesale hardware, contract hardware, building 
supply and lumber companies in South Carolina, 
Georgia, Alabama and Florida with top name 
lines, would consider a mutual business associa- 
tion with an Agent similarly set up, all pertinent 
information must accompany reply. Box 1024, 
c/o Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


DOWNTOWN 
established, 


HARDWARE STORE: Long 
modern store top location thriving 
city 100,000. Owner retiring. Inventory $25,000. 
Building for lease or sale. ‘erms. Anderson 
Hardware, York, Pennsylvania. Phone 82504. 


POSITIONS WANTED 


HARDWARE CLERK: Retail, 35 years ex- 
perience, trustworthy, married, don’t drink or 
smoke, prefer Eastern Pennsylvania, desire work 
with aggressive, livewire hardware-housewares 
store. Make offer. Box 1020, c/o HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE STORE MANAGER: 25 years 
experience—all phases; Management, selling, buy- 
ing, displays, bidding on school and local gov- 
ernment supplies. Ability to act in administrative 
capacity. Prefer vicinity of Long Island, West- 
chester or Connecticut, but willing to relocate. 
Box 1021, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMAN—14 years experience in sales 
ind management to dealers. Wants to represent 
a manufacturer. Tools, Hardware or Garden 
supplies. Will travel the Mid-Atlantic States or 
any part. Presently covering Philadelphia, Dela- 
ware and part of Maryland. Have a college edu 
cation and a great aptitude in sales. Box 1016, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 





Here is the inventory sheet you helped to design 


Inventory counting simplified 
with these new sheets 


We asked hardware dealers what they wanted 
in an inventory counting and record form. Their 


answers are incorporated in the new HARDWARE 


AGE Inventory Record forms. 


Thousands of dealers have used HA Inventory 
Records in the past, because they are practical 
and easy to use. The revised forms will make 
your inventory taking even easier. 


Inventory sheets come in two styles—white and 
yellow. Both types are ruled to permit use of 
typewriter (double-spaced) without adjusting 
machine. All sheets are punched for loose-leaf 


binders. 


White sheets, Form CC402, have 25 listing 
lines on each side, on good bond paper. Prices, 
postpaid, are: $1.35 per 100 sheets up to 500 


sheets. Over 500 sheets, $1.10 per 100 sheets. 
Overall size of sheets: 914 x 11% in. 


Yellow sheets, Form CC4(:1, have 36 listing 


lines on each side on high quality yellow paper. 
Listings include: article name, unit, cost price, 
unit, cost extension, percent discount or deprecia- 
tion, amount of loss taken. Prices, postpaid, are: 


$1.75 per 100 sheets up to 500 sheets; over 500 


sheets, $1.50 per 100 sheets. 
sheets: 10 x 1514 in. 


Overall size of 


Make your inventory taking easier this year 
by ordering a supply of these new forms now. 


Please send check with order to HARDWARE AGE, 


Chestnut & 56th Sts., Philadelphia 39. 
check payable to HA Reader Service Dept. Spec- 
ify color or Form Number. 


Make 
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Index to Advertisers 


THE ADVERTISERS INDEX Is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. Neo allowance will be made for 
errors or failure to insert. 


NEW REVISED EDITION 
HARDWARE AGE 


BUILDERS’ HARDWARE 





Metecto Scales, Inc. .. 148-149 


HANDBOOK 


by Adon H. Brownell, A. H. C. 


This all-inclusive volume covers base metals, finishes, 
hinge requirements, lock functions, exit devices, door 
closing devices, lock security and keying, hardware 
installation, special type hardware for specific types 
of buildings, and safety precautions. Operating costs, 
financing, marking goods, other information necessary 
for efficient management. A complete glossary of 


builders’ hardware terms is also included. 
385 illustrations 


$ Rg 
8/2" x 11" clothbound 


ALL NEW FEATURES 


1. New products and developments 
(all obsolete items deleted) 


2. New American standard specifications 
3. Anchor reinforcement hinges 

4. Automatic door openers 

5. Automatic door bolts 


6. Streamlined and concealed-in-head door 
closers 


7. New type roller door stops 
8. Bi-fold and folding panel doors 


274 pages 


Recommended by 
National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 








Fe DSN E een aS ben mas Ae 


t 

1s CHILTON CO. + BOOK DIV.., Dept. HA! 

© céth & Chestnut Streets 
Philadelphia 39, Penna. 
Please send me copies of HARDWARE AGE BUILDERS’ HARDWARE 5 

HANDBOOK by Adon H. Brownell, A.H.C. I will send payment upon receipt 8 

of the invoice in the amount of $8.00 per copy, plus 45 cents handling and ’ 

postage. 


Address__- 


4 
re 





Acme Shear Co. 

Add Sales Co. 

Airguide Instrument Co. ......... 
Ajax Wire Specialty Co. 
Akro-Mills, Inc. 

Allen & Co., Inc., 


Aluminum Co. of America 
Market Makers 

Aluminum Co. of America 
Pigment Div. 

American Chain Div. 
American Chain & Cable Co. 


American Telephone & Telegraph 
Co., Classified Tel. Dir. & Trade 


Pe Gs MES. so. once ccc denevee 


Anchor Hocking Glass Corp... .!60- 


Aamemer We GEIR. ccceccccvcvcs: 
Animal Trap Co. of America 
Artistic Wire Products Co., Inc. 
Artwire Creations, Inc. 

Atlas Tool & Mfg. Co. 


Bassick Co. 
Bethlehem Stee! Co. 
Biack & Decker Mfg. Co 


Borden Chemical Co. 
A Div. of The Borden Co... 


Borg-Erickson Corp. 

Brainerd Mfg. Co. ............ 
Bridgeport Hardware Mfg. Corp. 
Bright Star Industries .......... 
Brown, Inc., John Clark ... 
oe ER ee eee ae 


Cal-Dak Co. ha 
Campbell Chain Co. 
Campbell-Hausfeld Co. .......... 
Champion Brass Mfg. Co. ....... 


Carolina Metal Products Corp. 
Sub. of National Metal Products 
Bs Wess ohn 


Champion DeArment Tool Co. ... 
Chicago Roller Skate Co. ....... 
SOE Na eM abe ddeiccecwness 
Clayton Mork & Co. ............. 
Coastal Abrasive & Tool Co., Inc. 
Cole-Sewell Engineering Co. ..... 
Columbian Vise & Mfg. Co. ..... 
Connecticut Valley Mfg. Co. ..... 
Cosom Corp. ......... ; 

Crescent Tool Co. ........ ceccnees 


D 


Dayton Bait & Marine Products 


DeWitt Products Co. 
Diamond Alkali Co. 


Disston Div. 
H. K. Porter Co. 


Duro Metal Products Co. 
Indestro Hand Too! Div. 


Dykem Co. ... 


E 


Eagle Electric Mfg. Co., 
Eagle Mfg. Co. 

Estwing Mfg. Co. 

Evans Products Co. 
Everedy Co. 


Fairgate Rule Co. 
Ferry-Morse Seed Co. 
Fletcher-Terry Co. 
Fuller Co., H. B. 


Fuller Tool Co., Inc. 


G 


Gates Rubber Co. 
General Electric Co. 
Housewares & Commercial 
Equipment Div. 
Genera! Electric Co. 
Christmas Lamp Div. ........... 
Genera! Electric Co. 
Wiring Device Dept. 
Gering Plastics, Div. of 
Studebaker-Packard Corp. ..... 
Gilmour Mfg. Co. ................ 
Graham & Co., Inc., John H. 
7 OS Eee 
Bevin Bros. Mfg. Co. 
Gries Reproducer Corp. 


Gulton Industries, Inc. 


H 


| Hager & Sons Hinge Mfg. Co., C. 


Hanson Co., Henry L. ............ 


Harmon Machine Co. Inc., 
Sand's Level & Too! Div. 


Hoppe, Inc., Frank A. ........... 
Howoerd Hardwore Products, Inc.. 
Huenefeld Co., The ..... 

Hyde Mfg. Co. ... 

Hy-Ko Products 


City Zone 








129 Indestro Hand Tool Div. 
Delta Electric Co. 131 Duro Metal Products Co. ..... 


Dempster Mill Mfg. Co. ......... 140 Iron City Tool Works, Inc. 
Dennis Mitchel! Industries, Inc.... 18! 





[) Check here if sending payment with order, saving you the 45 cents 
hendling and postage charge. 
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Irwin Auger Bit Co. .. 
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« S$ 
Kenner Products Co. Ss ee Sandvik Sow & Tool Co. 
Kyowa Rubber Industry Co., Ltd.. Div. Sandvik Steel, Inc. 152 
Selfix Products Co. .. 7 
Sharon Bolt & Screw Co. 183 
L Shepherd Casters, Inc. 176 
Sau Cerp. ...... 19-22 


Protects the lawn. 
keeps cars on the 
driveway. 48” tall 
to dominate snow 
drifts and border 
hedges. Tempered 
steel, lacquered to 


Reflecting Trafflc-Red Scotchlite 
? DRIVEWAY MARKER 





Larson Co., Charlies O. 
Lauson Engine Div. 


Tecumseh Products Co. 


Southern Fabricators Corp. . 164 
Southland Mower Co. 120-121 


Leonard Co. 
Libbey Glass Div. 

Owens Illinois Glass Co. 
Liberty Distributors, Inc. 
Lufkin Rule Co. 


Magic Iron Cement Co., Inc. 


Mann Edge Tool Co. 
©. A. Norland Co. 


Marksman Products . 
Marshalltown Trowel Co. 
McGill Metal Products Co. 
Metal Ware Corp. 

Miller Co., Inc., Robert E. 
Minnesota Mining & Mfg. Co. 


142, 143, 144, 
. 24-25 


Moto-Mower, Inc. 
Myers & Bro. Co., F. E. 


N 


National Mfg. Co. 
National Metal Products Co. 


Carolina Metal Products Corp. 


Norlund Co., O. A. 
Mann Edge Too! Co. 


North & Judd Mfg. Co. 
Northwestern Steel & Wire Co. 


P 


Panzer Products, Inc. 
Patent Novelty Co. 
Pennsylvania Saw Corp. 
Petersen Mfg. Co. 

Peterson Co., Inc., D. J. 
Phillips Chemical Co. 
Pioneer Gen-E-Motor Corp. 


Pittsburgh Plate Glass Co. 
Paint Div. 


Plymouth Cordage Co. 


Porter Co., H. K. 
Disston Div. 
Prizer-Ware Div. 
Textile Machine Works 
Proen Products Co. 


Quick Mfg., Inc. 


Radiator Specialty Co. 
Radio Steel & Mfg. Co. 
Reardon Products 

Red Devil Tools ...... 
Remington Hardware Co., 
Richards-Wilcox Mfg. Co. 
Ridge Tool Co. 

Rival Mfg. Co. 


. 182 


-. 166 
rr 
. 183 

. 100 

. 167 

. 190 


145 


48 


... 163 


38 
171 


cco OWE] 
bese fae 


.. 128-129 


54 


Standard-Keil Mfg. Co. 
Standard Tool Co. 
Star Key & Lock Mfg. Co. 


Steber Div. 
Pyle National Co. 


Sterling Faucet Co. 
Sudbury Laboratory 
Superior Fastener Co. 
Swing-A-Way Mfg. Co. 


Swingline, Inc. 


Tate Co., E. H. .. 179, 
Taylor Instrument Companies 


Tecumseh Products Co. 
Lauson Engine Div. 


Thermo Dynamics, Inc. 
Toastmaster Products 
McGraw-Edison Co. 
Toro Mfg. Corp. 
Transistor World Corp. 
Travco Plastics Co., Inc. 


Tryon Co., Edward K. 


U 


Union Fork & Hoe Co. 
Union Steel Chest Corp. 
United States Plywood Corp. 
Upland Industries, Inc. 


Vaco Products Co. 


Visking Co., Div. of 
Union Carbide Corp. 


Vichek Tool Co. 


Ww 


Weller Electric Corp. 
Wessel Hardware Corp. 


Westinghouse Electric Corp. 
Lamp Div. 


Wilhold Glues, 

Williams Co. 

Wiss & Sons Co., J 
Wissota Mfg. Co. 

Woodhill Chemical Co. 
Worthington Co., George 
Wrightway Engineering Co. 


Wrought Washer Mfg. Co. ...... 


Y 


Yale & Towne Mfg. Co. 
Lock & Hardware Div. 


Yard-Man, Inc. 


Z 


Zinsser & Co., Wm. 











prevent 
Easy ground penetration, withstands 
hammering if necessary. 
by weather, sure visibility day or night. 
self-selling ‘+isplay carton. 
“Inexpensive encugh to have enough.” 


Order from your jobber—insist on Hy-Kol 


HY-KO PRODUCTS CO. Cleveland 3, Ohio 


rusting. 


Unaffected 
Packed 12 to 


Retails 98¢ per marker. 








__ Want more facts? Circle 262, p. 105 








E. H. TATE CO. © 251 CAUSEWAY ST. 
Want more facts? Circle 263, p. 105 











BETTER HOUSEHOLD 


HARDWARE SINCE 1872 


® BOSTON, MASS. 


Te nperature-conscious shoppers will be impulsively at- 
tracted to the new TEMPRITE® Window Thermometers 
during this year’s cold weather season. They're clean 
white instruments with large, easy-to-read scales. The 
bracket of the new TEMPRITE is reversible and offset 
for easy positioning and is completely rustproof. 


TEMPRITE thermometers also have a new low price of 
$1.69, (formerly $2.29) making them even more attrac- 
tive. Available with white back and trim #5316: fern 
green, #5318; and redwood color #5319. Taylor Instru- 
ment Companies, Rochester, N. Y., and Toronto, Ont. 


Taylor Instruments Mean Accuracy First 


Want more facts? Circle 264, 


3 NEW IT TEM 


Your ‘SURI. 


. : ogee aa 
Fix-It Line! _ ) 


MATCHWOOD, MW-1 
RUST DISSOLVER, RD-1 
E-POX-E FILLER, EF-1 


Order from your jobber or write 





aa 105 


“ee O84. woo ace 





oy " 











THE WOODHILL CHEMICAL CORPORATION 


Ola lllehislammelile "Relais 


1390 East 34th Street 


Ss Largest salelal hark: turers 


of Ploc<t alGhaeL. 


Cleveland 14, Ohio 


Want more facts? Circle 265, p. 105 
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I fit Picture 
Step Right Into the Pro 
” with ANCHOR’S Sturdy 


Braided Picture Wire 


A quality wire in every respect. — 
braided for lifetime durability; ma 
formed to prevent snarling. nak. 
IN A HANDY dispensing display Te aa A 
SELF-SELLING ual boxes of 15’ or 25° Co! - — 
DISPLAY beat for impulse buying on p 

counter or shelf. 


ORDER FROM YOUR WHOLESALER 


2 
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Veg te 
) 


EVERY USE 


ary 4 


NCHOR. 


183-16 JAMAICA AVE 


JAMAICA 23, NEW YORK 


"Gtttl ar assltshsisewaslésc@es sey, 


(/ 


SSAAAANSSSSSS SA 
Want more facts? Circle 266, p. 105 — 
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\ 


>\ “PENN STATE” 


. SAWS 


PENNSYLVANIA SAW CORPORATION YORK, PA. 
Want more facts? Circle 267, p. 105 


i 
TRAVCO offers SUC Riba A Mos 
be home of CESSFUL IMPULSE 


row @ <@ REPLACE. 
SELLERS — Staple ? W.€%,. KNOB 
ime Fite Se” 
REPLACE-A-PART <Seneaieaeienay Miuu eau 
o a _ } ee Fe sis 
PLASTICS CO. 


)) 


Tie 


_ 





wares 


i ; (Matching 
attractively Ask distribut Ovea 

/; f J bubble packed for about TRAVCO’s profit handles 

pro - the Housewife and profit - profit - profit line, 

yy N 


the Do-It-Yourselfer! or write for free catalog. 


available.) 
Want more facts? Circle 268, p. 105 








DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 94 


Most items available, 
too, in standard deci- 
mal pack. 

See Your Jobber or Write for Literature 


CHAS. 0. LARSON CoO. /pierling, 


Ilinois 








Want more facts? Circle 269, p. 105 


DOMES >»: 7 


DOMES OF SILENCE 
RUBBER CUSHION GLIDES 














Rubber Expander 
Cart ; Tubular Glide 
RUBBER CUSHION GLIDES ee 1%4", ive", Upholstery Nail | 
Wonderful for all wood . = Gn Ya", 
and metal furniture. ae — Y_", 
Glide os = ow 
smoothly. Set . 
a 3-color card. 6 Sizes, 
%”, %”, ge”, i 1/16”, 1%”, 1%". 
PROMPT SHIPMENT (222. 
| Ask your jobber, if he is not suppiled, write : 
— ROBERT E. MILLER & CO., INC., Adjustable Rubber 
funenceiaie 35 Pearl St.. New York 4. N. Y. 


Adjustable Tubular 
Cushion Glide 
Want more facts? Circle 270, p. 105 




















Spring Type 














All these tools 
carry the famous 


name 


Why horse around with lines that are less complete ? 


There are painters’ and glaziers’ tools for everyone in the full Red Devil line. 
And practically everyone — from pro to putterer — knows and trusts Red Devil 
quality. So what does a retailer gain by cluttering up his stock with ump-teen 
Double appeal be- different makes? Red Devil’s wide variety in types of tools and price classes, 
cause it does double ; . ; , 

duty in dry wall too — teams up with the Red Devil name to cut your selling time, boost your 
construction. Flexi- reputation as a tool expert. And one-brand ordering reduces inventory and 


ble blade of Red makes your paperwork easier. Try it and see. Write for illustrated price list. 
Devil Tape Mate 


applies tape to joint 


... brass head on 

handle end sinks * 

nails and other ob- 

structions for neat e 


flat seams. Order 
—— from your jobber, Union, N. J., U.S.A. 
. 5 eae nme today! 
Available in three sizes: TM-4, $2.25, 4”; World's largest manufacturer of painters’ and glaziers’ tools—since 1872 
TM-S5, $2.50, 5”; TM-6, $3.00, 6” 


Try featuring this one for quick, easy sales! 





